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ABSTRACT 
 
Chinese Cross-Border Mergers & Acquisitions (CBMA) have accounted for a majority 
of Chinese outward foreign direct investment (OFDI) and thus received much academic 
attention in recent years. Along with China’s integration with global economies, 
thousands of Chinese companies have become Multinational Corporations (MNCs). 
Equipped with little internationalisation experience and resources, Chinese MNCs not 
only struggle to survive in the intense global competition, but also hunt for new 
opportunities in the global market. Prior literature showed that Chinese MNCs have 
faced many problems and challenges, particularly in their M&A, being latecomers. 
However, extant research is limited in understanding their behaviours and activities, 
and scarce in developing theories to explain Chinese CBMA performance.  
 
Much existing literature in Chinese CBMA has concentrated on the pre-transaction 
analysis, motives, entry mode selection, and geographical distribution. Little effort so 
far has been devoted to the understanding of the post-transaction performance of 
Chinese CBMA, and its crucial antecedents and moderating factors. This thesis aims to 
address these gaps and contribute to the existing M&A theories through the 
development of an integrative conceptual framework by bridging the conventional 
‘context-free’ theories developed from Western economies’ CBMA and specific 
‘context-embedded’ factors in Chinese CBMA. The conceptual framework developed 
in this thesis attempted to explain Chinese CBMA performance by the use of three 
crucial antecedents, strategic combination benefits, organisational integration and 
cultural resistances, and two moderating factors (firm’s ownership and resources and 
competences), and test their relationships to performance.  
 
Given the specific research questions, this thesis employs a two-stage approach with the 
explicit objectives of testing the proposed conceptual framework and then further 
exploring a more detailed explanation of these mechanisms. Therefore, a combination 
xviii 
 
of a predominated case-survey approach, which comprehensively examines the large 
volume of in-depth case studies, and a supplemented multiple case studies approach has 
been adopted. More specifically, the primary case-survey study, which was marked as 
the ‘powerful’ approach in the literature, aims to provide an empirical evaluation of the 
major determinants of Chinese CBMA performance, and how these relationships are 
moderated by Chinese MNCs’ unique contextual factors, that is, the types of ownership, 
resources and competences of Chinese MNCs. A conventional multiple case studies 
approach was followed. It aimed to supplement the findings from the case-survey, 
provide additional insights to Chinese CBMA and enhance the understanding of how 
these mechanisms impact performance.  
 
Both case-survey and multiple case studies research has been designed to reflect the 
academic rigour and research objectives. Firstly, a list of Chinese CBMA deals was 
compiled, based on the following three research criteria: the Chinese CBMA deal (1) 
was completed between 2000 and 2012, (2) reflected the fact that Chinese MNCs 
controlled more than 50% of the shares of target firms, and (3) has the nature of related 
CBMA. Several widely used M&A databases, Zephyr Global M&A, Thomson ONE 
databases, and that developed by Heritage Foundation were accessed to develop the list. 
A total of 205 Chinese CBMA deals have met research criteria and are covered in these 
databases. This comprises the sampling frame for this study.  
 
The materials relevant to these case samples were systematically collected from both 
Chinese and English academic databases along with high quality and leading case 
databases. Eligible case studies were then screened according to the rigorous selection 
criteria: (1) that they contain at least two pages of case description in either Chinese or 
English, and (2) cover the relevant perspectives in this study. Finally, a total of 55 case 
samples with 191 references from multiple sources were compiled. Moreover, three 
independent and competent raters in M&A have participated in the case coding with 
guidance from the detailed coding scheme. The overall inter-rater reliability was 0.846 
of Average Pairwise Percent Agreement, and any coding discrepancies were jointly 
resolved by all raters. Hierarchical regression analysis has been adopted to test the 
xix 
 
conceptual framework and developed hypotheses. 
 
In the second stage of this thesis, which comprises multiple case studies, three cases of 
Chinese CBMA were chosen. In this study, accessibility to the data is challenging as 
Chinese CBMA are quite sensitive and Chinese executives tend not to publicly disclose 
their opinions and inside information. With the help of a leading Chinese professor, 
three leading and typical CBMA deals by Chinese Private Owned Enterprises (POEs) 
have agreed to participate in this study. All cases match the relevant perspectives of this 
study and contain significant and identifiable activities in post-transaction integration. 
Within three cases, the primary data were collected from in-depth semi-structured 
interviews with eight senior managers, who have participated in CBMA. A detailed 
interview protocol was developed and used to guide these interviews. Moreover, a large 
set of secondary data from several sources was also collected and used to achieve 
triangulation for the findings. Both single- and cross-case analyses have been 
performed for three case studies in order to provide detailed explanation of proposed 
mechanisms in a real-life context and to explore additional insights into Chinese 
CBMA. 
 
The findings from case-survey research showed that five out of nine hypotheses were 
supported. More specifically, it was found that Chinese CBMA performance is affected 
by strategic combination benefits, organisational integration positively and cultural 
resistances negatively. Additionally, the relationship between performance and cultural 
resistances is moderated by Chinese MNC’s ownership, and the relationship between 
the performance and organisational integration is moderated by the firms’ resources and 
competences. Specifically, Chinese State Owned Enterprises (SOEs) show a stronger 
moderating effect on the relationship of cultural resistances and performance compared 
with Chinese POEs; and Chinese MNCs with better resources and competences present 
a stronger moderating effect on the relationship between organisational integration and 
the performance than those with low ones.  
 
xx 
 
Three single-case studies contributed additional evidence and detailed explanation of 
the proposed mechanisms’ impact on Chinese CBMA performance and thus strengthen 
the findings from the case-survey. More importantly, they provided a detailed account 
of how these unique mechanisms affect the performance and further elaborate the 
unique characteristics of Chinese CBMA, such as ownership, firm-specific resources 
and competences and specific integration approaches. Cross-case analysis provided the 
comparison of cross-case patterns and discussion of differences and similarities among 
the three cases.  
 
This thesis concluded with a summary of findings and their implications. The combined 
findings from the case-survey and multiple case studies largely support the developed 
integrative conceptual framework, which integrated Western CBMA’s ‘context-free’ 
theories with China’s ‘context-embedded’ factors. This has contributed to the theories 
in M&A study. Moreover, multiple case studies extend the findings from the case-
survey and further contributed to an in-depth understanding of the Chinese CBMA 
study. Finally, implications based on the findings and areas for future research were 
outlined.  
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CHAPTER 1 INTRODUCTION 
1.1 Background  
Along with the rapid development of China’s economy over the past three decades, 
China’s outward foreign direct investment (OFDI) has continuously increased. By the 
end of 2013, the stock of China’s OFDI has reached $613.5 billion and Chinese firms 
have established over 22,000 foreign entities scattering in 179 countries (Li, Jiabao 
2013; MOFCOM 2013; UNCTAD 2014b). According to the historical data, China’s 
OFDI flow has boosted 35 times over the last decade increasing substantially from $2.8 
billion in 2003 to $101 billion in 2013 (UNCTAD 2014a). China has become the third 
largest OFDI source country in 2013 trailing USA and Japan (UNCTAD 2014a). 
Moreover, several researchers predicted that Chinese OFDI would surpass inward 
foreign direct investment (IFDI) in this decade (Alon, Fetscherin & Gugler 2011; Ding 
& Bao 2011; UNCTAD 2010).  
 
This emerging phenomenon of increasing Chinese OFDI in the world economy can be 
explained by factors at both macro and micro levels. At the macro level, the Chinese 
government has diversified its way of holding foreign bonds and encouraged Chinese 
firms to invest abroad to build China as a true world-class economy (Globerman & 
Shapiro 2009; Hout & Michael 2014). At the micro level, the accumulation of sufficient 
knowledge and capital from decades’ internationalisation experience has allowed 
Chinese multinational corporations (MNCs) to explore opportunities abroad. 
Considering these macro and micro contexts, Buckley (2010) argues that ‘China has 
become such an important element of the global economy that its influence cannot be 
ignored in almost any field of endeavor’ (p.1). Therefore, the crucial role of Chinese 
OFDI in the world economy should not be ignored. This new phenomenon of high level 
Chinese OFDI is becoming an emerging research topic in international business study 
(Alon, Fetscherin & Gugler 2011). 
 
This phenomenal raise of China’s OFDI is significantly contributed by cross-border 
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mergers and acquisitions (CBMA) (Xia, J et al. 2014). According to the statistics from 
China’s Ministry of Commerce (MOFCOM) (2011, 2012, 2013), CBMA have been 
chosen as the primary expansion strategy adopted by Chinese MNCs. In 2013, Chinese 
MNCs completed 288 CBMA with the total volume of $50 billion and accounted for 
49.6% of total OFDI in 2012-2013 (UNCTAD 2014c). Figure 1 reports the comparative 
historical data cross Chinese OFDI and CBMA.  
 
Sources: UNCTAD (2014a, 2014c) and Statistical bulletins of China’s OFDI from MOFCOM 
(2012, 2013) 
 
Since China’s ‘go global’ policy introduced in 1999, Chinese MNCs started to venture 
overseas (Huang, X & Chi 2014; Peng 2012). The booming of Chinese OFDI has 
received much attention and even caused consternation around the world. Such 
dramatic increase of Chinese OFDI provided both opportunities and challenges to the 
academia (Cui, L & Jiang 2010; Zhou, S & Huang 2014). In the last  decade, there is 
increasing research on China’s OFDI (Alon, T 2010; Buckley 2010; Peng 2012; Taylor 
2002; Xia, J et al. 2014), including its CBMA in the strategic management area (Chen, 
Y. & Young 2010; Deng 2010; Lin et al. 2009; Ning et al. 2014). However, current 
0
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Figure 1.1 The comparative historical value between China’s OFDI and CBMA 
between 2001 to 2013 (in million US dollars) 
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literature in Chinese CBMA is quite narrow because of (1) the short period of 
observation (Liu, Xiaohui & Zou 2008), (2) the limited theoretical foundation to 
explain important issues in the post-transaction integration stage (Buckley 2010), and 
(3) the incomplete understanding of Chinese MNCs’ specific characteristics, such as 
ownership and capabilities (Peng 2012). 
 
CBMA are usually subject to uncertain risks and failures due to the high level of 
unpredictability associated with strategic investment and operations (Bausch & Krist 
2007; Gao, L et al. 2010). Commercial counsellor of MOFCOM, Mr. Chen Runyun 
indicated that more than 11 per cent of Chinese CBMA failed compared with the failure 
rate of two per cent in Western economies CBMA (Ma, L 2013). Moreover, Yang 
(2010) pointed out that, although Chinese CBMA have rapidly been expanded in recent 
decades, their post-transaction performances were not satisfactory. He revealed that, 
‘some of these deals (Chinese CBMA) cannot achieve synergistic effect after 
completing post-acquisition integration’ and were thus subject to financial loss (p.79). 
Huang and Zhou (2012) evaluated the financial performance of Chinese investments in 
Australia’s mining industry, and authors found that the majority of these investments 
were conducted by large Chinese State Owned Enterprises (SOEs) while about two-
thirds of their financial performance were unsatisfactory. Therefore, both anecdotal 
evidence and empirical research show that Chinese CBMA performance may differ 
from China’s official scene of prosperity, and their post-transaction performances and 
long term viability is questionable. 
 
The vast differences between China and Western economies generate large theoretical 
gaps that limit the understanding of what factors determine and influence Chinese 
CBMA performance (Tan, H & Ai 2010). Compared with Western economies, China 
has unique characteristics that are not shared with them (Zhou, N 2010; Hout & 
Michael 2014). Several researchers (Buckley et al. 2007; Cai, KG 1999; Cui, L & Jiang 
2010; Huang, X 2009; Moly 2011; Moon & Roehl 2001) pointed out that Chinese 
CBMA have both a ‘conventional’ dimension and an ‘idiosyncratic’ dimension, and are 
strongly affected by the institutional environment, policy liberalisation and Chinese 
firms’ own resources and competence. However, currently the extant studies on 
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Chinese CBMA (Dean, Changhui & Phan 2010; Deng 2009; Woo & Zhang 2005; Wyk 
2009b) have largely centred on the pre-transaction stage, such as entry mode and 
motives. More specifically, they explore several important issues, such as the influence 
of China’s regulatory framework on the decision-making of Chinese MNCs, their entry 
motives (Cui, L & Jiang 2010), mode selection (Huang, X & Austin 2011), and 
geographical distribution (Deng 2009; Hong & Sun 2004; Rui & Yip 2008; Taylor 
2002; Warner, M, Ng & Xu 2004; Wyk 2009b). However, little effort has been devoted 
to the study on the crucial factors influencing Chinese CBMA performance, such as 
organisational integration, human-resource management, performance appraisal and 
cultural issues (Alon, T 2010; Chen, Y. & Young 2010; Huang, X 2011; Larsson 1993; 
Xia, J et al. 2014).  
 
Across three decades, the scholarly studies on Western CBMA provide substantial 
theoretical foundation to explain CBMA activities and performance in different 
research foci, including finance and accounting (André, Kooli & L'Her 2004; 
O'Shaughnessy & Flanagan 1998; Ramaswamy 1997), strategic management (Folta 
1998; Reuer & Ragozzino 2006; Seth, Song & Pettit 2002), organisational behaviour 
(Brannen & Peterson 2009; Duncan & Mtar 2006; Ellis, Reus & Lamont 2009) and 
cultural issues (Chatterjee, S et al. 1992; Quah & Young 2005; Stahl & Voigt 2008; 
Vaara, E. et al. 2012). However, they are quite fragmented, separately studied and thus 
may not directly apply to test CBMA performance of emerging countries, such as China 
and India (Buckley et al. 2007; Larsson & Finkelstein 1999). Specifically, those 
‘context-free’ theoretical assumptions, which are substantially developed and 
universally used to explain Western CBMA, fall short in the considerations of China’s 
‘context-embedded’ factors, such as, institutions and firm-specific resources and 
competences (Buckley 2010; Peng 2012, 2013).  
 
Indeed, Chinese CBMA have been significantly influenced and promoted by China’s 
unique institutional framework, government-controlled regulations and various policies 
(Ahlstrom & Bruton 2001). Taking the institutional perspective, current literature trends 
to explore the influence of China’s unique institutional context on Chinese CBMA 
(Brockman, Rui & Zou 2013; Contractor et al. 2014; Meyer et al. 2009). It has been 
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widely acknowledged that the institutional differences between Chinese SOEs and 
Chinese Private Owned Enterprises (POEs) determined their varied ways of conducting 
CBMA, including strategic analysis, decision-making and strategy implementation 
(Peng 2013). For example, a large proportion of Chinese CBMA are undertaken by 
Chinese SOEs, particularly in the primary industry (Huang, X & Chi 2014). They were 
promoted by the Chinese government in securing the abundant overseas resources to 
meet the dramatic increase in China’s demands, such as energy, mineral and scarce 
resources (Lee, C 2011; Tan, H & Ai 2010). However, due to a high level of operational 
controls from Chinese government (Huang, X & Chi 2014), Chinese SOEs have been 
characterised as high bureaucracy and governmental hierarchy, large in size but low in 
flexibility to  conduct overseas acquisitions (Zhang, Yong 2008). In contrast, although 
Chinese POEs are latecomers in Chinese OFDI, they are more flexible and efficient in 
choosing acquisition targets, managing post-transaction integration and dealing with 
operational change due to a low level of government intervention (Huang, X & Chi 
2014; Peng et al. 2009). In recent literature, Hout and Michael (2014) pointed out that 
the management systems in Chinese POEs were more responsive, flexible, and speedy 
than Chinese SOEs, therefore Chinese POEs earned higher returns in conducting 
overseas investment. 
 
In addition, Chinese firms lack competences and resources in conducting CBMA due to 
their relatively short history of international operations (Buckley 2010). For example, 
most Chinese MNCs lack experience in dealing with cross-cultural issues and 
managing acquired firms with different institutional settings. Therefore, the Chinese 
MNCs, which are large in size and have more internationalisation experience, may 
perform better than the smaller, inexperienced private ones (Huang, X & Chi 2014). 
Therefore, Huang, X and Austin (2011) and Cui, L and Jiang (2009) insist that China’s 
unique institutions and Chinese MNCs' resources and competencies are crucial factors, 
which should not be ignored when conducting Chinese OFDI research. However, until 
now, there is still little understanding about how these crucial factors impact on 
Chinese CBMA performance (Tan, H & Ai 2010). 
 
Taking both Western ‘context-free’ perspectives and China’s unique ‘context-
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embedded’ factors together, this may invite a theoretical synthesis to explain what 
crucial factors influence Chinese CBMA performance. Additionally, there are pressing 
needs to contribute an in-depth understanding of Chinese CBMA activities, explore the 
dynamic and complicate characteristics and cast some light into current emerging 
countries’ CBMA research (Cui, L, Jiang & Stening 2011; Peng, Wang & Jiang 2008; 
Tsui, Wang & Xin 2006). 
 
In summary, despite a great deal of fragmented research that has investigated several 
aspects of Chinese CBMA, current study falls short of successfully analysing the 
unique Chinese perspectives and may make incorrect or incomplete conclusions. To 
address these important but underexplored problems, this thesis aims to combine both 
‘context-free’ assumptions and ‘context-embedded’ elements, integrate current 
fragmented studies, engage in-depth research and provide a comprehensive 
understanding of what crucial factors influence Chinese CBMA performance. 
 
1.2 Research questions and objectives 
Given the lack of understanding of what factors influence Chinese CBMA performance, 
particularly its crucial antecedents and moderating effects, coupled with existing 
insufficient and incomplete understanding within the literature on Chinese CBMA 
performance, the primary research questions in this thesis is: 
 
What crucial factors influence the performance of Chinese CBMA? 
 
Specifically, there are five sub-questions to be addressed in this thesis: 
(1) What are the major determinants of Chinese CBMA performance?  
(2) To what degree, do these determinants influence the performance of Chinese 
CBMA? 
(3) How do China’s institutions and Chinese MNCs’ resources and competences 
affect Chinese CBMA performance? 
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(4) What are the unique mechanisms of influence on Chinese CBMA performance?  
(5) What are the other unique issues of Chinese CBMA?  
 
To address these research questions, this thesis aims: 
 to identify the key antecedents and moderating effects of Chinese CBMA 
performance and examine their theoretical relationships. This could be achieved 
by developing an integrative conceptual framework through incorporating the 
Western’s ‘context-free’ model and China’s ‘context-embedded’ factors to 
explain Chinese CBMA performance. This can provide significant theoretical 
guidelines and contributions to existing CBMA research, particularly to 
emerging countries, and also cast some light into strategic management study 
and international business research.  
 
 to provide detailed explanations and in-depth understanding of how the 
identified mechanisms influence Chinese CBMA performance. This could be 
achieved by targeting and evaluating several leading Chinese CBMA cases that 
contain rich information to explain the mechanisms. This will provide 
applicable information to assist Chinese executives make acquisition decisions, 
manage post-transaction integration issues, and identify and adjust key 
functions in performing CBMA. 
 
 to explore additional context-specific insights to Chinese CBMA. This could be 
achieved along with the second objective, that is, through evaluating several 
classical and typical Chinese CBMA cases, the other unique issues may be 
explored. This can offer new insights into Chinese CBMA studies about the 
important issues that have not been covered in the literature. Moreover, this 
could also assist Chinese MNCs improve their management functions and 
practices in managing an acquisition.   
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1.3 Outline of the thesis 
This thesis is comprised of seven chapters including this chapter (Chapter One). The 
remaining chapters are organised as follows:  
 
Chapter Two provides an extensive review of leading CBMA literature. Two hundred 
and fifteen leading CBMA articles from six top-tier journals published over the past 
two decades along with other leading CBMA studies have been systematically 
reviewed. Specifically, both theoretical perspectives and methodological design of 
these studies were examined, compared and discussed to assist the conceptual 
framework development and research design of this thesis.  These articles were split 
into two areas based on their theoretical perspectives, in terms of conventional 
theoretical perspectives and recent theoretical development. The conventional 
theoretical perspectives addressed the broader ‘context-free’ perspectives, such as 
strategic management, organisational research, financial and procedural analysis, and 
their impact on CBMA performance. However, the perspectives in this area are 
developed from Western economies and lack the consideration of specific and unique 
factors in emerging countries’ CBMA. The recent theoretical development in emerging 
countries’ CBMA is then investigated. The ‘context-embedded’ factors from 
institutional perspective and resource-based view (RBV), are then systematically 
reviewed. The results show that it is a reasonable and relatively new area of explaining 
Chinese CBMA performance by integrating Western ‘context-free’ perspectives with 
China’s ‘context-embedded’ factors together. 
 
Chapter Two also reviewed the methodologies of previous CBMA studies. Despite that 
the mixed method design is more complex and time-consuming compared with single 
method design, it is more appropriate to address a holistic understanding of CBMA. 
Moreover, the ‘powerful’ case-survey methodology (Larsson & Finkelstein 1999), 
which was frequently used in CBMA research, has been reviewed and discussed.  
 
Chapter Three is devoted to the development of a conceptual framework for this thesis. 
The theoretical background of constructing the framework was first discussed. Then an 
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integrative framework, which integrates the literature on strategic management, 
‘context-free’ model in explaining CBMA performance from conventional theoretical 
perspectives and ‘context-embedded’ factors from contemporary theoretical 
perspectives in Chinese CBMA research, was developed. The constructs in the 
framework were then defined and nine hypotheses were proposed. Measurements for 
the constructs were also developed.   
 
Chapter Four is a discussion of research methodology in this thesis. The rationales 
behind a two-stage research design were discussed, including the combination of causal, 
descriptive and exploratory approaches, the design of conducting primary quantitative 
case-survey and then supplemented qualitative multiple case studies. Then, the 
sampling frame that guided this thesis was discussed. Research design and data 
collection and analysis methods for both case-survey and multiple case studies have 
been reported.  
 
Chapter Five presents, analyses and discusses the findings of the case-survey study and 
answers Research Question One to Three of this thesis. Tested with multiple and 
moderation regression analysis in four models, five of nine hypotheses have been 
supported, including the positive relationship between strategic combination benefits, 
organisational integration with Chinese CBMA performance, and negative relationship 
of cultural resistances with performance. Moreover, the relationship between 
performance and cultural resistances is moderated by Chinese ownerships, where 
Chinese SOEs show a stronger moderating effect than Chinese POEs. The relationship 
between the performance and organisational integration is moderated by the firms’ 
resources and competences, where Chinese MNCs with more resources and 
competences show a stronger moderating effect than the lower ones.  
 
Chapter Six presents and discusses the empirical findings for multiple case study 
research and answers Research Question Four and Five of this thesis. Three single case 
analysis as well as cross-case analysis has been conducted and discussed. The results in 
the chapter provide additional evidence to support and validate the findings from case-
Chapter 1 Introduction 10 
 
survey, including the detailed explanation of how the unique mechanisms influence 
Chinese CBMA performance. The empirical findings also explore new insights into 
Chinese CBMA.  
Chapter Seven draws conclusions of this thesis by integrating the findings of the case 
survey and the three case studies. Additionally, the theoretical contributions and 
practical implications based on the conclusions were discussed. The research 
limitations and the recommendations for future research were discussed and suggested 
in this Chapter as well. 
 
1.4 Summary 
This chapter provides an overview of the thesis. It primarily discusses the research 
background of this thesis. Subsequently, it presents the research questions and 
objectives based on the background. Finally, it outlines the structure of remaining 
chapters. Next chapter presents a comprehensive literature review on exiting CBMA 
studies.    
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CHAPTER 2 LITERATURE REVIEW 
2.1 Introduction 
As an important strategy of internationalisation, CBMA has been widely researched by 
scholars from several disciplines, including strategy, international business, 
organisational behaviour, and economics in recent decades. Theoretically, with great 
economic and strategic potentials and intentions, the MNCs could create additional 
value and renew their market positions through conducting CBMA (Haspeslagh & 
Jemison 1991). However, the outcome of value creation largely depends on how 
effectively they realise these economic and strategic potentials, in terms of successfully 
converting synergies into financial performance and competitive position in the post-
transaction integration stage. Managing the post-transaction integration poses a huge 
challenge to most MNCs due to the risks, dynamic process and uncertainties in dealing 
with organisational integration and cultural side issues (Larsson & Finkelstein 1999).  
 
There is extensive literature on CBMA research. Broadly, these studies could be 
classified into two categories based on the theoretical development: one category is 
conventional theoretical perspectives that were primarily established based on 
observing the CBMA activities by the developed MNCs, while the other is 
contemporary theoretical perspectives, which captured the development of recent 
CBMA activities by the MNCs from emerging countries, such as China and India.  
 
From the conventional theoretical perspectives, the leading issues associated with 
CBMA have been explored in different research streams, such as strategic, financial, 
organisational and cultural. However, whether these historical and widely applied 
‘context-free’ perspectives and concepts support emerging countries’ CBMA was still 
unknown (Buckley et al. 2007; Buckley et al. 2008). The contemporary theoretical 
perspectives consider the unique characteristics of emerging countries’ CBMA, 
particularly in China. The literature points out that the ‘context-embedded’ factors, such 
as institutions and firm’s resources and competences, are two prominent and key 
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theoretical fundamentals that should be taken into account in conducting or addressing 
Chinese CBMA research (Cui, L & Jiang 2012). Therefore, there is a significant 
theoretical gap in bridging these two perspectives and further developing a superior 
model, which could better explain Chinese CBMA performance. 
 
With the aims of providing the robust theoretical and methodological foundations for 
further developments of this thesis’ conceptual framework (Chapter Three) and research 
design (Chapter Four), this chapter extensively reviews, compares and summarises the 
existing literature on both Western and Chinese CBMA studies. Specifically, both 
theoretical and methodological sections of 215 leading M&A journal articles from six 
top-tier journals published between 1990 and 2014 have been systematically classified 
and discussed. Complemented by other leading studies, the limitations of extant CBMA 
research have been identified and discussed. Moreover, this chapter also provides a 
detailed review of the ‘powerful’ case-survey method, which was extensively adopted 
in CBMA study (Larsson & Finkelstein 1999; Stahl et al. 2011). 
 
This chapter is outlined as below. Section 2.2 reviews and justifies the definition of 
CBMA used in this thesis. Section 2.3 provides a more comprehensive review on both 
conventional theoretical perspectives in Western CBMA research and contemporary 
theoretical perspectives in Chinese CBMA studies. Section 2.4 reviews the 
methodology of previous CBMA studies, particular concerning the important positions 
of mixed method design and case-survey approach in conducting CBMA research. 
Section 2.5 discusses the research limitations of previous CBMA studies based on a 
literature review. Finally, Section 2.7 provides a short summary of this chapter.  
 
2.2 Definition and justification of CBMA concept 
As an internationalisation strategy and practice, the activities of acquiring or merging 
and then combining an international firm have been researched in the strategic 
management area for decades (Hubbard, G & Beamish 2011). There are many 
definitions of this strategic behaviour so far. For example, Möller (1983) identified 
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M&A as ‘combinations of firms are voluntary combinations of firms to form larger 
economic entities to do in parts or in total business together’ (p. 6). Moreover, Frensch 
(2007) defined acquisitions as ‘Combinations of firms as an acquisition of ownership 
rights of parts or the totality of an acquisition target through an acquiring company’ (p.  
23). In this thesis, the M&A strategy is defined as the combination of firms as a 
strategy to transfer competence and/or share resources or activities between the 
acquiring and acquired firms and further control/dominate/limit various resources.  
 
Under the definition of conjunctions of firms, where represents a high level of 
bonding, (economic sovereignty is transferred wholly or partly and where one party is 
in a superior position) (Gerpott 1993), there are two types of combinations: Mergers 
and Acquisitions (Hubbard, N 2001). Gaughan (2010) defined ‘Merger is a 
combination of two corporations in which only one corporation survives and the 
merged corporation goes out of existence’ (p. 12). Further, under the term ‘merger of 
equals’, both corporations enter into conjunction with equal conditions and represent 
the equation: A+B=A (B merged into corporation A). On the other side, the term of 
acquisitions has been defined as a growth strategy in which the acquiring company 
purchases most or all of the target company’s shares, and gets further control or takes 
over various resources (Hubbard, N 2001; Investopedia 2011). 
 
To clarify the concepts of merger and acquisition, this thesis provides the following 
justifications based on the recommendations by Haspeslagh & Jemison (1991) and 
Frensch (2007):  
 
 Merger is a type of strategic action that combines two separate companies 
into one. 
 Acquisition is a type of strategic action where one company controls or takes 
over another through buying the target firm’s shares. 
 M&A contain both forms of mergers and acquisitions. 
 Cross-border M&A are the internationalised activities of M&A. 
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It should be noticed that, this thesis only investigates the activities of cross-border 
acquisitions by Chinese MNCs and used the word ‘CBMA’ to represent such activities 
as this abbreviation is more widely used in existing M&A literature (Yang, M & 
Hyland 2012).  
 
2.3 Review of CBMA studies  
Over the past three decades, the CBMA has become the popular research topic in the 
fields of intentional business and strategic management. As an important 
internationalisation and diversification strategy, the CBMA has been frequently used by 
Western MNCs (Haspeslagh & Jemison 1991; Stahl et al. 2011), and more recently by 
MNCs from emerging economies (Cui, L & Jiang 2009; Peng 2013). Theoretically, 
CBMA can ideally bring various advantages for the joining firms (Chen, Y. & Young 
2010). From the view of economists, a successful transaction would lower the firm's 
cost curve and gain extensive competitive advantages (Sudarsanam 2003). For 
example, through overseas expansion, the participating firms can strategically renew 
their market positions, dynamically learn and absorb foreign technologies, resources 
and expertise and profoundly promote their overall competitiveness in the global 
market (Erez-Rein, Erez & Maital 2004).  
 
In the early 2000s, the MNCs from emerging economies, particularly Chinese MNCs, 
actively participated in CBMA aiming to expand overseas markets, build up capabilities 
and access advanced resources and technologies (Zhang, Xiaoying & Stening 2013). 
However, the studies on emerging countries’ CBMA are quite limited due to the short 
period of observation and theoretical development (Peng 2006b).  
 
In order to draw a holistic picture of current CBMA research and provide the 
foundation for further conceptual framework development (Chapter Three) and 
research design (Chapter Four), a systematic literature review on both Western and 
emerging countries’ CBMA studies was conducted.  
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To draw a more comprehensive view of extant CBMA literature, six relevant top-tier 
journals published between January 1990 and June 2014 and ranked A* by the 
Australian Business Deans Council (ABDC 2013) have been systematically reviewed.  
Specifically, a total of 215 empirical M&A articles were identified, reviewed and 
analysed. Table 2.1 shows the reviewed journals and numbers of M&A articles. 
 
Table 2.1 The reviewed journals and M&A articles (Jan 1990 – June 2014) 
Name of Journal Number of articles 
Strategic Management Journal 102 
Journal of International Business Studies 35 
International Business Review 22 
Journal of Management 20 
Journal of World Business 20 
Journal of Management Studies 16 
Total 215 
 
These 215 articles were further categorised into two large research groups based on the 
theoretical development and nature of MNCs: (1) conventional theoretical perspectives 
in Western CBMA studies, and (2) contemporary theoretical perspectives in emerging 
countries’ CBMA studies. Table 2.2 summarises the research groups, issues, central 
propositions, references and frequency counts based on reviewing 215 leading articles. 
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Table 2.2 Summary of the research groups, issues, central propositions, references and frequency counts in 215 leading articles 
 
Major 
theoretical 
groups 
Research schools and 
objective functions 
CBMA issues Central propositions 
References 
(examples) 
Frequency 
counts 
W
1 
E
2 
Conventional 
theoretical 
perspectives 
Strategic management 
school 
 
The CBMA issues arising from 
pre-transaction decision 
making process and their 
impact on CBMA performance 
and activities. 
Motives 
The strategic choice to conduct 
CBMA can impact on performance, 
such as access new market, 
increase market power and market 
share. 
Folta (1998), Seth, Song 
and Pettit (2002) and Reuer 
and Ragozzino (2006) 
19 1 
Relatedness 
The relatedness of joining firms 
may determine the levels of synergy 
realisation. 
Anand and Delios (2002), 
King et al. (2004) and 
Doukas and Kan (2006) 
24 1 
Entry mode 
selection 
The strategic entry model selection 
may impact on CBMA 
performance, such as M&A, JVs, 
Greenfield and Brownfield. 
Kochhar and Hitt (1998), 
Harzing (2002) and Wang, 
L and Zajac (2007) 
22 4 
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Organisational school 
 
The CBMA issues arising from 
post-transaction organisational 
integration stage and their 
impact on CBMA performance 
and activities. 
Efficiency and 
effectiveness of 
managing 
organisational 
integration 
The efficiency of interaction and 
coordination between the joining 
parties influence synergy 
realisation. 
Duncan and Mtar (2006), 
Brannen and Peterson 
(2009) and Ellis, Reus and 
Lamont (2009) 
6 - 
Resource sharing 
and competence 
transfer 
The important activities of resource 
sharing and competence transfer 
determine the degree of synergy 
realisation. 
Walsh and Ellwood (1991), 
Kim and Finkelstein (2009) 
and Siegel and Simons 
(2010) 
15 1 
Speed of 
integration 
The speed of conducting 
organisational integration may 
positively associate with CBMA 
performance. 
Homburg and Bucerius 
(2006),Cording, 
Christmann and 
King (2008) 
and Capron, Mitchell and 
Swaminathan 
(2001) 
4 - 
Communication 
The effective communication 
routines between the joining firms 
promote the organisational 
integration. 
Schweiger and Denisi 
(1991), Galpin and 
Robinson (1997) 
and Allatta and 
Singh (2011) 
6 - 
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Integration 
approach 
Different integration approaches 
may influence conduct of 
organisational integration. 
Galpin and Robinson 
(1997), Brock 
(2005) and Tarba 
and Weber (2011) 
4 - 
 Cultural and human side 
issues  
 
The cultural and human side 
issues arising from integrating 
two firms and their impact on 
CBMA performance and 
activities. 
Cultural difference 
and distance 
Cultural differences from a 
national and organisational level 
between the joining firms may 
decrease the CBMA performance. 
Chatterjee, S et al. (1992), 
Quah and Young (2005), 
Stahl and Voigt (2008) and 
Vaara, E. et al. (2012) 
16 1 
Cultural 
integration 
Cultural integration promotes 
organisational integration and 
improves CBMA performance. 
King et al. (2004), Denison, 
Adkins and Guidroz (2011) 
and Lakshman (2011) 
2 - 
Management 
turnover  
The cultural and management 
change may lead to the acquired 
firm's executive departure and 
replacement. 
Datta (1991), Calipha, Tarba 
and Brock (2011) 
and Krug and Nigh 
(2001) 
11 - 
Management style 
difference 
The executive management style 
determines the effectiveness of 
Krug and Hegarty (1997), 
Lubatkin, 
9 - 
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managing post-transaction 
integration and such differences 
may affect the CBMA performance. 
Schweiger and 
Weber (1999) and 
Zollo and Singh 
(2004) 
Evaluation of CBMA 
performance 
 
Analysing CBMA performance 
by different approaches. 
Objective 
measurement 
Evaluating CBMA performance by 
analysing accounting or financial 
data. 
Hunt (1990), Cheng, LTW 
and Leung (2004) 
and Aybar and 
Ficici (2009) 
14 3 
Subjective 
measurement 
Evaluating CBMA performance by 
analysing synergy realisation 
through subjective data, such as 
data from questionnaire and case-
survey. 
Seth, Song and Pettit (2002) 
and Zaheer, 
Castañer and 
Souder (2013) 
2 - 
 Other issues 
 
Exploring other dimensions 
and their impact on CBMA 
activities and performance. 
Acquisition 
process 
Classifying acquisition processes 
and exploring their impact on 
CBMA performance. 
Very, Philippe and 
Schweiger (2001) 
and Pucik (2008) 
7 1 
Role of consulting 
firms 
Professional engagements and 
expertise of consulting firms may 
improve the CBMA transaction 
completion 
Hayward (2003), Sleptsov, 
Anand and 
Vasudeva (2013) 
and Wagner, Hoisl 
and Thoma (2013) 
4 - 
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Notes:  
1. Frequency counts for Western CBMA studies.  
2. Frequency counts for emerging countries’ CBMA studies. 
Absorptive 
capability 
The absorptive capability of 
knowledge may positive relate to 
CBMA performance.  
Zahra and George (2002), 
Park, BI and Ghauri 
(2011) and Reus 
(2012a) 
9 1 
Contemporary 
theoretical 
perspectives  
Influence of firm-specific 
resources and competences 
Firm’s resources 
The firm’s resources may influence 
its CBMA activities. 
Drysdale and Findlay 
(2009), Birkinshaw, 
Bresman and Nobel 
(2010) and Stahl et 
al. (2011) 
6 2 
Prior experiences 
The degree of prior M&A 
experience reflects the competences 
in dealing with CBMA and can 
affect its performance. 
Ye and Wei (2002) and 
McDonald, 
Westphal and 
Graebner (2008) 
5 2 
Influence of institutions 
Institutional 
influence 
(Ownership) 
 The formal and informal 
institutional factors may influence 
firm’s practices in conducting 
CBMA. 
Scott (2008), Cui, L and 
Jiang (2009) and 
Cui, L, Jiang and 
Stening (2011) 
4 14 
Total 185 30 
Chapter 2 Literature Review 21 
 
 
According to Table 2.2, the CBMA issues in the conventional group are further 
classified into five subgroups based on different research foci: strategic school, 
organisational school, cultural school, evaluation school and other dimensions. 
Specifically, the subgroup of strategic school received more attention than others with 
73 articles. Moreover, the frequency of research articles in organisational and cultural 
schools was nearly the same with 31 and 38 counts respectively. The subgroups of 
evaluation school and other dimensions received less frequency counts with 19 and 22 
each. Specifically, within the conventional group, four dimensions received 
significantly more attention than others: relatedness (25 counts), motives (20 counts), 
resources sharing and competence transfer (16 counts) and cultural differences and 
distance (17 counts). Therefore, they become the most important dimensions to explain 
CBMA activities.  
 
The CBMA issues in the contemporary theoretical group are classified into two 
subgroups, in terms of the influences of firm-specific resources and competences and 
institution, due to the progressive development and frequent application in emerging 
countries’ CBMA studies (Meyer et al. 2009; Peng 2013; Peng et al. 2009). 
 
The comparative analysis between the frequency counts of Western CBMA studies and 
emerging countries’ CBMA studies indicate that the emerging countries’ studies are 
limited and account for only 14% of total 215 articles. Six articles are in the subgroup 
of strategic school to explore the dimensions of entry model selection and acquisition 
types. It shows the application of conventional theories to explain emerging countries’ 
CBMA. Noticeably, 60% of articles within the group of emerging countries’ studies 
were dominant in the dimensions of institutional influence (14 counts) and relative size 
and prior experiences (4 counts). Therefore, it indicates the important position of 
institutional perspective and resource-based view in emerging countries’ CBMA 
research.  
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The following sections report the detailed literature review addressing CBMA studies in 
both conventional and contemporary theoretical groups classified in Table 2.2. 
 
2.3.1 Conventional theoretical perspectives on Western CBMA research 
For the past three decades, the CBMA performance and activities have been extensively 
researched across different disciplines, such as are strategic management (Chatterjee, S 
1986; Laabs & Schiereck 2010; Ramaswamy 1997), organisational behaviour (Bresman, 
Birkinshaw & Nobel 2010; Sarala & Vaara 2010), finance (Burgelman & McKinney 
2005; Larsson & Finkelstein 1999; Very, Philippe & Schweiger 2001) and process 
(Larsson & Finkelstein 1999; Shimizu et al. 2004). However, Western CBMA studies 
are fragmented, separately examined and often lack theoretical link to each other 
(Larsson & Lubatkin 2001; Zhang, Xiaoying & Stening 2013). 
 
As shown in Table 2.2, the conventional thereotical perspectives can be classfied into 
five subgrous based on prior Western CBMA studies (Birkinshaw, Bresman & 
Håkanson 2000; Zhang, Xiaoying & Stening 2013):  
 
(1) Strategic management perspectives, which explore the strategic intentions and 
motives, relatedness and entry mode selection and their effect on the CBMA 
success; 
 
(2) Organistional perspectives, which exmine the organisational and functional 
issues in the post-transaction organisational integration stage, and their influnce 
on the CBMA perfromance; 
 
(3) Cultural perspectives, which explore the human and cross-cultural issues, and 
their impact on the efficiency of integrating the joining firms, and thus their 
influnce on the CBMA performance; 
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(4) CBMA performance evaluation, which examines CBMA success or failure by 
either objective or subjective approaches; and 
 
(5) Other issues, which explore other dimensions, such as acquisition process and 
absorptive capability, and investigate their impact on CBMA activities and 
performance. 
 
 Strategic research addressing CBMA performance 2.3.1.1
Researchers from the strategic management school concentrate on how the strategic 
decisions impact on CBMA activities and performance. Within this research school, the 
CBMA has been defined as an internationalised diversification strategy that could 
create potential benefits through combining with another firm (Birkinshaw, Bresman & 
Håkanson 2000; Lee, GK & Lieberman 2010). The main CBMA issues within this 
school are chiefly concerned with the impact of strategic decisions on CBMA 
performance, including (1) why CBMA occur through exploring the acquisition motives 
and entry mode selection (the selection of target firm, location and industry) (Chang & 
Singh 1999; Seth, Song & Pettit 2000; Shimizu et al. 2004; Warner, AG, Fairbank & 
Steensma 2006); (2) how CBMA could create value by examining the synergistic 
potential, in terms of the scope and degree of relatedness of joining parties (Anand & 
Delios 2002; Doukas & Kan 2006; King et al. 2004); and (3) what kind of acquisitions 
can create more value through analysing the candidate selection of target firms and its 
impact on performance (Yeheskel, Newburry & Zeira 2004).  
 
Synergy and motives 
There are many reasons why CBMA occurred, while the most important one is to 
improve firm’s competitive advantages by achieving synergy (Calipha, Tarba & Brock 
2011). In strategic management literature, the word ‘synergy’, which is originally 
derived from Greek word ‘synergos’, refers to the greater value generating from two 
companies working together rather than separate operations (Calipha, Tarba & Brock 
2011; Goold & Campbell 1998).  
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CBMA has been treated as an important value-creating strategy (Shimizu et al. 2004). 
In the 1980s, researchers started to explore the synergistic effects that motivate CBMA. 
Schweiger and Weber (1989, p. 69) indicated the motive for conducting CBMA was to 
‘create synergy so as to improve the competitive position and thus improve the 
performance of the combining firms’.  Later, Mirvis and Marks (1992, p. 69) explored 
the cross-company synergies and asserted that the combined company can create 
additional value, which is ‘expressed as “synergy” between the firms, where 1+1>2’. 
Additionally, Cartwright and Cooper (1993) mentioned ‘[While] the motives for M&A 
are many: practical, psychological, or opportunist, the stated objective of all mergers 
and acquisitions is to achieve synergy or the commonly described “2+2=5” effect’ (p. 
57).   
 
Based on the value-creating logic, the strategic researchers trend to explore the strategic 
motives behind CBMA. Calipha, Tarba and Brock (2011) extensively reviewed prior 
CBMA literature and concluded that the firm’s strategic intentions of conducing CBMA 
were either entering into new market or improving self-competitiveness. Following 
these logics, the MNCs are motivated to obtain new opportunities and gain competitive 
advantages through acquiring a foreign firm (Papadakis 2005).  
 
There is a large body of research investigates the motives for conducting CBMA within 
OFDI studies. For example, Gopinath (2003) conducted five case studies on failed 
CBMA deals and found that the intention to access the new market is the important 
factor in CBMA. 
 
Theoretically, the acquisition of a foreign firm and/or related business allows the 
acquirer to access and further control various resources, such as technology, nature 
resources and overseas market (Shimizu et al. 2004). Within the theories of FDI, 
Dunning and Lundan (2008) summarise four important factors to explain the motives of 
CBMA by developed MNCs:  
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(1) natural-resource seeking: the MNCs are motived to acquire specific nature 
resources with lower cost compared with home country;  
 
(2) strategic-asset seeking: the MNCs are motivated to acquire the assets of foreign 
firms and promote itself with long-term competitiveness;  
 
(3) market seeking: the MNCs are motivated to access into particular region to sell 
products or provide services to gain competitive advantages; and 
 
(4) efficiency seeking: the MNCs are motivated to gain extra benefits by operating 
in the lower-cost, particularly in low labour cost, locations. 
 
In the most recent research, Moghaddam et al. (2014, p. 359) improved the above four 
motives, creating six points by taking the emerging countries’ overseas investment into 
account: (1) end-customer-market seeking, (2) natural resource seeking, (3) 
downstream and upstream knowledge seeking, (4) efficiency seeking, (5) global value 
consolidation seeking, and (6) geopolitical influence seeking. They conducted two-
stage data analyses on the motives of 1523 CBMA deals for both emerging and 
developed countries and further pointed out that the Dunning typology (Dunning 1997, 
2001) is not adequate to explain CBMA conducted by emerging economies, such as 
China and India. Therefore, the new typology, which including the motives of emerging 
countries’ CBMA, have been proposed to explain the strategic intentions.  
 
Entry mode selection 
As an important strategy for international expansion, the CBMA has received much 
attention from strategic researchers. There is a large body of CBMA literature exploring 
what factors influence the selection of entry modes, such as Greenfield, CBMA and 
joint venture (JV) (Belderbos 2003). The three types of entry modes have different 
characteristics and thus are exposed to different requirements in implementation 
(Shimizu et al. 2004). Specifically, compared with the other two modes, the Greenfield 
investments, which establish new firms in other countries, are exposed to the highest 
Chapter 2 Literature Review 26 
 
 
costs and require the highest level of management control over different resources 
(Slangen 2011). While the CBMA, which acquires an overseas company or target 
business, may expose lower cost and require moderate level of control over acquired 
business than Greenfield investments (Brouthers, KD 2013). Finally, the JV, which 
jointly forms a new firm with others, offers lowest cost and requires lowest control 
(Evangelista & Hau 2009). Therefore, as a moderate entry mode for international 
expansion, the CBMA is frequently adopted by MNCs (Brouthers, KD 2013; Zaheer, 
Castañer & Souder 2013).  
 
Shimizu et al. (2004) concluded that the selection of CBMA as the entry mode was 
significantly influenced by multi-level factors: (1) firm-level factors, such as the 
degrees of absorbing complementarity resources and capabilities and firm’s own 
resource and experiences; (2) industry-level factors, such as the intensities of 
technology and sales force; and (3) country-level factors, such as cultural distances and 
institutional differences (p.311). For example, Brouthers, KD and Brouthers (2000) 
explored what factors influence firm’s entry mode choice between CBMA and 
Greenfield based on transaction cost theory, and found that the firms with high levels of 
technology internationalisation experience prefer greenfield investments rather than 
CBMA.  
 
Moreover, Wang, L and Zajac (2007) investigated the firm-level factors that influence 
firms’ mode selection between CBMA and JV. They found that the paired firms with 
higher levels of resource similarity may prefer CBMA rather than JV. In contrast, the 
paired firms with higher level of resource complementarity prefer JV over CBMA. In 
the recent research, Brouthers, KD (2013) explored the impact of entry mode selection 
on firm performance by surveying 230 MNCs and found that the firms selecting CBMA 
as an entry mode showed higher performance compared with those choosing JVs. 
Moreover, the author suggested that firms prefer CBMA instead of JVs when the 
project has higher market potential and transaction cost and the entering country offers 
fewer legal restrictions. 
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Relatedness 
Another important research area in the strategic management school is the relatedness 
of joining firms, including studies that explore the high and low level of synergies 
between related and unrelated CBMA and investigate their performance differences 
(Homberg, Rost & Osterloh 2009; Lee, GK & Lieberman 2010; Tarba & Weber 2011). 
Theoretically, the relatedness refers to the degree of closeness, economic similarity and 
the synergistic complementariness of various resources, technologies, products and 
geographies, between the two joining parties (Keil et al. 2008; Larsson & Finkelstein 
1999).  Firms involved in related CBMA can functionally undertake resources sharing 
and competence transfer to achieve various synergies (Tarba & Weber 2011). Whereas, 
the unrelated CBMA normally have the characteristics of fewer co-operations, 
organisational integrations and resource transformations between joining parties and 
thus fewer synergistic activities will take place (Malhotra & Gaur 2014; Park, C 2003). 
Therefore, synergies and also strategic combination potentials closely link with the 
relatedness of joining parties (Larsson & Finkelstein 1999; Larsson & Lubatkin 2001). 
 
Existing literature suggests that firms prefer related CBMA because they can achieve 
higher synergies (Homberg, Rost & Osterloh 2009), and create more value than the 
unrelated ones (Park, C 2003). For example, Finkelstein and Haleblian (2002) 
investigated 192 large CBMA and further concluded that, compared with unrelated 
CBMA, related CBMA have superior overall performance through achieving various 
synergies in the post-transaction stage. Park, C (2003) found that the relatedness of 
joining firms is an important predictor of CBMA performance and the related CBMA 
were more profitable than the unrelated ones. Within the related CBMA, Homberg, 
Rost and Osterloh (2009) investigate how the relatedness of joining firms, such as 
business, cultural, technology and size, influence performance. Using a case-survey 
approach to studying 67 CBMA cases, they found that the business and technology 
relatedness were positively linked with CBMA performance due to higher synergy 
realisation  
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 Organisational research addressing CBMA performance 2.3.1.2
The organisational school primarily focuses on the issues arising from the post-
acquisition integration management, particularly how to functionally integrate the 
joining firms and realise the combined potential. Five major areas of integration issues 
were identified in the literature. They are (1) effectiveness and efficiency of managing 
post-transaction integration, (2) resource sharing and competence transfer, (3) speed of 
integration, (4) effective communication, and (5) integration approach. 
 
Effectiveness and efficiency of managing post-transaction integration 
Despite that the combination potentials are well identified in most CBMA, they cannot 
be automatically realised without effectively and efficiently managing the joining firms 
after transaction is completed (Datta 1991). Therefore, the organisational integration 
becomes one of the most important determinants of CBMA performance because it 
decided how effectively and efficiently the combination potentials are realised. Larsson 
and Finkelstein (1999) defined the organisational integration as the degree of high and 
low level interaction and coordination between the joining parties. These authors 
further pointed out that a poorly managed organisational integration may decrease the 
efficiency of synergy realisation and thus cannot create benefits as expected.  
 
Duncan and Mtar (2006) explored the determinants of CBMA success by conducting an 
in-depth case study on a large American acquisition. Based on the interviews with five 
top executives of FirstGroup Company, they found that the strategic fit, organisational 
integration and cultural fit were three major determinants to CBMA success. 
Specifically, Duncan and Mtar suggested that the level of organisational integration 
management was significant to synergy realisation, which depends on the relatedness of 
joining parties.  
 
Resources sharing and competence transfer 
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As important activity in organisational integration, resource sharing and competence 
transfer, have been frequently explored in M&A literature. Haspeslagh and Jemison 
(1991, p. 106) pointed out that managing organisational integration is challenging 
because it was ‘an interactive and gradual process in which individuals from two 
organisations learn to work together and cooperate in the transfer of strategic 
capabilities’ and share resources to realise synergistic benefits. By case-survey 
approach, Walsh and Ellwood (1991) analysed the 41 American M&A cases and found 
that the organisational integration in related M&A is important to acquisition success. 
They further pointed out that if the joining parties could conduct high level ‘resource 
sharing and the transferring of distinctive competencies between bidding and target 
firms’, they could ‘minimize the risks associated with acquiring a business’ (Walsh & 
Ellwood 1991, p. 73). 
 
Speed of integration 
Many researchers pointed out that the speed of conducting organisational integration 
may affect CBMA performance (Haspeslagh & Jemison 1991; Shi, W, Sun & Prescott 
2012). Homburg and Bucerius (2006) considered how the speed of integration impacted 
the CBMA success. By taking surveys from 232 horizontal CBMA that occurred in 
Central Europe (during 1996-1999), they concluded that the speed of post-acquisition 
integration could be either beneficial or harmful to the success of M&As. This variance 
depends on the level of external relatedness (target markets and relative market 
positioning) to internal relatedness (management style, organisational culture, per-
acquisition performance and strategic orientation). If external relatedness is low and the 
internal relatedness is high, the speed of post-acquisition integration will benefit the 
overall success; if it is the contrary, it will harm their success. Further, Cording, 
Christmann and King (2008) surveyed 129 horizontal M&A and found that there was a 
positive relationship between the speed of integration and the achievement of an 
internal reorganisation goal. 
 
Effective communication 
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The M&A literature suggests that effective communications between the joining parties 
may promote the efficiency of coordination in the organisational integration (Allatta & 
Singh 2011). Galpin and Robinson (1997) pointed out that the communication is the 
essence of an effective organisational integration and the communication paths between 
the joining parties and also between managers and employees should be clear and 
constant. Schweiger and Denisi (1991) conducted interviews with managers and 
employees in two plants, which belonged to two merged companies listed in the 
Fortune 500. They pointed out that ‘realistic communications can help employees cope 
with the effects of mergers and acquisitions and so reduce the negative impact these 
activities can have on organisational effectiveness’ (p. 132). 
 
Integration approach  
Integration in M&A has been described as the way of operationally making the 
‘acquired company like the acquirer’ and creating additional value that two entities are 
combined (Haspeslagh & Jemison 1991, p. 138). However, each acquisition involves 
different things in different contextual situations and brings various uncertainties to the 
acquirer, such as fundamental differences of the combined business, and organisational 
and cultural differences of combined firms. Therefore, those conditions force managers 
to choose an appropriate approach to handle integration problems and achieve 
synergistic benefits.  
 
In expounding the logic of choosing an integration approach, Haspeslagh and Jemison 
(1991) suggest two central but interactive dimensions of acquisition: strategic 
interdependence and organisational autonomy. The strategic interdependence is based 
on how value will be created in an acquisition. This dimension refers to the 
establishment of interdependence between joining firms that is based on creating and 
managing the expected strategic capability transfers (Haspeslagh & Jemison 1991). 
Such interdependence allows reconstruction of the boundary of the acquired company, 
and conversely, maintains the original one, to improve its operational efficiency.  
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For value creation, strategic interdependence theory implies capability transfers can 
improve operational efficiency and reduce costs, while the paradox is the pursuit of 
capability transfer may also destroy the value it potentially creates (Haspeslagh & 
Jemison 1991). This paradox, named organisational autonomy, argues that, although 
value can be created through disrupting or dissolving the boundary of an acquired firm, 
the preservation of capabilities is needed to protect the original boundary, especially in 
case of the people and cultural side. Haspeslagh and Jemison (1991) states that 
‘d[D]ealing with the perceived need for [organisational] autonomy after an acquisition 
is one of the most important challenges’ (p. 143), that can be reasoned by the 
differences in organisational culture of counterparty and how to deal with cultural 
discrepancies.  
 
Based on the consideration of these two dimensions, four different integration 
approaches were suggested by Haspeslagh and Jemison (1991). They are absorption, 
symbiosis, preservation, and holding. First, the absorption approach shows a highest 
level of integration implementation compared with other two. The joining firms 
minimise the existed organisational autonomy and show high level of strategic 
interdependence. This approach represents a high level of synergy realisation and thus 
requires more capabilities to conduct resource sharing and competence transfer (Tarba 
& Weber 2011). Second, the symbiosis approach represents a moderate level of 
integration. Within this approach, the joining firms keep intact to each other and 
gradually achieve synergy realisation. Third, the preservation shows lowest level of 
integration implementation, where the joining firm keep high autonomy and keep intact 
to each other. The activities of synergy realisation are limited in this approach.  Finally, 
holding, by its name, refers to little interdependence and high autonomy of the 
acquiring firm after the acquisition. 
 
Much of the literature explores what factors influence an acquirer’s selection of 
integration approaches in Western CBMA studies, such as cross-cultural issues (Tarba 
& Weber 2011), resource and capabilities (Zollo & Singh 2004) and executive 
preference (Graebner 2004). In recent research, Liu and Woywode (2013) found a light-
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touch integration approach in Chinese CBMA which combined patterns of preservation 
and symbiosis approaches provided by Haspeslagh and Jemison (1991). The authors 
further argued that the synergy potential, cultural influences and absorptive capacity 
are three major perspectives that influence the choice of integration approach by 
Chinese executives.   
 
 Cultural research addressing CBMA performance 2.3.1.3
Another key research theme that deserves mentioning in existing CBMA literature is 
cultural issues. Many researchers (Dikova, Desislava & Rao Sahib 2013; Lakshman 
2011; Sarala & Vaara 2010), particular in the recent decade, point out that the 
dimensions in the post-transaction integration period, such as cultural difference, 
cultural distance and human resource management (management style and turnover), 
comprised of values, attitudes and beliefs, are all culture-related issues that are critical 
to synergy realisation (Calipha, Tarba & Brock 2011).   
 
Cultural difference and distance 
Extant literature points out that the cross-cultural issues, such as cultural difference and 
distance, may increase challenges to conduct organisational integration (Vaara, E. et al. 
2012) and decrease the efficiency of synergy realisation (Reus 2012a). Specifically, the 
huge differences in the cultural backgrounds, such as national and organisational 
cultures, along with the large gaps in corporate value and employee behaviour, interfere 
with the efficiency of integrating the joined firms. For example, Stahl and Voigt (2008) 
conducted meta-analysis of 46 studies which involved the sample size of 10,710 M&A 
deals. They found that cultural differences have a significant impact on M&A in various 
aspects, such as synergy realisation, sociocultural integration and shareholder value. 
However, the relationship between cultural difference and M&A performance is 
moderated by a number of contingencies, such as the degree of relatedness and the 
dimension of cultural difference. Similarly, Brock (2005) surveyed 103 related CBMA 
and found that the cultural differences affect an acquirer’s abilities to conduct resource 
sharing and synergy realisation. 
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Empirical studies pointed out that the cultural differences are positively associated with 
poor CBMA performance (Ahammad et al. 2014; Chatterjee, S et al. 1992; Slangen 
2006). They emphasised that the national and organisational cultural ‘differences’ or 
‘distances’ create the stresses and conflicting attitudes and behaviours to the employees. 
The incompatibilities and conflicts in culture at both the national and organisational 
levels would decrease effective communication between the joining firms (Allatta & 
Singh 2011), prevent knowledge transfer (Dikova, Desislava & Rao Sahib 2013) and 
impede the post-transaction integration (Quah & Young 2005). For example, Chatterjee, 
Sayan et al. (1992) examined whether the acquirer’s perceptions of cultural difference 
and tolerance of multiculturalism impacted shareholder value. The authors surveyed 40 
M&A in 1980s, and concluded that the higher an acquirer’s perception of tolerance for 
multiculturalism, the higher the company’s performance on stock market. They 
concluded that this success was due to the employees’ ability to bear tolerance and 
improve cooperation under different cultural contexts.  
 
There is an increasing amount of literature over the recent decade that explores how the 
cultural differences influence knowledge transfer. Sarala and Vaara (2010) conducted a 
three rounds survey on 177 CBMA deals by Finnish MNCs during 1993-2004. They 
found that the effect of organisations’ cultural difference may decrease knowledge 
transfer, while such influence depends on how to manage the integration process. 
Similarly, Vaara, E. et al. (2012) explored the effects of organisational and national 
cultural differences on CBMA through conducting a quantitative cross-sectional survey 
on 123 related international acquisitions. The authors found that both organisational and 
national level cultural differences were positively related to knowledge transfer. In the 
recent research, Ahammad et al. (2014) conducted cross-sectional survey on 69 CBMA 
conducted by UK MNCs. They found that differences in organisational culture were not 
only negatively associated with CBMA performance, but also decreased the efficiency 
of knowledge transfer.  
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Cultural integration  
In early 2000s, several researchers started to explore the culture integration between the 
joining parties in the CBMA and the effects of such integration on performance 
(Barmeyer & Mayrhofer 2008; Birkinshaw, Bresman & Håkanson 2000; Denison, 
Adkins & Guidroz 2011; Lakshman 2011). Specifically, the ‘acculturation’ or ‘cultural 
congruence’ of the joining firms in CBMA can promote effective integration 
(Nahavandi & Malekzadeh 1988; Vaara, E. et al. 2012). For example, Very, Philippe et 
al. (1997) contributed a ‘cultural compatibility’ theory to explain the managers’ 
perception of cultural compatibility in the CBMA and their behaviour in conducting 
post-transaction integration. Moreover, Birkinshaw, Bresman and Håkanson (2000) 
explored the interactions of organisational and cultural integrations in the post-
transaction integration stage in three CBMA conducted by Swedish MNCs. They 
classified the integration process into two phases and pointed out that (1) in the first 
phase, the organisational integration limited the interactions between the joining units, 
while cultural integration promoted the cultural convergence and respect; and (2) in the 
second phase, the cultural integration promoted the organisational integration and 
therefore improved the interdependencies between the joining units and facilitated the 
synergy realisation and shared values (Birkinshaw, Bresman & Håkanson 2000).  
 
Management style and turnover 
In cultural perspective, the management style is another important element in managing 
post-transaction integration due to the involvement of managers and key staff in daily 
operations and implementation of strategic decisions (Calipha, Tarba & Brock 2011). 
Several researchers pointed out that the compatibility of management styles between 
the joining parties in CBMA can significantly influence performance (Angwin 2001; 
Richard 2004). For example, Datta (1991) focused on post-acquisition integration 
management and assessed the acquisition’s success by examining two crucial factors: 
management style differentiations and reward and evaluation systems. The authors 
engaged email surveys and collected data from 173 CBMA that happened in the US 
manufacturing industry. The overall findings suggested that differences in management 
styles had a negative impact on M&A performance in both high and low levels of post-
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acquisition integration, while the differences in reward and evaluation systems had no 
effect on M&A performance. Moreover, Richard (2004) explored the impact of 
management style differences on CBMA performance through conducting a 
questionnaire survey on 239 CBMA. They found that the management style 
compatibility was an important determinant of CBMA performance while their 
relationship largely depended on the adopted integration process. 
 
Another group of CBMA studies focused on the management turnover or executive 
departure from acquired firms due to the exposed cultural differences and the 
substantial change of management styles. Based on the survey on 228 American M&A, 
Zollo and Singh (2004) found that the manager turnover or replacement was negatively 
associated with M&A performance. Susan and Fionnuala (2003) collected 480 
questionnaires on European CBMA deals, and found that managers prefer being 
acquired by foreign companies with the same cultural background. Moreover, Krug and 
Nigh (2001) surveyed and interviewed 284 executives about cultural differences, 
cultural changes, M&A negotiations, executive’s departure and performance. They 
found that acquirers prefer to terminate the previous top managers and approximately 
20 per cent of top managers of acquired American companies would leave within one 
year following the CBMA completion. 
 
 CBMA performance evaluation 2.3.1.4
Objective approaches in evaluating CBMA performance 
There is a large body of CBMA studies that adopted an objective approach to evaluate 
CBMA performance. In existing financial and accounting literature, the CBMA 
performance has been predominantly evaluated by either accounting-based (Beena 
2004; Mantravadi & Reddy 2008; Martynova, Oosting & Renneboog 2006; Pawaskar 
2001; Surjit 2002) or stock-based measurements (Chatterjee, R & Meeks 1996; Healy, 
Palepu & Ruback 1992; Sandoval 2011; Sudershan, Muppani & Khan 2008). 
 
For accounting-based measurements, Kruse et al. (2007) focused on the Japanese 
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manufacturing industry, and examined the long-term operating performance ratios of 69 
acquired firms listed on the Tokyo Stock Exchange during 1969 to 1999. They argued 
that the performance of the overall sample was increased and there was a high 
correlation between pre- and post-acquisition performance. On the other hand, André et 
al. (2004) investigated long-term performance of 267 Canadian CBMA that happened 
during 1980 to 2000 through assessing abnormal return. Authors found that the majority 
of sample firms significantly underperformed in the post-transaction period.  
 
In CBMA literature, the CBMA performance has also been evaluated through a  
financial analysis approach (King et al. 2004; Priester & Wang 2009; Sudershan, 
Muppani & Khan 2008). Ratio analysis and stock-based measurement have been 
marked as the preferable models in evaluating the value creation of CBMA (Sandoval 
2011). Broadly, ratio analysis focuses on comparing the acquirer’s ratio changes 
between  pre- and post-acquisition and evaluates the effectiveness of a firm’s operating 
performance (such as growth and profitability) and financial policies (Palepu & Healy 
2008; Sharma & Ho 2002), while the stock-based measurement explore the 
shareholder’s value creation (DePamphilis 2011). 
 
Subjective approach in evaluating CBMA performance  
Larsson and his colleagues (1993; 1999) expressed concern that the traditional 
objective measurements, in terms of accounting-based and stock-based measurements, 
may not reflect the actual position of CBMA performance as CBMA is a dynamic and 
complex process. Zollo and Meier (2008, p. 13) state that ‘acquisition performance is 
by its nature an extremely complex concept - a concept that can certainly be 
approached in different ways…which no individual way seems to suffice’. The authors 
called to link these methods, in terms of subjective and objective measurements, 
together and ‘simultaneous use of multiple measures in future research’ to contribute a 
comprehensive valuation and enhance its reliability and credibility (Zollo & Meier 
2008, p. 13). 
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Considering the complexity and dynamic natures of CBMA, Larsson and his colleagues 
(1989, 1993; 1998; 2001) introduced the term of synergy realisation and objectively 
evaluate the achievement of the various strategic goals or expectations set before 
integration by a case-survey approach. They defined the synergy realisation as ‘the 
actual net benefits (reduced cost per unit, increased income, etc.) created by the 
interaction of two firms involved in a merger or acquisition’ (Larsson & Finkelstein 
1999, p. 3).  By exploring the synergy realisation, Knoll (2008) pointed out that the 
value can be created overtime by realising four types of synergies in CBMA, which are 
operative, market power, financial and corporate management synergies. 
 
According to literature review, there are three major advantages of using a subjective 
approach, in term of measuring synergy realisation, to evaluate CBMA performance by 
either questionnaire or case-survey approaches (Stahl et al. 2011). First, it is more 
accurate than objective approach, such as accounting-and stock-based measurements. 
Specifically, the objective approaches in evaluating CBMA performance are more event 
orientated, while they fail to distinguish the performance between the outcomes of 
organisational integration and separate operation (ordinary performance if they remain 
independent) (Larsson & Finkelstein 1999). Second, it captures the attributes of value 
creation by multiple dimensions, such as similarity of business and complementarities 
of marketing and production. Therefore, the objective approach can provide advanced 
performance evaluation (Stahl et al. 2011). Third, it captures the dynamic process of 
how value is created from combination benefits into net benefits (Tarba & Weber 2011). 
Therefore, it is more advanced than static subjective approaches and allows researchers 
to measure the degree of synergy realisation.  
 
 Other research dimensions 2.3.1.5
Acquisition process  
Research on CBMA process identifies the implementation of underlying CBMA 
activities, classifies those activities into several steps (Shimizu et al. 2004), and further 
investigates the procedural effect on final success (Burgelman & McKinney 2005; 
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Pucik 2008; Torres & Jasso 2005; Very, Philippe & Schweiger 2001). For example, 
Very and Schweiger (2001) conducted in-depth interviews with 26 firms across four 
countries: France, Germany, Italy and the USA, and defined CBMA process into six 
stages: 1. Defining CBMA strategy; 2. Identifying, selecting, and analysing acquisition 
candidates; 3. Establishing contact with target firm managers and owners; 4. Valuing 
and pricing targets; structuring deals; 5. Negotiating with targets and other 
stakeholders; and 6. Integrating acquisitions. The overall findings reinforced the 
critical role of managing the CBMA process and further insisted that the degree of 
managing such processes will not only affect shareholder’s value creation, but also 
impact the overall performance of CBMA.  
Several researchers point out that the effective design and implementation of the 
CBMA process can facilitate organisational integration and improve synergy realisation 
(Colman & Lunnan 2011; DePamphilis 2011). For example, DePamphilis (2011) 
defined ten stages of CBMA process and pointed out that the inappropriate design of 
CBMA process was significantly related to unsatisfied performance. Similarly, Pucik 
(2008) examined the process of 19 CBMA deals undertaken in Japan by interviewing 
23 managers, and further explored the issues of post-transaction integration process. He 
suggested that a good understanding of CBMA process would positively contribute to 
the firm’s performance. However, the lack of managers’ capabilities and competences 
in internationalisation has limited such understanding and thus such a shortage will 
decrease their overall performance. 
 
Role of consulting firms in CBMA 
In the recent decade, roles of consulting firms and investment banks and their 
influences on CBMA have been slightly touched in M&A literature (Hayward 2003). 
Hayward (2003) analysed 404 CBMA and pointed out that most acquirers lack the 
resources and competence to complete the acquisition and thus professional 
engagements and specialised expertise of investment banks could facilitate the 
acquisition process. In the most recent research, Sleptsov, Anand and Vasudeva (2013) 
explored how the investment banks or consulting firms improve the acquirers’ access to 
acquisition-related information and facilitate performance. By analysing 3115 M&A 
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that occurred in America, the authors found that the investment banks facilitate the 
information flow and assist acquirers to achieve their expectations. Indeed, the 
consulting firms have actively promoted the success of CBMA completion and even 
provided professional support in integration, while current literature is quite limited and 
lacks empirical understanding in this area (Lakshman 2011).  
 
Absorptive capability  
Within the knowledge-based and resource-based view, several researchers indicated 
that knowledge-based resources were important and acquirers should have absorptive 
capacity to explore, recognise, assimilate and convert these knowledgeable resources 
into value (Park, BI & Ghauri 2011; Reus 2012b). Specifically, Zahra and George 
(2002) reviewed prior M&A literature about absorptive capability and classified the 
capacities into two subsets (1) potential absorptive capacity (acquiring and assimilating 
knowledge), and (2) realised absorptive capacity (transferring and exploiting 
knowledge). Moreover, Zollo and Singh (2004) surveyed 228 M&A that occurred in 
America and found that the knowledge codification, that is absorptive capacity, strongly 
and positively influences acquisition performance. In Chinese CBMA studies, Deng 
(2010) conducted a case study on prominent Chinese CBMA deals and found that 
Chinese CBMA performance was significantly affected by acquirer’s absorptive 
capacity.  
 
2.3.2 Contemporary CBMA research: current theoretical development 
Recent theoretical developments in strategic management emphasise the important 
considerations of firm-specific resources and competences and institutions in emerging 
countries’ CBMA research (Peng 2006a; Peng, M 2009; Peng 2013). Therefore, the 
resource-based view and institutional perspective are frequently used to explain the 
CBMA activities by emerging countries’ MNCs, particularly in China (Gao, L et al. 
2010; Luo, Y. 2003; Uhlenbruck, Meyer & Hitt 2003). Institutional perspective argues 
that the dynamic interactions between MNCs’ institutions and operations determine 
their strategy (Luo, Y. 2003). Various institutional considerations at both national and 
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organisational levels, such as government policies, institutional environmental changes 
and ownership, can impact on the CBMA performance (Cui, L & Jiang 2009; Peng 
2002). While, from a resource perspective, current CBMA research suggests that firm-
specific differences, such as a firm’ own resources and competences, can also drive their 
strategies, influence their substantial activities (Datta 1991; Uhlenbruck, Meyer & Hitt 
2003), and impact overall performance (Barney 2000). 
 
 Institutional perspective on CBMA performance   2.3.2.1
In recent decades, the institutional perspective has been widely used as a relevant and 
insightful tool in studying the behaviours of MNCs, particularly those from emerging 
countries, such as China and India (Gao, L et al. 2010; Peng 2002; Peng, Wang & 
Jiang 2008). Conceptually, an institution is defined as ‘the rules of the game in a 
society or, more formally, are the humanly devised constraints that shape human 
interactions’ (North 1990, p. 3). An ‘institution’ consists of formal and informal 
constraints formed by human beings. The informal constraints include culture, 
traditions and taboos (Hofstede, G et al. 2002), while formal rules include laws, 
regulations and government policies (Zhou, N 2010). Scott (2014, p. 55) points out that 
there are three ‘pillars of institutions’ embedded in the institutional environment and 
they significantly influenced firm’s practices: (1) regulative institutions (existing rules 
and regulations to ensure societal stability), (2) normative institutions (social 
considerations such as values, cultures and social norms), and (3) cognitive institutions 
(granted cognitive structures in society).  
 
Institutional environments and embedded institutions can affect a firm’s strategic 
choices, and substantial operational activities and practices. For example, the 
institutional environment can create an exogenous background which can influence 
managers’ decision-making (Cui, L & Jiang 2009; Peng, Wang & Jiang 2008). It can 
also force firms to obey various restrictions when running their operations (Peng, Tan 
& Tong 2004). In addition, the high level of institutional complexity causes dynamic 
interactions between various institutions and firms’ practices (Peng 2002). Especially in 
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the case of international acquisition, Dikova et al. (2009) judged that institutional 
factors, such as political, formal and informal institutions, permeate and affect the 
whole process of CBMA. Therefore, institutional influences and constrains are featured 
as ‘background’ conditions in existing CBMA research. They not only impact the 
strategic behaviour of MNCs, but also influence their subsequent CBMA performance 
(Gao, L et al. 2010; Porter 1998).  
 
Theoretically, ownership can be treated as an important institutional attribute based on 
economic rules (North 1990; Zhang, Jianhong, Zhou & Ebbers 2011), while the 
ownership type is an outcome of institutional arrangement (Ju & Zhao 2009). Firms fall 
into diverse ownership types which may expose different institutional constraints and 
pressures, and thus behave and perform variedly (Zhou, C & Van Witteloostuijn 2009). 
Brouthers (2002) assessed institutional considerations and the impact of ownership on 
MNC decision- making, and pointed out that institutional attributes might restrict MNC 
decision-making and substantial operational activities. Therefore, ownership can well 
capture the features of institutional attributes, and different types of ownership will 
expose the advantages and disadvantages of heterogeneous institutional settings, which 
can further influence the decision-making and relative managerial activities of MNCs 
(Schuler-Zhou & Schuller 2009).  
 
However, prior studies have exposed inadequate consideration or exploration of the 
emerging countries’ institutional contexts (Wan, WP 2005). The significant role of the 
home countries’ institutions and representative ownership types that dynamically 
influence CBMA operations and performances, has been largely overlooked (Gao, L et 
al. 2010; Wright et al. 2005). Apparently, the political and institutional environments in 
emerging countries, such as China, are extremely different from those of Western 
countries. For instance, China’s institutions are characterised by an inefficient domestic 
capital market (Deng 2009), inaccurate public information disclosure, inside trading 
(Ferguson, MJ, Lam & Lee 2002), a high level of government intervention (Capron & 
Guillén 2009), and fussy institutional settings (Huang, X 2009). Therefore, Peng et al. 
(2008) argue that institutions have significantly shaped Chinese MNC’s strategy and 
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performance. 
 
In the context of China, Chinese CBMA have been significantly influenced by China’s 
unique institutional framework, regulations and policies set by the central government 
with the aim of pursuing national interests. Moreover, the Chinese institutional 
structure is disjointed, the jurisdictions often overlap, and the laws are poorly coded and 
hardly enforced (Ahlstrom & Bruton 2001; Davies & Walters 2004; Post, Preston & 
Sauter-Sachs 2002; Ramaswamy, Gomes & Veliyath 1998). All of these factors have 
constructed China’s unique institutions which have both ‘far-reaching’ and ‘profound’ 
effects on their CBMA activities (Ahlstrom & Bruton 2001). Huang (2009) points out 
that the institutional factors in China, such as institutional setting and development 
history, not only generate a complex business environment and predominantly impact 
the behaviours of individuals, organisations and society, but also dynamically influence 
MNCs’ strategic decision-making and underlying managerial activities. Therefore, 
institutional factors have significantly impacted on Chinese CBMA in many aspects. 
Therefore, it is important to include these institutional constraints in research on 
Chinese CBMA. 
 
 Resource-Based View and CBMA performance  2.3.2.2
During an extensive development period of the past 25 years, RBV, which explains the 
role of firm’s resources and competences in determining its profitability and strategy, 
has become the dominant theory in strategic management research (Grant 2010). In this 
perspective, a firm is conceptualised as a bundle of various resources, capabilities and 
knowledge (Barney 1991). The internal resources, such as tangible and intangible assets, 
human resources, reputational assets and technology, are all productive assets 
controlled by the firm, while the external resources, such as bank financing, market 
information and various outsourcings, can be accessed from outside to assist firm’s 
operations and development (Grant 2010). Equipped with different resources, 
particularly those that are valuable, rare, inimitable, and non-substitutable (VRIN) 
(Barney 1991), firms can develop, implement and modify their strategies to improve 
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their effectiveness and efficiency (Roy 2004). However, these resources can also 
constrain firms’ activities. Teece et al. (1997) argue that the more sticky the resource 
endowments, the more likely firms will be stuck with what they have. Therefore, 
restrictive resources, such as asset powers, knowledge and experience, coupled with the 
inextricable interactions of personal skills, organisational, structural and experiential 
capabilities will significantly limit the firms’ strategic choices and operational practices 
(Aulakh & Kotabe 1997; Cui, L & Jiang 2010; Madhok 1998). 
 
Although firms’ resources impact their operation in many aspects, the conceived 
potential value could not be directly realised without strategically managing various 
resources (Ketchen JR, Hult & Slater 2007). According to RBV, all of these resources 
cannot be productively converted into outcomes on their own. There needs to be 
substantial capability and competence in deploying various resources, creating value 
and achieving competitive advantage in such dynamic and changing environments 
(Grant 2010). Based on RBV and unpredictable changes in environment, the emerging 
view of dynamic capabilities emphasises that firms should accumulate new abilities to 
integrate, reconfigure, gain and release various resources (Eisenhardt, KM & Martin 
2000; Teece 1993; Teece, Pisano & Slwen 2005) and achieve longer lasting 
competitive advantage (Roy 2004; Teece, Pisano & Shuen 1997; Zollo & Singh 2004). 
Therefore, to survive in the rapidly changing environment, firms are required to have 
specific and dynamic capabilities in managing their resources to realise potential value 
and gain an overall advantage in unstable external environments, especially in overseas 
markets.   
 
In general, managing CBMA is a process of strategically sharing financial, human, 
management and technological resources (Grant 2010), and transferring competencies 
such as international experience and management know-how (Ye & Wei 2002). 
Theoretically, the strategic combination of joining parties determines what kinds of 
resources and competences can be shared and transferred, while the degree of realising 
this sharing and transferral can affect the ultimate performance of CBMA. In an 
operational sense, existing strategic management literature on CBMA emphasises the 
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impact of the firm’s resources, which is often represented by size, and accumulated 
experiences, on the overall CBMA performance (Birkinshaw, Bresman & Nobel 2010; 
Drysdale & Findlay 2009; Pucik 2008; Stahl et al. 2011; Wang, L & Zajac 2007).  
 
Conceptually, the MNC’s size - large or small, reflects its internal ability to convert 
resources into value, while their accumulated experience can determine their 
competences in managing, reconfiguring and integrating various resources. Therefore, 
to reduce risk, integrate resources, share burdens and eventually improve the efficiency 
of post-transaction integration, MNCs need to have a larger size, good experience and 
be equipped with richer resources in order to manage and conduct closer cooperation 
and collaboration with subsidiaries. MNCs that are larger in size and experienced in 
internationalisation have more resources and capabilities to handle and execute CBMA 
effectively, while small-sized and inexperienced MNCs will face many constraints in 
absorbing, integrating and even reconfiguring resources, and thus harder to manage 
relevant CBMA (Cui, L & Jiang 2009, 2010; Madhok 1998). For example, Pucik (2008) 
found that, compared with small-sized MNCs, larger MNCs with greater accumulated 
expertise and pre-existing internationalisation experience, manage the post-transaction 
integration processes and handle various managerial issues efficiently, thus increasing 
their ultimate performance (Stahl et al. 2011). Therefore, in line with the perspectives 
of capability and RBV, the MNCs’ relative size is the concentrated expression of firms’ 
resources, while their internationalisation experiences can represent a firm’s 
competences theoretically, and these two factors combined can influence CBMA 
performance. 
 
2.3.3 Context-free and context-embedded considerations in Chinese 
CBMA research 
As discussed in Section 2.3.1, current conventional theoretical perspectives which 
employ ‘context-free’ assumptions from observing Western CBMA activities, has 
provided a fundemental theoretical framework to explain the activities associated with 
global CBMA. Howerver, these studies are fragmented, lack any overall coherence and 
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separately test in different research foci (Frensch 2007; Larsson & Finkelstein 1999). 
On the other side, those conventiona theoretical perspectives are still short in 
considering the specific features and patterns of MNCs from emerging economies, such 
as China and India (Cui, L & Jiang 2010). Therefore, to date, whether or not these 
conventional theories can be directly used to explain Chinese CBMA performance is 
still unkonwn.  
 
Besides the above thereotical situtations, the vast characteristic differences between 
emerging and Western economies have also limited research on Chinese CBMA. 
Indeed, compared with developed economies, China has unique characteristics that 
are not shared with them (Zhou, N 2010). Several researchers (Buckley et al. 2007; 
Cai, KG 1999; Cui, L & Jiang 2010; Huang, X 2009; Moly 2011; Moon & Roehl 2001) 
have pointed out that Chinese CBMA have both a ‘conventional’ dimension and an 
‘idiosyncratic’ dimension, and are strongly affected and promoted by the institutional 
environment, policy liberalisation and their own resources and competence. Fu and Lin 
(2012) argue that due to dynamic institutional intervention and other interferences, such 
as different ownership structures and MNCs’ resources and competences, only 
approximately 33% of Chinese CBMA are successful, while others are still struggling 
to survive.  
 
Based on the institutional perspective and resource-based view, recent literature in 
Chinese CBMA focused on exploring the factors of institutions and firm-specific 
resources and competences that influence Chinese CBMA. For example, Peng (2012) 
found that the home country’s institutional settings is a underappreciated factor that 
significantly influences Chinese MNCs. Meanwhile, due to the lack of superior 
managerial resources and technologies, Chinese MNCs have faced many problems in 
conducting CBMA. Therefore, Huang (2011) insists that both China’s unique 
institutions and Chinese MNCs' resources and competencies are all marked crucial 
factors, which should not be ignored when conducting Chinese CBMA research. 
However, the importance of including these important ‘context-embedded’ factors into 
Chinese CBMA research is still overlooked in existing literature. Therefore, Peng 
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(2012) argued that more attention should be paid to these specific factors in Chinese 
CBMA research as they ‘have significant ramifications for future theory building’(p. 
97).  
 
2.4 Research methodology in CBMA studies 
Along with the growth in M&A research in the recent three decades, the factors that 
influence CBMA performance have been fragmentally explored by different 
methodological approaches. However, some researchers point out that the current 
understanding of CBMA activities is still limited (King et al. 2004). This can be 
explained by two broad factors: (1) the nature and phenomena of CBMA activities, in 
terms of dynamic (Teerikangas, Satu 2012), complex (Buckley & Casson 1998),  
multidimensional influenced (Larsson & Finkelstein 1999) and involving multifaceted 
theories and issues (Audrey 2013); and (2) the difficulty of choosing appropriate 
methodological designs to address the influencing factors and explore this complex 
phenomena, including quantitative, qualitative and mixed methods (Dunne & Ndubizu 
1995; Meglio & Risberg 2010).  
 
This section reviews and discusses the methodologies and designs of prior CBMA 
studies and particularly addresses the important considerations of adoption of mixed 
method design in CBMA studies and case-survey approach.   
 
2.4.1 Consideration of method design in CBMA research  
To explore the methodological choice of existing CBMA studies, the selected 215 
journal articles from six top-tier journals were further classified into three categories 
based on carefully reviewing their method sections: (1) quantitative, (2) qualitative, and 
(3) mixed methods. Table 2.3 shows the distribution of methods in 215 articles from 
1990-2014. 
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Table 2.3 The distribution of research methods in 215 articles  
 Type of paper 
Western 
CBMA 
studies
1 
Emerging 
CBMA studies
1 Total Percentage 
Quantitative 
Database 
analysis 
119 23 142 66% 
Questionnaire 38 5 43 20% 
Case-survey 6 - 6 3% 
Qualitative 
Interview 7 1 8 4% 
Case study 8 1 9 4% 
Mixed 
method 
Quan→Qual2 4 - 4 2% 
Qual→Quan2 3 - 3 1% 
Total 185 30 215 100% 
Notes:  
1. Number of papers in Western and emerging countries’ CBMA studies. 
2. The sequences of conducting quantitative and qualitative in the mixed method research. 
 
Among those 215 empirical articles 89 per cent are quantitative (191 articles), eight per 
cent are qualitative (17 articles) and only three per cent are mixed methods (7 articles). 
The distribution suggests that there is a vast majority of CBMA studies adopting 
quantitative designs, while only a few articles used qualitative and mixed method 
designs. This distribution is consistent with Audrey’s (2013) methodological research 
on M&A, which screened 450 articles dealing with M&A. Specifically, Audrey (2013) 
found that the quantitative articles dominated 80 per cent of total papers, whereas the 
qualitative and mixed method articles are limited and only accounted 17 per cent and 
two per cent.  
 
The following sections elaborate on the research methods used in the CBMA literature 
and how the methodological choice influences the topic, analysis and findings. 
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 Quantitative and qualitative method on CBMA studies  2.4.1.1
The CBMA is a complex and challengeable topic due to the involvement of ‘multi-
level, multi-disciplinary, and multi-stage phenomenon’ (Meglio & Risberg 2010, p. 88). 
The methodological differences between quantitative and qualitative determine the 
theoretical developments and focuses in existing CBMA literature:  
 
 Quantitative design can offer empirical tests on the influence of various 
variables on CBMA performance but miss the opportunities to provide in-depth 
understandings of the complex issues, such as cultural and inter-human 
activities. 
 Qualitative design can explore the CBMA activities in details and highlight a 
number of unexplained issues, while it may lack generalisability.  
 
Historically, the M&A theories have been empirically tested by the quantitative method 
across three decades, particularly for the topics of motives and relatedness in strategic 
management and M&A performance evaluation by either accounting- or stock-based 
measurements. While to the post-transaction integration research, the theoretical 
developments are significantly contributed by qualitative research rather than 
hypothesis testing due to the difficulty of quantitatively investigating the dynamic 
organisational integration activities (Meglio & Risberg 2010). Though several CBMA 
studies adopted a quantitative design to explore integration and cultural issues, such as 
absorptive capacity (McEvily & Marcus 2005; Park, BI & Choi 2014), effective 
communication (Allatta & Singh 2011), cultural distance (Reus & Lamont 2009) and 
difference (Ahammad et al. 2014; Slangen & Hennart 2008), the statistical significant 
findings of these studies are still lack of in-depth explanations (Audrey 2013).   
 
Why do CBMA scholars prefer quantitative design rather than qualitative and mixed 
method designs? This question has not been well discussed in current literature. There 
are three plausible reasons that can answer the methodological preference in CBMA 
studies. First, the quantitative design can offer more comprehensive evaluation on 
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different CBMA variables compared with qualitative design, which explores single or a 
few matters (Larsson & Finkelstein 1999). Second, the CBMA research is objectively 
sensitive, complicated and specific.  Therefore, the M&A scholars prefer investigating 
the quantitative secondary data available from databases to avoid the difficulty of data 
collection (Audrey 2013). Third, though the qualitative and mixed method design can 
offer depth of understanding and knowledge on specific CBMA issues that are more 
methodologically complex and time-consuming compared with quantitative design 
(Meglio & Risberg 2010).  
 
The following subsections discuss both quantitative and qualitative designs and 
methods in extant CBMA studies based on 215 top-tier articles. 
 
Quantitative design in CBMA studies 
Extant CBMA studies predominately use quantitative design to test the impact of 
different variables on CBMA performance through running statistical analysis 
(Haleblian et al. 2009).  Within the quantitative group of 215 articles (Table 2.2), three 
subgroups have been identified: (1) database analysis approach (66%), (2) 
questionnaire (20%), (3) case-survey or meta-analysis (3%).   
 
There is a large body of M&A studies that conducted secondary data analysis to 
statistically test the casual relationships between the antecedents and outcomes of 
CBMA. In here, the large M&A databases, such as Security Data Corporation (SDC) 
and Zephyr global M&A databases, have been accessed to screen the relevant data 
(Meglio & Risberg 2010). For example, Hayward (2002) explored the determinants of 
right CBMA selection, such as the nature, acquirer’s experiences and timing of 
acquisition,. The author accessed the SDC database and selected 214 acquisitions made 
by 120 MNCs across 1990-1995. All data of dependent and independent variables was 
collected from database, such as SDC. Porrini (2004) tested the influence of prior 
alliances of joining firms on CBMA performance. The relevant data of 437 CBMA 
deals during 1988-1997 was initially collected from SDC database and checked with 
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two other databases. In recent Chinese CBMA research, Zhang, Jianhong, Zhou and 
Ebbers (2011) investigated the institutional factors that influence the CBMA 
completion, such as ownership, attributes, industry and experience. They accessed and 
selected relevant data from 1324 Chinese CBMA deals over the period of 1982 to 2009 
from Thomson Financial Merger & Acquisition and other databases.  
 
The questionnaire survey is another approach that is adopted by M&A researchers. 
However, it is difficult to access sufficient M&A companies and obtain a high response 
rate due to the sensitive nature of questionnaire items perceived by participants. Very, 
Philippe et al. (1997) mailed their questionnaires to 392 French and 612 British senior 
managers to participate in its CBMA studies, and received only an 18% response rate. 
Authors further pointed out that ‘response rate of 18 percent…is good given the 
sensitive nature of the questionnaire…it varies by national cultures, depending upon 
perceptions about the sensitivity and invasiveness of the questionnaire items’ (Very, 
Philippe et al. 1997, p. 600). Uhlenbruck (2004) tested the relationships between 
emerging MNCs’ capabilities with the subsidiaries’ growth and development. 
Uhlenbruck (2004) sent out 563 surveys and received 185 questionnaire from 172 
M&A that happened in Central and Eastern Europe. The author pointed out that the 
survey response rate in CBMA studies was very low, but 31% in his research is good 
enough (Uhlenbruck 2004). The case-survey or meta-analysis is another powerful 
approach in conducting CBMA studies by examining leading case studies to 
quantitatively test the constructs (Larsson 1993). More detailed review and discussion 
is in Section 2.4.2. 
 
Qualitative design in CBMA studies 
Within the 215 articles, the qualitative group account for a small proportion only with 
the approaches of interview (4%) and case study (4%). Specifically, based on subjective 
data by interviews, most qualitative articles aim to explore the social or human related 
issues in CBMA (Very, Philippe & Schweiger 2001), and provide deep understanding 
of issues in the post-transaction integration (Walter & Barney 1990) that are difficult to 
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investigate by the quantitative method (Audrey 2013). For example, Moore (2011) 
contributed greater understanding of cross-cultural issues and national identities in the 
M&A by case study approach (BMW acquired Cowley Works). The process of 
qualitative data collection was carried out in three stages: (1) formal interviews with 18 
managers, (2) informal interviews with 10 workers, and (3) group interviews with two 
sets of three executives. Further, Moore pointed out that the case study approach, which 
receives rich data from multiple interviews, is a good methodological ‘fit’ to explain the 
cultural side issues in the post-transaction integration stage. In Chinese CBMA studies, 
Rui and Yip (2008) explore the strategic intent factors and their impact on CBMA 
conducted by Chinese MNCs. They carried out 24 in-depth interviews with top 
executives within three Chinese MNCs: Lenovo (acquired IBM PCD), Nanjing 
Automobile (acquired Britain's MG Rover) and; Huawei Technology (failed to acquire 
Marconi). Finally, they collected approximate 2000 pages of information from 
interviews and archival documents. 
 
In summary, the majority of existing CBMA studies adopt quantitative method and 
design to test the impact of a variety of variables on CBMA activities and performance 
by accessing M&A databases and conducting questionnaire survey, while these studies 
predominantly focus on strategic issues and CBMA performance. Though a few studies 
used quantitative method to explore the post-transaction integration issues, they fail to 
provide in-depth knowledge due to the dynamic and complex nature of inter-human and 
cross-cultural issues, which cannot be well explained through statistically testing. Only 
a small proportion of prior CBMA studies adopt qualitative method, which may due to 
the difficulties of publishing qualitative research on the top-tier journals. They 
complement the unexplored CBMA issues in quantitative CBMA studies but still 
cannot achieve high generalisability.  
 
 Mixed method on CBMA studies  2.4.1.2
The CBMA is a dynamic process, particularly the involvements of complex social and 
cultural side issues in the post-transaction integration stage (Stahl et al. 2011). As 
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discussed above, the dominant studies in this area rely on either quantitative or 
qualitative to explore the M&A issues. However, many methodological researchers 
pointed out that the current M&A studies are limited by their own methodological 
limitations (Audrey 2013; Meglio & Risberg 2010). First, much of literature relies on 
quantitative methods to explain the CBMA issues by analysing statistical data (Meglio 
& Risberg 2010). However, these studies lack the provision of in-depth understanding 
on the dynamic CBMA activities. Second, very little of the literature adopted 
qualitative methods to explore the complex activities behind CBMA, while they are 
subject to the limitation of generalisability (Baker & Edwards 2012).  
 
Methodologically, the mixed method design, which combines both traditional 
quantitative and qualitative approaches, can offer more in-depth understanding than a 
single approach (Johnson, RB, Onwuegbuzie & Turner 2007). Particularly when the 
research questions are more complicated and involve multiple dimensions, such as 
CBMA studies, the mixed method design is more desirable (Audrey 2013; Creswell 
2014).  According to literature review on mixed methods, there are three major reasons 
to adopt mixed method design: (1) the research questions are complex and involved 
multiple perspectives; (2) the single traditional method, either quantitative or qualitative 
method, cannot provide sufficient data or information to address the research questions; 
and (3) the researcher attempts to achieve greater validity and reliability of findings for 
validation purpose (Creswell 2014; Daigneault & Jacob 2013).  
 
Importantly, the methodological validation, which assesses the validity and reliability 
of the combined inferences drawn from quantitative and qualitative measurements, is 
one of the most important rationales for selecting mixed method design (Daigneault & 
Jacob 2013). For example, to improve the quality of survey instruments in the topic of 
national identify, Latcheva (2011) conducted a mixed method research which combined 
quantitative factor analysis and qualitative interviews. The author pointed out that the 
mixed method design allows double confirmation and validation of the survey items 
and related concepts and such method triangulation significantly improve the validity 
and reliability of findings. Moreover, Daigneault and Jacob (2013, p. 7) explored the 
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validation purpose of mixed methods. By mixing the quantitative and qualitative data 
and analysis, they pointed out that though the qualitative research was small, it 
‘significantly and positively contributed to the validation of the inferences’ (Daigneault 
& Jacob 2013, p. 20). Therefore, existing multi-methodology literature suggest that the 
mixed methods, which allows method triangulation, can achieve methodological 
validation between the traditions and provide greater validity and reliability of findings 
(Audrey 2013; Daigneault & Jacob 2013; Johnson, RB, Onwuegbuzie & Turner 2007). 
 
In extant CBMA literature, the mixed methods studies are still rare (Audrey 2013). 
Several researchers concerned that the adoption of single method design, by either 
quantitative or qualitative approach, cannot actually address the complicated CBMA 
issues, particularly cultural and integration issues (Audrey 2013; Meglio & Risberg 
2010). Though few M&A scholars pointed out that a mixed method design can 
contribute both a generalised picture and inside story to CBMA studies (Bryman & Bell 
2007; Meglio & Risberg 2010), offer in-depth understanding of dynamic CBMA 
process (Larsson & Finkelstein 1999) and explore undetected CBMA issues (Moore 
2011), it is more complex, challenging and time-consuming compared with single 
method design (Meglio & Risberg 2010). In recent literature, Audrey (2013) suggested 
that ‘the mixed method are a relevant research design to study dynamics in M&A’ (p. 
207) and ‘the development of mixed methods on M&A research is a path to gain a 
multidimensional picture of such a complex phenomenon’ (p. 195).  
 
According to the outcomes of the literature review, only a few CBMA studies adopted 
mixed method design, while they offered more robust understanding on specific 
cultural issues and explored their influence on CBMA performance, such as 
management style (Shanley & Correa 1992), national cultural distance (Morosini, Scott 
& Singh 1998) and cultural integration (Brannen & Peterson 2009). Moreover, they 
have clear purposes in using mixed methods: achieve complementarity and validation 
(Audrey 2013; Daigneault & Jacob 2013). For example, Haleblian, Kim and 
Rajagopalan (2006) adopted mixed method design, in terms of predominant 
quantitative research and then qualitative research, to explore the organisational 
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learning effects of prior M&A experiences on M&A performance. They stated the 
reason for adopting this two stage design:  
The empirical models built on these large-scale archival data could provide 
systematic evidence on the hypothesized causal relationships as well as 
findings with greater generalizability, but we discerned that they might not 
be able to fully capture the fine-grained, intermediate processes that 
contribute to the relationships and other context-specific boundary 
conditions (Haleblian, Kim & Rajagoplan 2006, p. 319). 
 
They pointed out that the second qualitative study did not aim ‘to develop theories’, 
they use ‘these insights’ to (1) close potential gaps between our theories and empirical 
models, (2) check the validity of assumptions embedded in our empirical models, (3) 
incorporate industry-specific boundary conditions or shared assumptions into our study, 
and (4) help interpret our findings (Haleblian, Kim & Rajagoplan 2006, p. 361). 
 
2.4.2 Review of case-survey approach in CBMA research 
Referring to management research, the major methods of gathering data can be either 
idiographic case study or nomothetic survey. More specifically, the qualitative case 
study method offers in-depth investigations that explore many issues across few cases, 
while quantitative survey method analyses on few variables through observing a large 
set of samples (Larsson 1993). Therefore, the key features and limitations between 
these two methods can be concluded as investigating many issues in few cases or 
examining few issues in many samples (Creswell 2009; Larsson 1993). Indeed, there is 
the high desirability of having a superior method in doing management research, which 
can transcend those limitations, bring the nomothetic-idiographic gaps and explore 
many issues across a large set of cases/samples (Larsson 1993; Larsson & Finkelstein 
1999).  
 
The desired method was constrained by insufficient resources and inappropriate 
methodological development for decades. Several scholars have turned to develop an 
emerging research method, which relies on reviewing information from the richness of 
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prior studies, analysing their findings, and testing complex managerial issues. 
Considering the weakness of idiographic case studies in constructing and testing theory, 
and calls for emerging theory in management research, Haney (2002, p. 32) argued that: 
It may be that the more rigorous task of theory building and testing is not 
well performed by even the best case studies [in management research]… 
there have been attempts to develop a case-based comparative method that 
can contribute to the goal of building theory by incorporating the best of 
statistical correlative deductive designs and case-based designs... one of 
these attempts, the case-survey method, is growing in use and recognition.  
 
This method has been given many names, such as case meta-analysis (Danis, Chiaburu 
& Lyles 2010; Homberg, Rost & Osterloh 2009; Malhotra & Gaur 2014), integrative 
research review (Russell 2005; Winstead-Fry & Kijek 1999), and case-survey (Newig 
& Fritsch 2009; Stahl et al. 2011). Though these methods have a similar process and 
statistically analyse previous case studies, they are still different to each other in 
strengths and weaknesses (Russell 2005).  
 
To clarify and avoid confusion, this thesis uses ‘case-survey’ method instead of others, 
since it has been described as ‘the earliest, simplest, and most distinctive’ method (p. 
1516) compared with others (Larsson 1993). 
 
The rise of case-survey method, which was primarily adopted by Yin and Yates (1974), 
has brought a great opportunity to integrate the fragmented qualitative and quantitative 
research methods together. Further, Yin and Heald (1975) point out that case-survey 
method aggregates characteristics of multiple case studies, instead of their conclusions 
and ‘[it] gives the reviewer a chance to survey different case studies…carries the classic 
case study method one major step forward…enables aggregate reviews of individual 
case studies to be undertaken with scientific rigor.’  (1975, p. 372). Case-survey method 
can rigorously extract reliable information from a large set of previous case studies, 
systematically explore and compare the wider patterns across them, empirically test 
hypotheses and statistically analyse the coded data. Therefore, it has been commented 
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by Larsson and his colleagues (1989, 1993; 1998; 1999; 2001) as a ‘powerful’ method 
which enables ‘management research to go beyond the methodological limitations that 
researchers impose on themselves by strictly adhering to only a nomothetic or 
idiographic approach’ (Larsson 1993, p. 1540).   
 
The case-survey method as a medium-grained methodology (Datta 1991; Harrigan 
1983) has been encouraged as the most applicable method for CBMA research (Larsson 
1993; Larsson & Finkelstein 1999). Larsson (1993) insists that the ‘Case-survey 
[method] bridges the gaps between nomothetic surveys and idiographic case studies to 
combine their respective benefits of generalisable, cross-sectional analysis and in-
depth, procession analysis.’ (p.1515). Moreover, the case-survey method can integrate 
qualitative and quantitative methodologies to offer a deeper analysis of selected cases. 
It can qualitatively absorb descriptive statements on checklists (variables), and then 
quantitatively code and analyse the information and meanings from selected statements. 
Therefore, by combining idiographic and nomothetic research to aggregate findings 
from selected cases, the case-survey method is treated as an inexpensive but advanced 
and powerful method, which is well-suited for CBMA research (Larsson & Finkelstein 
1999; Reus & Lamont 2009; Sarala & Vaara 2010; Stahl et al. 2011; Tan, D 2009). 
Several strengths of the case-survey method are highlighted in the existing literature:   
 
 Case-survey method can absorb the rich data and many perspectives from different 
case studies and multiple researchers. to generate larger samples than a single case 
study, and allow the researcher to examine cross-sectional patterns (Larsson & 
Finkelstein 1999).  
 Case-survey method can overcome several drawbacks from questionnaire methods, 
such as lack of procedural and contextual depth (Larsson 1993; Larsson & 
Finkelstein 1999). 
 Case-survey method can overcome major drawbacks from case study method, such 
as lack of generalisability, through pooling large samples of existing studies and 
statistically test them (Larsson 1989, 1993). 
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 Case-survey method enables replicability. Other researchers can extend the original 
findings through applying the developed coding scheme to other case studies 
(Larsson 1993; Larsson & Lubatkin 2001).    
 Case-survey method can illustrate how studies have changed overtime and allow 
multiple raters to participate into case coding and reconciliation to increase 
interreliability (Datta 1991; Larsson & Finkelstein 1999). 
 Case-survey method can bridge various methodological gaps and link different 
research methods together, for example, quantitative and qualitative (Jick 1979), 
nomothetic and idiographic (Larsson & Finkelstein 1999), and positivistic and 
humanistic (Lee, AS 1991). 
 
All of the above strengths can allow case-survey method to draw benefits from both an 
idiographic and nomothetic approach and overcome their respective drawbacks. 
Moreover, through statistically analysing a group of empirical case studies, case-survey 
research can offer a rich longitudinal analysis by coding various items, such as social, 
organisational, strategic, cultural and human resource issues. Therefore, it is well-suited 
for CBMA research, especially when investigating complex organisational and 
managerial issues (Larsson & Lubatkin 2001; Stahl et al. 2011).  
 
Although case-survey method has several advantages over other methods in conducting 
complex management research, it may still be subject to potential problems and 
limitations (Larsson & Finkelstein 1999):  
 
 Case-survey method may be subject to limitation from collecting specific 
information from selected case studies that is relevant to research questions. 
Therefore, a sufficient number of relevant case studies are required. 
 Case-survey method is unlikely to generate theory or statistics, due to this method’s 
limitations in analysing secondary data, and thus it is more appropriate for testing 
hypothesis. 
Chapter 2 Literature Review 58 
 
 
 Case-survey method may suffer problems with the validity of subjective case 
coding. However, the case coding can be tested and inter-rater reliability can be 
increased by several ways. 
 
Like other research methods, such as case study and questionnaire, case-survey method 
may also be subject to several limitations. However, those limitations can be avoided 
through developing a well-designed research and coding scheme, collecting a sufficient 
volume of relevant case samples and conducting reconciliation of case ratings. 
Considering the broad range of conditions and sensitive nature of CBMA research, the 
case-survey is still a powerful and appropriate method to reveal truths behind such 
complex circumstances. The steps of conducting case-survey research in prior M&A 
studies have been comprehensively reviewed in Appendix 1.  
 
2.5 Limitations of previous CBMA research  
As discussed in previous sections, the existing fragmentary nature of Western CBMA 
research, coupled with the limited considerations of unique characteristics and 
contextual factors of Chinese CBMA has inevitably resulted in several limitations:  
 
1. Western CBMA have been fragmentally and cross-disciplinarily researched by 
adopting a number of  ‘context-free’ perspectives, such as international 
business, financial management, strategic management, organisation behaviour 
and human-resource management (Shimizu et al. 2004). Moreover, there is still 
lack of theoretical cohesion or connection to each other (Datta 1991; Larsson & 
Finkelstein 1999; Shimizu et al. 2004). While the current fragmented literature 
may provide a potential of theoretical synthesis, there are still few studies that 
provide a holistic understanding (Larsson & Finkelstein 1999). 
 
2. The literature on emerging countries’ CBMA is limited, particularly Chinese 
CBMA studies. Existing literature on Chinese CBMA primarily concentrate on 
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the identification of the influence of pre-transaction activities on performance, 
such as motives and entry modes. However, directly applying the conventional 
‘context-free’ perspectives to assess Chinese CBMA performance may be 
subject to incorrect or confusing conclusions. Moreover, the recent theoretical 
development in emerging countries’ CBMA studies emphasised the important 
‘context-embedded’ factors, such as institutions and firm-specific resources and 
competence, and explored their influence on Chinese CBMA activities and 
performance (Peng 2002, 2013). This leaves a large theoretical gap to 
incorporate the Western ‘context-free’ perspectives with Chinese MNCs’ unique 
‘context-embedded’ factors, and offer an advanced theoretical framework to 
explain Chinese CBMA performance, identify the important antecedences and 
explore influencing factors. 
 
3. The current CBMA studies rely on either quantitative or qualitative method 
designs to investigate the causal relationships between variables or explore 
particular influencing factors. However, the CBMA is a dynamic, complex and 
multifaceted phenomenon, and the research with single method design may be 
subject to methodological limitations, in terms of its inability to provide a 
generalised and in-depth understanding in one CBMA study (Meglio & Risberg 
2010). Several researchers highly recommended the adoption of a mixed 
method approach as it can ‘gain a holistic understanding of M&A (Audrey 
2013, p. 207). However, mixed method design is more complex and time-
consuming compared with single method design. 
 
In summary, there is a pressing need to contribute a superior, comprehensive and 
integrative conceptual model, which could bridge the fragmented conventional 
theoretical perspectives with Chinese MNCs’ unique factors to explain Chinese CBMA 
performance and explore important influencing issues. To achieve these objectives, a 
mixed research design should be adopted based on the methodological suggestions by 
current M&A scholars.  
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2.6 Summary 
This chapter extensively examined the previous and current CBMA literature. It first 
justified the definition of CBMA and then reviewed top-tier journal articles addressing 
Western and Chinese CBMA studies. Specifically, both conventional theoretical 
perspectives, which were developed from observing Western CBMA performance, and 
recent theoretical developments in emerging countries’ CBMA, in terms of institutional 
perspective and resource-based view, were comprehensively reviewed and discussed. 
Moreover, with the aim of guiding further research design, this chapter also provides 
methodological review on research design and case-survey approach. Finally, the 
limitations of previous research have been identified, summarised and discussed. Next 
chapter presents the development of an integrative CBMA framework and hypotheses. 
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CHAPTER 3 DEVELOPMENT OF AN INTEGRATIVE 
CBMA FRAMEWORK AND HYPOTHESES  
3.1 Introduction 
Chapter Two extensively reviewed the literature of CBMA studies and empirical 
findings. One of the most important characteristics of these studies is that an 
overwhelming majority of them employed a single theoretical perspective in evaluating 
CBMA performance. For example, strategic management (Larsson & Finkelstein 1999), 
human resource (Chatterjee, S et al. 1992), organisational theory (Buckley & Ghauri 
1999), and financial theory (Kruse et al. 2007). On the other hand, the studies on 
Chinese CBMA are limited and still lack an integrative theoretical model to evaluate 
their performance. Moreover, much attention has concentrated on the pre-transaction 
analysis, motives (Boateng, Qian & Tianle 2008), entry mode selection (Cui, L, Jiang & 
Stening 2011), and geographical distribution (Child & Tse 2001). Very little effort so 
far has been devoted to the understanding of Chinese CBMA performance in the post-
transaction stage and its crucial antecedents and moderating factors. 
 
This chapter aims to develop an integrative conceptual framework to explain Chinese 
CBMA performance by using three crucial antecedents, strategic combination benefits, 
organisational integration and cultural resistances, and how their relationships with 
the performance are moderated by China’s institutions and organisational resources 
and competences. Specifically, the proposed conceptual framework bridges the 
theoretical perspectives of conventional ‘context-free’ theories developed from Western 
economies’ CBMA, and China’s specific ‘context-embedded’ factors. Based on the 
strategic management theories, this framework builds on the ‘context-free’ model 
proposed by Larsson (1999), which was primarily developed from both strategic and 
organisational perspectives, and extends this by incorporating the institutional 
perspective and resource-based view in the specific context of Chinese CBMA. 
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3.2 Development of an integrative conceptual framework and 
hypotheses 
3.2.1 Theoretical background  
 M&A strategy in strategic management study 3.2.1.1
As an important expansion strategy, M&A has been significantly studied in strategic 
management in recent decades. In strategic management, Hubbard and Beamish (2011) 
defined the strategy as ‘those decisions that have high medium-term to long-term 
impact on the activities of the organisation, including the analysis leading to the 
resourcing and implementation of those decisions, to create value for key stakeholders 
and to outperform competitors’ (Hubbard, G & Beamish 2011, p. 3).  
 
There are three major steps in the strategic management concept: strategic analysis, 
strategic decision and strategy implementation. More specifically, these three steps are 
iterative and closely related to each other. The step of strategic analysis involves 
planning activities from analysis of an organisation’s external and internal 
environments and stakeholder expectations, to then make a strategic decision and set 
goals for further actions (Johnson, G et al. 2011). The strategy implementation is the 
process of taking actions in structuring organisations, allocating resources, establishing 
proper control process, and making necessary strategic changes to achieve its strategic 
objectives. Therefore, it can be concluded that strategic analysis decides the objectives 
of how to transfer resources and capabilities into performance, while strategy 
implementation determines how many strategic goals and objectives can be functionally 
realised and transformed into performance (Mintzberg 2003).  
 
The concepts of strategic management provide a theoretical foundation in explaining 
M&A behaviour. In strategic management, M&A is defined as one of the most 
important diversification strategies in assisting firm expansion, improving competitive 
advantage and creating additional value at a fast speed (Hubbard, G & Beamish 2011). 
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Therefore, the two important steps of strategic management, strategic analysis and 
strategy implementation, align closely with the process of conducting M&A and 
capture the crucial activities as well (Hubbard, G & Beamish 2011).  
 
Boland (1970) and Schweiger and Weber (1989) classified the M&A process into two 
phases based on the time of transaction completion: pre-M&A (strategic analysis and 
decision) and post-M&A (strategy implementation). More specifically, the pre-
transaction stage involves many activities, such as analysis, negotiation and evaluation 
(DePamphilis 2011). This stage ends with the outcomes of defined synergy potentials 
that would be realised in the future. The post-transaction stage implements prior 
decisions through integrating the two parties and transferring these potentials into 
ultimate performance. However, the effectiveness of post-transaction integration and 
synergy realisation are often impeded by many issues, such as organisational and 
cultural issues.  
 
From the above discussion, the concept of strategic management has created theoretical 
background to link and interpret M&A activities. Moreover, Larsson and his colleagues 
(1989, 1993; 1998; 1999; 2001) have created a ‘context-free’ model by incorporating 
strategic theories with dominated theoretical perspectives, such as organisational and 
cultural perspectives, to investigate M&A implementation issues and explain M&A 
performance. 
 
 Context-free model and conventional theoretical background in 3.2.1.2
CBMA research 
As mentioned in the literature review chapter (Chapter 2), the conventional theoretical 
background of CBMA studies is established based upon observing Western M&A 
activities for decades. However, existing literature in explaining M&A performance 
was found to be fragmented and had less theoretical linkage with each other (Zhou, S & 
Huang 2012). Larsson and his colleagues (1989, 1993; 1998; 1999; 2001) addressed 
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these problems and further contributed a broader applied and frequently used ‘context-
free’ conceptual model which integrates and incorporates the most important 
perspectives, such as strategic management, organisation theory and human resources 
management, to explain Western CBMA performance. Figure 3.1 shows Larsson’s 
‘context-free’ model and the linkages with strategic management. 
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Notes: Names show in Larsson’s model.  
Sources: Larsson (1989) and Larsson and Finkelstein (1999) 
 
Overall, three major antecedents of CBMA performance, combination potential, 
organisational integration and employee resistances, are ‘independently and 
significantly related to synergy realisation’ (Larsson & Finkelstein 1999, p. 18). More 
specifically, combination potential is the product of strategic analysis, while 
organisational integration and employee resistances are the important parts of strategy 
implementation.  
 
First, as an antecedent of CBMA performance, combination potential captures the 
synergetic potentials, which are identified in the pre-transaction decision making 
process through due diligence and analysis. This antecedent correlates with strategic 
Figure 3.1 The context-free model and its linkage with strategic management 
concept 
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analysis, and emphasises value creation derived from various synergy sources, such as 
operational, managerial and financial synergies based on the similarity and 
complementarity of joining firms (Chatterjee, S 1986; Larsson & Finkelstein 1999). It 
captures the expectation of how many benefits can be gained from CBMA. The high 
combination potential may present significant opportunity of synergy realisation that 
can be further converted into performance. In this thesis, this antecedent has been 
named as strategic combination benefits with the aim to comprehensively reflect the 
outcomes of strategic analysis and better reveal the nature of potential benefits. 
 
Second, in line with strategy implementation, the other two antecedents of 
organisational integration and employee resistance captured the crucial operational 
activities and social side issues in the post-transaction integration stage. More 
specifically, organisational integration is the most important consideration arising in 
the CBMA process (Haspeslagh & Jemison 1991). It involves significant interaction 
and coordination between the joining parties in realising synergy potentials. Moreover, 
the degree of effective management of organisational integration may have positive 
effects on synergy realisation and thus influence CBMA performance (Larsson 1989; 
Larsson & Finkelstein 1999).  
 
On the other side, the antecedent of employee resistance concerns the unfavourable 
reaction by employees to M&A integration.  This perspective was originally developed 
by the psychologists who diagnosed merger failure (Levinson 1970) and evidenced by 
negative employee reaction associated with unsuccessful M&A (Searby 1969). 
However, this concept needs deliberation. Along with the development of cultural 
research in recent decades, the negative effects arising from cultural issues, such as 
cultural difference, cultural clash and human side issues, on CBMA performance have 
been extensively studied in literature. Actually, CBMA involves many social side issues 
and thus the content of employee resistance should be expanded to reflect a broader 
view. Therefore, this thesis adopted cultural resistance instead of employee resistance.  
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Finally, synergy realisation or CBMA performance concerns how many synergies have 
been converted into ultimate value and performance. This concept reflects the actual net 
benefits created and transferred between the joining parties. By integrating the 
interactions from strategic, organisational and social side performance, synergy 
realisation is more advanced than accounting- and stock-based measures of CBMA 
performance (Larsson & Finkelstein 1999). However, Larsson and Finkelstein (1999) 
suggested that the traditional measurements, such as financial and accounting 
evaluation, were still valid and frequently used in assessing CBMA performance. 
Therefore, by incorporating the results of both synergy realisation and operational and 
financial performance of CBMA, this thesis viewed CBMA performance instead of 
synergy realisation with the aim of providing a more comprehensive view. 
 
 Context-embedded factors and moderating effects  3.2.1.3
Section 2.4.2 in the literature review chapter extensively reviewed recent theoretical 
development in Chinese CBMA research. Numerous scholars (Boisot & Child 1999; 
Huang, X 2009; Tsui et al. 2004) argue that, in comparison with a Western setting, 
the research of Chinese CBMA is challengeable, due to the complexity of the Chinese 
context, such as China’s institutions, and Chinese MNC’s specific factors in 
internationalisation. Therefore, in most recent literature of Chinese CBMA, the 
institutional perspective and resource-based view are two dominant perspectives (Peng 
2012). 
 
Theoretically, the institutional conditions from an institutional perspective and firm-
specific resources and competences from a resource-based view are two embedded 
factors that both influence firm’s strategic management and practices, including 
strategic analysis and strategy implementation. Therefore, they could moderate the 
relationship between strategic management and firms’ performance. Figure 3.2 shows 
the context-embedded factors and their moderating effects.  
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Sources: Peng (2006a, p. 15) 
  
Peng (2013) provides a contextual model in explaining the relationships of embedded 
factors that influence strategic management and moderate performance. First, 
institutional theory concerned the domestic institutional conditions that may craft 
strategy and further constrain or facilitate firm’s practices and activities, particularly in 
regard to the MNCs from emerging economies (Peng 2013). More specifically, 
institution has been defined as ‘the rules of the game in a society or, more formally, are 
the humanly devised constraints that shape human interactions’ (North 1990, p. 3). 
Institutional perspective argues that the dynamic interactions between a firm’s 
institutions and operations determine their strategy (Luo, Y. 2003), and various 
institutional considerations, such as government policies, institutional environmental 
changes and ownership, can further constrain or facilitate firms’ practice and 
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Figure 3.2 The context-embedded factors and moderating effects 
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performance (Cui, L & Jiang 2009; Peng 2002). For example, most Chinese MNCs 
were encouraged to venture overseas by the Chinese government, while Chinese SOEs 
received more policy benefits than POEs in completing the transaction, such as low-
interest loan and government supports (Huang, X & Chi 2014; Zhou, S & Huang 2014). 
Therefore, the formal and informal institutions create background conditions and both 
can significantly shape firms’ strategies and further moderate their performance.  
 
Second, the resource-based view captures the internal strengths and weakness of the 
firm and posits that the firm-specific resources and competences could influence a 
firm’s strategic analysis, strategy implementation and even profitability (Peng 2006a; 
Peng, M 2009). More specifically, a firm is conceptualised as a bundle of various 
resources, capabilities and knowledge (Barney 1991; Cui, L & Jiang 2009). To gain 
competitive advantage in dynamic and changing environments, a firm needs to have 
substantial capabilities and competences in deploying various resources and converting 
resources into value. However, firms with different resources and competences largely 
differentiate their strategic practices and ultimate success. For example, Pucik (2008) 
found that compared with small-sized MNCs, larger ones with greater internal 
resources and pre-existing experience could efficiently manage strategic analysis and 
the post-transaction integration and thus increase the overall success. Therefore, 
resource-based theorists admit that firm-specific resources and competences is a strong 
determinant of firm strategy and thus it can moderate performance.  
 
Following this logic, in CBMA research, the relationships between Chinese CBMA 
performance and three antecedences, strategic combination benefits, organisational 
integration and cultural resistances, could be moderated by these two context-
embedded factors, because the defined antecedences explicitly reflect the stages of 
strategic analysis and strategy implementation in strategic management. More detail 
about these moderating effects will be discussed in the later sections. 
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3.2.2 The proposed integrative model of Chinese CBMA 
To address both theoretical and practical gaps, this thesis aims to develop an integrative 
and comprehensive model to explain Chinese CBMA performance, identify influential 
factors and explore moderating effects. A conceptual framework has been developed by 
integrating the ‘context-free’ model discussed in Section 3.2.1.1, with ‘context-
embedded’ factors elaborated in Section 3.2.1.2.  
 
More specifically, the conventional theoretical perspectives, in terms of ‘context-free’ 
model, were primarily adopted from Larsson’s PhD thesis (1989) and the later studies 
of Larsson and his colleagues (1998; 1999; 2001; 2004; 2011) across two decades. The 
two additional ‘context-embedded’ perspectives, institutions (Boisot & Child 1999; 
Huang, X 2009; Tsui et al. 2004) and firm-specific resources and competences (Ju & 
Zhao 2009; Peng, Tan & Tong 2004; Zhang, Jianhong, Zhou & Ebbers 2011; Zhou, S 
& Huang 2012), are the specific factors that significantly impact emerging countries’ 
CBMA performance in strategic management studies.   
 
By integrating multiple theoretical perspectives, Figure 3.3 shows the integrative 
conceptual framework with three major antecedents and two moderating factors of 
Chinese CBMA performance. 
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Compared with existing models of Chinese CBMA study, this conceptual framework is 
considerably more advanced. First, it synergises current fragmented CBMA research 
and applies a Western ‘context-free’ model in investigating the determinants of Chinese 
CBMA performance, such as Strategic Combination Benefits (SCB), Organisational 
Integration (OI) and Cultural Resistances (CR). Second, it incorporates the ‘context-
embedded’ factors into the above framework, in terms of China’s institutions and 
Chinese MNCs’ organisational resources and competences. Moreover, these specific 
factors and their moderating effect on the relationships between the determinants and 
CBMA performance will be identified and investigated. Therefore, this framework is 
designed not only to fulfil the requirements of explaining CBMA performance exerted 
by Chinese MNCs, but also to enrich the theoretical perspectives on both CBMA and 
international business research. 
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Figure 3.3 An integrative framework of Chinese CBMA performance 
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In recent years, few literature concerns the potential impact of industry on 
internationalisation performance (Warner, AG, Fairbank & Steensma 2006; Peng et al. 
2009). Specifically, the industry-based differences may affect firms’ decision as well as 
their engagements on CBMA (Peng et al. 2009). This thesis takes industry as a potential 
moderating factor and will test its significances to the developed constructs in Chapter 
5.  
 
The following subsections discuss and expound the definitions of constructs and 
rationales for developing the hypothesising relationships as depicted in Figure 3.3. 
 
3.2.3 Concept definitions of constructs 
In order to justify the meanings and scope of overall constructs shown in the conceptual 
framework, the definitions of constructs are discussed and summarised as below:  
 
Strategic Combination Benefits (SCB): The definition of strategic combination 
benefits has been offered by several scholars. For example, Jemison and Sitkin (1986) 
argue that, ‘Strategic fit can be defined as the degree to which the target firm augments 
or complements the parent’s strategy and thus makes identifiable contributions to the 
financial and non-financial goals of the parent’ (p. 164). Further, other researchers 
(Lubatkin 1983; Schweiger & Weber 1989) state that strategic combination benefits 
gained through various synergies (e.g., activity sharing and competence transferring) 
are very important to the performance of M&A as they are the potential of the gain or 
loss of CBMA. Larsson & Finkelstein (1999) define the strategic combination benefits 
as expected gains from conducting M&A, which reflected the ‘strategic similarity and 
complementarity of operations of the joining firms’ (p. 6). Apparently, to evaluate 
Chinese CBMA performance, the later definition is more relevant to this thesis. 
However, given the specific situation of this thesis, the definition should be modified to 
clearly reflect the concept of strategic combination benefits. Therefore, by extending 
the definition proposed by Larsson & Finkelstein (1999), the strategic combination 
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benefits is defined in this thesis as: the group of expected synergic benefits that the 
joining firms can gain through CBMA.  
 
Organisational Integration (OI): Organisational integration captures how the new 
organisation is managed after a CBMA deal is completed (Datta 1991; Hunt 1990; 
Larsson & Finkelstein 1999). Organisational integration is primarily defined as the 
‘functionally’ match between administrative practices and personnel characteristics of 
the target and parent firms that may ‘technically’ affect how the firms can be integrated 
with respect to day-to-day operations once an acquisition has been made (Jemison & 
Sitkin 1986). However, in existing research, organisational integration has received 
less attention than strategic combination (Boateng, Qian & Tianle 2008; Datta 1991; 
Fabian & Leif 2007). Larsson & Finkelstein (1999) comment that, without the effort of 
organisational integration, various expectations from strategic combination benefits 
could not be automatically realised. Therefore, this research extends current theoretical 
definitions of OI to: Organisational integration is the way of implementation, which 
can be regarded as ‘technically’ and ‘functionally’ achieving such strategic potentials 
from the economic side and ‘rationally’ realising these ‘potentials’. 
 
Cultural Resistances (CR): Erez and Earley (1993) define culture as ‘the man-made 
aspect of the environment’ (p. 42), and any group that has ‘shared history and similar 
patterns of perception, thought and emotion’ can form the culture to react ‘external 
stimulation’ (p. 23). Broadly, culture can be treated with ‘social’ philosophy and that 
include different levels: national culture, organisational culture and group culture (Erez 
& Earley 1993). Theoretically, the cross-cultural interaction within CBMA can be 
regarded as the ‘doubled-layered acculturation process’ (Barkema, Bell & Pennings 
1996; Erez-Rein, Erez & Maital 2004) that influences all activities of CBMA, such as 
planning, decision-making, managerial style and employee resistance (Larsson & 
Finkelstein 1999; Teerikangas, S. & Very 2006). Therefore, the cultural resistances 
could happen in the whole process of CBMA before, in terms of during and after the 
CBMA transaction completes. In this thesis, the cultural resistances has been defined as 
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the social side issues and unfavourable reactions from people that may potentially 
impact CBMA performance on the whole process.  
 
Institutions: As discussed in Chapter 2 and Section 3.2.1.2, the institution is defined 
as the formal and informal constraints formed by human beings (Hofstede, G et al. 
2002). It is also defined as ‘the rules of the game in a society or, more formally, are the 
humanly devised constraints that shape human interactions’ (North 1990, p. 3). In an 
enterprise, the institutional environments coupled with the embedded institutions could 
significantly impact firms’ practices, such as strategic choices, and substantial 
operational activities and practices, and also moderating ultimate performance (Cui, L, 
Jiang & Stening 2011; Zhou, S & Huang 2012). Given the high level of government 
intervention in Chinese CBMA, the effect of institutional factors on strategic decision, 
organisational integration and other activities of MNCs are becoming more prominent 
and serious than before. Zhang et al. (2011) advocate that the institutions ‘not only 
have explanatory power in explaining why and how Chinese firms go global…but 
also help to understand the performance of Chinese MNCs in context of acquisition’ 
(p. 236). Additionally, Luo (2003) insists that China’s domestic institutions not only 
impact MNCs’ decisions and activities, but also directly and indirectly influence their 
performance and final outcomes.  
 
In emerging economies, the firm’s ownership has been defined as the concentrated 
expression and representative of exposed institutions, and different types of ownership, 
such as SOEs and POEs, that shows different institutional arrangements (Cui, L & 
Jiang 2009). Therefore, firms with different types of ownership may be constrained and 
facilitated by varied institutional conditions. According to the above discussion, the 
construct of institutions in this thesis is defined as the institutional conditions and 
arrangements, which are represented and expressed by ownerships, could create 
‘background’ conditions to enterprises and influence their decision, operation, 
practices and performance. 
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Organisational resources and competences: As discussed in Chapter 2, a firm is 
defined as the constitution of various resources and capabilities (Barney 1991; Cui, L & 
Jiang 2009). Moreover, literature showed that firms’ strategic decision and operational 
activities and even performance are influenced and constrained by its owned resources 
and competences. In CBMA, firms should have specific and dynamic capabilities in 
managing and deploying various resources to realise potential value and gain an overall 
advantage in unstable external environments (Eisenhardt, KM & Martin 2000; Teece 
1993; Teece, Pisano & Slwen 2005). Therefore, the different levels of self-owned 
resources, endowments and competences may potentially impact firms’ practices in 
CBMA, and thus ‘firm-specific resources and capabilities largely differentiate 
successful firms from failing ones’ (Peng, M 2009, p. 15). In this thesis, the 
organisational resources and competences is defined as firm-specific resources and 
competences which may influence and constrain a firm’s decisions, practices and 
performance. 
 
Chinese CBMA performance: From a conventional perspective, CBMA performance 
is defined as the evaluated outcome of how a CBMA performed in the post-transaction 
stage by either accounting- or stock-based measurements (Boateng, Qian & Tianle 
2008; Capron 1999; Davies & Walters 2004). The recent perspective of synergy 
realisation in evaluating M&A performance is contributed by Larsson (1989; 1999). In 
this perspective, he argued that CBMA is a complex and dynamic project that involves 
many operational activities and practices, and thus the traditional evaluation tools, such 
as  evaluating financial performance and stock performance, may be ‘subject to 
significant error’ due to lack of considering the importance of post-transaction 
processes and value creation issues (Larsson & Finkelstein 1999, p. 3). Therefore, the 
synergy realisation that is defined as the ‘actual net benefits (reduced cost per unit, 
increased income, etc.) created by the interaction of two firms involved in a merger or 
acquisition’, has been introduced to measure CBMA performance (Larsson & 
Finkelstein 1999, p. 3). However, both traditional and emerging measurements have 
their own benefits and disadvantages. Therefore, to comprehensively reflect and 
position CBMA performance, recent literature encouraged incorporation of results from 
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both traditional performance evaluation and synergy realisation (Brouthers, KD 2002; 
Brouthers, LE, Brouthers & Werner 1999; Larsson 1993; Larsson & Finkelstein 1999). 
Therefore, in this thesis, the construct of Chinese CBMA performance is defined as the 
outcome of how a Chinese CBMA performed in the post-transaction stage by 
incorporating the results from both operational measurements and performance 
evaluation. 
 
3.2.4 Development of hypotheses 
The last section conceptualised the six constructs that will be adopted and studied in 
this thesis. This section will report the development of hypotheses for case-survey 
(Chapter Five).  
 
 Strategic Combination Benefits and CBMA’ performance 3.2.4.1
As defined in last section, the strategic combination benefits reflect the ‘potential’ 
strategic benefits that a CBMA deal can bring. Research on strategic combination 
concentrates on the strategic benefits that can be obtained from CBMA, and tests the 
impact of these strategic benefits on overall success (Calipha, Tarba & Brock 2011). 
Larsson and Finkelstein (1999) argued that there is a strong relationship between SCB 
and CBMA performance, and these expected benefits would capture the effect of 
strategic antecedents on final success: the lower the strategic combination, the lower the 
overall performance. Moreover, Calipha, Tarba and Brock (2011) reviewed the 
literature on CBMA and pointed out that the more fit of strategic combination, the 
greater the ability for success, such as relatedness (Cannella, Hambrick & Schendel 
1993; Lubatkin, Srinivasan & Merchant 1997), and complementary and similarity of 
resources (Harrison et al. 2001; Hitt, M et al. 1998).  
 
Empirical research has also confirmed these arguments. For example, Harrison et al. 
(2001) investigated 400 CBMA that happened in 1970-1986, and found that the 
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resources complementary and similarity in strategic combination benefits have positive 
associations with CBMA success and provide higher performance over the short and 
long term. Moreover, Haleblian & Finkelstein (1999) considered the relatedness of both 
parties involved in M&A through examining 449 large M&A from January 1980 to 
December 1992, and concluded that the more similar the acquirer is to the targeted 
firms, the better M&A performance. Hence, strategic combination benefits is a strategic 
antecedent of CBMA performance. As an expectation, the level of strategic 
combination benefits can intend to impact on the overall performance, thus the 
following hypotheses is proposed: 
 
Hypothesis 1. The greater the strategic combination benefits, the greater the overall 
performance of Chinese CBMA 
 
 Organisational Integration and CBMA’ performance 3.2.4.2
Organisational integration is a crucial factor, which not only determines the interaction 
and coordination processes of two parties involved in CBMA, but also impacts the 
overall success (Haspeslagh & Jemison 1991; Larsson & Finkelstein 1999). Therefore, 
poorly managed organisational integration is unlikely to contribute to substantial 
benefits and expected performance. After a deal is closed, the degree of interaction 
(Datta 1991) and relative coordination (Larsson & Finkelstein 1999) can determine the 
quantity and quality of organisational integration and further impact on CBMA 
performance. Birkinshaw et al. (2000) conducted case study research on three CBMA 
undertaken by Swedish MNCs and examined how task integration and human 
integration impact on CBMA performance. The authors further pointed out that all of 
these integrations impacted on CBMA performance: the satisfied task integration 
promoted the interaction of joining units, while the smooth human integration processes 
enhanced the coordination and interdependency of joining parties. Thus, the following 
hypothesis is proposed between organisational integration and CBMA performance. 
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Hypothesis 2. The better the organisational integration, the greater the overall 
performance of Chinese CBMA 
 
 Cultural resistances and CBMA performance 3.2.4.3
Cultural resistances has been defined as a the social side issues and various ‘social’ 
factors that impact on the overall success of CBMA, such as cultural clash, cultural 
distance and human resource problems (Zhou, S & Huang 2012).  Numerous studies 
have concluded that the degrees of cultural differentiation were frequently associated 
with poor CBMA performance (Björkman, Stahl & Vaara 2007; Teerikangas, S. & Very 
2006; Williamson, McGregor & Archibald 2010). Such conclusions are reasoned by the 
effect of cultural issues on CBMA practices, such as cultural clash, distance and 
resistance. More specifically, from an organisational view, cultural differences should 
be avoided when managing CBMA, as the target’s culture is blended with acquirer’s 
cultural preferences (Larsson & Lubatkin 2001), and thus may have a dysfunctional 
impact on the overall operational practices (Homberg, Rost & Osterloh 2009). From an 
economic perspective, the greater the cultural differences between joining parties, the 
higher the integration costs needed to handle such differentiations, thus decreasing the 
ultimate economic result of CBMA. (Larsson & Finkelstein 1999).  
 
All of these negative effects resulting from cultural resistances could bring lower co-
operation, increase managerial risk and decrease financial success between joining 
parties (Angwin 2001; Sarala & Vaara 2010; Zander & Zander 2010). Strongly related 
to this conclusion, Chatterjee et al.(1992) found that the value creation of CBMA is 
negatively associated with the degree of cultural differentiation. The authors examined 
how cultural resistance, differences and tolerance of multiculturalism impact on 
shareholder value through undertaking a questionnaire with 40 firms who participated 
in related CBMA. Results indicate that, there is a strong negative relationship between 
perceptions of cultural differences and shareholder gains, and the overall CBMA 
performance can decrease when cultural resistance is greater. Moreover, Very et al. 
(1996) found that the cultural differentiations can cause accumulative stress, which is a 
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key obstacle that can disrupt CBMA performance. In China’s context, researcher (Sun, 
X & Ding 2012) argued that the cultural differences in CBMA have caused nearly half 
of their transactions to underperform. Therefore, a stream of research has specifically 
shown that a higher degree of cultural resistance has a negative impact on CBMA 
performance, thus the following hypothesis is proposed: 
 
Hypothesis 3. The greater the degree of cultural resistance, the lower the overall 
performance of Chinese CBMA 
 
 Moderating effects 3.2.4.4
The influence of firm’s ownership type on Chinese CBMA performance  
As discussed in Section 3.2.3, institutional influences and constraints are featured as 
‘background’ conditions in existing CBMA research. They not only impact on the 
strategic behaviour of MNCs, but also influence their subsequent CBMA performance 
(Gao, L et al. 2010; Porter 1998). Ownership as the representative and concentrated 
expression of institutions has been highlighted in many studies (Cui, L & Jiang 2009, 
2010; North 1990; Zhang, Jianhong, Zhou & Ebbers 2011). Different types of 
ownerships are outcomes of institutional arrangements (Ju & Zhao 2009), which may 
suffer different institutional constraints (Dikova, Desislava, Sahib & Van Witteloostuijn 
2010). In the context of China, based on the ownership theory, China’s institutions 
(formal and informal) and political constrains can be well represented by its 
organisational ownership structures, in terms of SOEs and POEs. Obviously, the 
embedded structural and institutional differences within Chinese SOEs and POEs have 
largely influenced their ways of dealing with CBMA and thus impact on their ultimate 
performance. Chinese SOEs characteristically have a longer history, are usually larger 
in size, laden with richer resources and more complex but have inefficient management 
(Peng, Tan & Tong 2004) compared with their private counterparts. They accounted for 
81% of CBMA that are driven by the need to support the dynamic increase of domestic 
demand, particularly in energy, natural resources and advanced technology (Lee, C 
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2011). Their motivations, management style and decision-making can be controlled and 
monitored by Chinese authorities such as the State-Owned Assets Supervision and 
Administration Commission (SASAC) to fulfil domestic developmental goals. In 
contrast, Chinese POEs have shorter life-spans, smaller size, tight budgets, limited 
resources but more efficient management (Perkins 1994). Their motivations for 
engaging in CBMA are to access overseas markets, diversify products, absorb 
technologies and ultimately enhance overall competitiveness (Huang, X & Austin 
2011). Therefore, the vast institutional differences between Chinese SOEs and POEs 
have great impact upon their CBMA, and extensively moderate the relationships 
between different antecedents and overall performance. 
 
Empirical findings support these arguments. Dikova et al. (2010) examined 2,389 
CBMA that happened between 1981 and 2001, and concluded that institutions have a 
moderating effect throughout CBMA. Meanwhile, Zhou et al. (2009) explored the 
success factors of Chinese CBMA undertaken between 1982 and 2009, and treated the 
ownerships as an institutional factor which moderated their overall success. Therefore, 
the institutions, and thus ownership type, have a moderating effect on CBMA. 
Moreover, under circumstances of the same CBMA project, both types of enterprises 
(SOEs and POEs), have equal potential to gradually realise the pre-set combination 
benefits and various potentials, while the degree of institutional influence (via 
government intervention, formal and informal regulation and internal policies), can 
realise these potentials differently and thus have diverse outcomes. 
 
Considering the dominant role of the Chinese government in the decision-making of 
Chinese SOEs, the managerial activities are more likely to reflect the national interest. 
Thus the executives in Chinese SOEs need to obey various controls and rules from the 
government. The high level of governmental participation and substantial intervention 
has made SOEs inflexible in choosing, examining and dealing with target firms, even 
sometimes abandoning self-benefit to fulfil the government requirements (Xie, H 2009). 
Meanwhile, due to institutional considerations, the strategic combination benefits 
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constituted by various potential synergies, such as operational, collusive and 
managerial (Larsson & Finkelstein 1999), cannot be eventually realised by Chinese 
SOEs. In the case of acquiring Korean SsangYong motor company in 2004, Shanghai 
Automotive Industry Group Corporation (SAIGC) has suffered substantial losses. One 
of the key reasons for this was the company’s inherently inflexible mechanisms caused 
by institutional issues. President of SAIGC, Mr. Hu pointed out that, when dealing with 
CBMA, like most Chinese SOEs, SAIGC exposed significant problems in government 
intervention and inflexible mechanisms which have far ranging impact on their 
subsequent outcome (Cheng, Y 2011). Therefore, the negative effect of institutional 
constraints has limited Chinese SOEs in managing their CBMA. Inflexible mechanisms, 
coupled with a high level of government intervention, have greatly interfered with their 
overall performance. 
 
A similar case of Chinese CBMA in the overseas automotive industry, Chinese POE- 
Geely Holding Group successfully acquired Volvo in 2009. The chairman of Geely, Mr. 
Li commented that ‘compared with Chinese SOEs, we are more flexible in our 
mechanisms and more innovative in managing CBMA’ (CBN 2011). Therefore, 
Chinese POEs with less government intervention are more flexible when conducting 
CBMA, and thus they can better realise different strategic potentials and more easily 
convert strategic combination benefits into performance. In summary, the ownership 
type of Chinese MNCs has a moderating effect between strategic combination benefits 
and overall performance, while the relationship is weaker in Chinese SOEs compared 
with POEs given the high level of instructional interference. Thus following hypothesis 
is proposed: 
 
Hypothesis 4a. The relationship between strategic combination benefits and Chinese 
CBMA performance is moderated by the ownerships of Chinese MNCs. Specifically, the 
relationship between strategic combination benefits and CBMA performance is weaker 
in SOEs than POEs. 
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Regarding organisational integration, compared with Chinese POEs, SOEs have 
different functional and technological ways to conduct post-transaction integration 
management. However, their activities may be limited. They may have to adjust their 
managerial and operational activities to comply with national and political institutions 
and even have to get approvals from supervisory authorities when making decisions. 
All of these embedded institutions have created inflexible managerial mechanisms and 
inefficient operational practices for Chinese SOEs thus decreasing the efficiency of 
conducting organisational integration. In contrast, Chinese POEs have a simple 
organisational environment and fewer institutional and political interventions, and can 
be more flexible and efficient in conducting post-transaction integration. For example, 
after completing CBMA, a majority of POEs can engage in downsizing and 
restructuring both joining parties to enhance efficiency and ultimately improve overall 
performance. However, due to the overloaded hierarchy of Chinese SOEs, some of the 
redundant departments, such as the party committee, and specific personnel, due to a 
strong ‘Guan Xi’ with head authorities, may not be downsized or sacked. Therefore, the 
ownerships of Chinese MNCs can influence the relationship between organisational 
integration and overall performance, while the relationship could be weaker in Chinese 
SOEs compared with POEs when considering the efficiency of implementing 
organisational integration. Thus following hypothesis is proposed: 
 
Hypothesis 4b. The relationship between organisational integration and Chinese 
CBMA performance is moderated by the ownerships of Chinese MNCs. Specifically, the 
relationship between organisational integration and CBMA performance is weaker in 
SOEs than POEs. 
 
Finally, the relationship between cultural resistances, such as cultural differentiations 
and distance, and performance of Chinese CBMA, can also be moderated by enterprise 
ownership type, while the degree of the moderating effect varies in Chinese SOEs and 
POEs. Tsui et al. (2006) stated the characteristics of Chinese SOEs are ‘highly 
personalised bureaucracy, with weak inter-functional coordination and little 
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technocratic specialisation’ (p. 1134). Therefore, inherently hard-to-deal-with firm-
specific cultures, coupled with inflexible and hard-to-change management styles have 
led them to passively deal with cultural resistance and struggle to conduct cultural 
sharing. However, Chinese POEs and their executives are more flexible in learning 
cultural differentiations and more active in accepting cultural sharing. Thus compared 
with Chinese SOEs, POEs can handle cultural resistance more effectively. Therefore, 
the ownership type of Chinese MNCs has a moderating effect between cultural 
resistances and CBMA performance, while the relationship is stronger in Chinese SOEs 
compared with POEs given the social constrains in ineffectively handling cultural 
resistances. Thus following hypothesis is proposed: 
 
Hypothesis 4c. The relationship between cultural resistances and Chinese CBMA 
performance is moderated by the ownerships. Specifically, the relationship between 
cultural resistances and CBMA performance is stronger in SOEs than POEs. 
 
The influence of firm-specific resources and competences on Chinese CBMA 
performance 
In addition to institutions, the Chinese MNCs’ organisational resources and 
competences are all marked crucial factors which significantly impact their CBMA 
(Huang, X 2011). In the context of China, although Chinese MNCs have been 
anxiously pushed by government to engage in internationalisation in recent decades, the 
majority of them are inexperienced and lack the necessary capabilities to handle such a 
rapidly expanding CBMA. On one hand, due to the short history of participating in 
overseas markets, most Chinese companies are short of the necessary professional and 
managerial skills, and even confidence when undertaking CBMA (Wyk 2009a). On the 
other hand, Chinese MNCs with different firm sizes have diverse abilities to access 
various resources, such as financial resources, human resources and managerial 
resources, when conducting CBMA (Ju & Zhao 2009). For example, when venturing 
overseas, large-sized Chinese MNCs can better conduct, manage and control their 
CBMA. They not only have experience in internationalisation, but also can rely on their 
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monopolistic position in China’s domestic market to access various prioritised 
resources and receive substantial support from the government. By contrast, small-sized 
Chinese MNCs often do not have sufficient capabilities and experience to handle large 
CBMA projects (Ju & Zhao 2009; Peng, Tan & Tong 2004; Zhang, Jianhong, Zhou & 
Ebbers 2011). Empirical research has confirmed this argument. For example, Zhang et 
al. (2011) concluded that, compared with large-sized Chinese MNCs, small-sized 
MNCs did not develop well in the global market and have the features of ‘small in scale, 
weak in financing, and short in international business talents’ (p. 236). All of these 
resources and competence shortages have decreased the overall capabilities of small-
sized MNCs in managing CBMA and even achieving ultimate success. Therefore, 
considering Chinese MNCs’ organisational resources and competences, those 
embedded factors, such as firm size and internationalisation experience, have 
moderating effects on their CBMA performance. 
 
Regarding the strategic combination benefits, various strategic potentials may be 
realised widely given different organisational resources and competences. Although 
most Chinese MNCs lack resources and competencies in conducting CBMA, large-
sized Chinese MNCs may possess abundant resources and are more experienced in 
internationalisation than small-sized MNCs (Huang, X 2011; Qiang 2003). For 
example, some large-sized Chinese MNCs are long-standing specialists in 
international operations, such as Minmetals and Sinosteel (Huang, X 2011). These 
companies have sufficient resources and experience in dealing with CBMA, 
choosing target firms, managing post-transaction integration, and conducting 
cultural sharing. Therefore, they can better convert various pre-set potentials and 
expectations into ultimate performance, while small-sized inexperienced MNCs, 
such as Hanlong, may under-achieve various synergies and fail to realise those 
potentials (Yang, Z 2010). Therefore, organisational resources and competences have 
a moderating effect between strategic combination benefits and Chinese CBMA 
performance. Thus, the following hypothesis is proposed: 
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Hypothesis 5a. The relationship between strategic combination benefits and the 
performance of Chinese CBMA is moderated by organisational resources and 
competence. Specifically, the relationship between strategic combination benefits and 
CBMA performance is weaker in those MNCs with low level of international experience 
and resources than ones with the high level. 
 
The efficiency of implementing post-transaction organisational integration may vary 
depending on MNCs’ resources and competences. Large-sized Chinese MNCs equip 
a number of experienced executives and professionals, and hold abundant resources 
that can facilitate the process of organisational integration and often have greater 
opportunities in managing, co-operating and reconstructing subsidiaries. However, 
small-sized Chinese MNCs possess limited resources and experience in 
internationalisation and may have difficulties in implementing post-transaction 
integration and ultimately decrease overall performance. For example, due to a 
shortage in resources and internationalisation experience, especially in managing 
organisational integration, after TCL successfully acquired Alcatel and Thomson 
(television) in 2004, the new entities ‘T&A’ and ‘TTE’ are like ‘bottomless pits’ 
which suffered substantial losses of RMB 3.78 billion and 0.77 billion separately in 
less than one year (Yang, Z 2010, p. 25). Actually, the success of TCL’s 
organisational integration has been significantly hindered by its own limited 
experience. It could not fully promote competence transfer between Alcatel and 
Thomson to improve technological efficiency, or conduct activity sharing through 
functionally integrating their resources and restructuring different sectors to reduce 
costs (Yang, Z 2010).  Therefore, organisational resources and competences have a 
moderating effect between organisational integration and Chinese CBMA performance. 
Thus the following hypothesis is proposed: 
 
Hypothesis 5b. The relationship between organisational integration and the 
performance of Chinese CBMA is moderated by organisational resources and 
competences. Specifically, the relationship between organisational integration and 
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CBMA performance is weaker in those MNCs with low level of international experience 
and resources than ones with the high level. 
 
Finally, the ability to minimise the effect of cultural resistance may also vary 
depending on the  organisational resources and competences of Chinese MNCs. 
Large-sized and experienced Chinese MNCs can be effective and efficient in 
dealing with cultural issues: they have sophisticated human resources staff to hedge 
cultural resistance; they can put more funds in cross-cultural training to reduce such 
resistance; and they have sufficient resources in cultural learning and sharing to blend 
different cultures. In contrast, the inexperienced small-sized MNCs may not have 
sufficient human and financial resources to hedge complex cultural resistance. For 
example, in practically dealing with cultural issues, some Chinese MNCs prefer to 
impose their own corporate culture onto subsidiaries. This implementation requires 
strong financial background and more sophisticated mechanisms to achieve such 
cultural assimilation. However, other Chinese MNCs, such as TCL, do not have the 
necessary prerequisites to handle cultural resistances, and thus their performance has 
been affected by cultural resistances to some degree. Therefore, organisational 
resources and competences have a moderating effect between cultural resistances and 
Chinese CBMA performance. Thus following hypothesis is proposed: 
 
Hypothesis 5c. The relationship between cultural resistances and the performance of 
Chinese CBMA is moderated by organisational resources and competences. 
Specifically, the relationship between cultural resistances and CBMA performance is 
weaker in those MNCs with high level of international experience and resources than 
ones with the low level. 
 
3.3 Development of measurements for the constructs 
Table 3.1 shows the variables (along with coding items) and their definitions and 
references adopted in this thesis. Fifty-five measurements have been developed to test 
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the proposed hypotheses and conceptual framework. Most of these measurements are 
absorbed from the CBMA research of Larsson and his colleagues (1989, 1993; 1999; 
2001). A few additional measurements were included by considering the characteristics 
of Chinese CBMA, such as variable 46, 49 and 50. In order to maximise the amount of 
exacting information, and enhance reliability of information captured through selected 
case studies, most variables will be measured by the five-point Likert scale (Stahl et al. 
2011).  
 
All of these measurements will be coded according to the proposed coding scheme 
(Appendix 4.4). The proposed coding scheme (Appendix 1) has been designed to 
illustrate in detail the coding procedures, coding instruments and concepts and positions 
of each measurement for raters. More details about interrater reliability and validity of 
coding data have been illustrated in Chapter 3. 
 
3.3.1 Dependent variables  
Measuring CBMA performance 
Various research endeavours have evidenced that the majority of CBMA eventually 
failed and the mechanisms used to evaluate their performance were fuzzy (Frensch 
2007). Based on literature review in Chapter Two, these measurements can be classified 
into two categories under different rationales (Hogan & Overmyer-Day 1994):  
 
 Objective measurement is an unbiased indicator which analyses external 
information and objectively focuses on evaluating financial performance, for 
instance, accounting-based and stock-based measurements. However, it merely 
relies on financial success or failure while ignoring different factors and affecting 
variables (Ferguson, S 2003; Hogan & Overmyer-Day 1994).  
 Subjective measurement captures internal information from target firms or 
executives, and ideally investigates successful results and relative issues of cross-
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border M&A independently (Frensch 2007). Although this measurement can 
investigate the relationship between different factors and performance, it may 
decrease the reliability of research and suffer bias from respondents.  
 
These two types of measurement have their own benefits and disadvantages, while few 
researchers have combined these methods together (Datta 1991; Kitching 1967). The 
past objective survey based research on CBMA has exposed several drawbacks: (1) 
Participating firms are reluctant to disclose objective data of controlled foreign 
subsidiaries, thus information is not available for conducting objective measurements 
(Brouthers, KD 2002); (2) Considering the multinational nature of CBMA, the 
objective measurements may also suffer errors from translation, accounting practices 
and reporting differences (Brouthers, LE, Brouthers & Werner 1999; Larsson 1993; 
Larsson & Finkelstein 1999).  
 
In contrast, when objective measurements are not available or inadequate for 
conducting substantial research, subjective measurements are preferred, which can 
capture the first-hand information (Anderson 1990), and investigate crucial issues 
inside CBMA by evaluating non-financial performance (Brouthers, KD & Brouthers 
2000). More specifically, subjective measurement can assess whether the performance 
goals have been realised in progress by matching the present achievement with the pre-
set goals (Anderson 1990; Brouthers, KD 2002). Although subjective measurement 
may suffer bias from respondents, well-designed research can substantially increase its 
reliability and credibility and avoid these shortfalls. Therefore, the subjective non-
financial measurements can evaluate the success or failure of CBMA by checking the 
progress of achievement instead of objectively measuring the potentially inaccurate 
financial data.  
 
Several studies suggested employing subjective non-financial data when evaluating 
CBMA performance (Brouthers, KD 2002; Brouthers, LE, Brouthers & Werner 1999; 
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Larsson 1993; Larsson & Finkelstein 1999). Therefore, considering the above 
discussion, this thesis evaluates Chinese CBMA performance (variable 54) by 
combining the results of synergy realisation suggested by Seth (1990), Larsson & 
Finkelstein (1999), and performance evaluation (Ellis, Reus & Lamont 2009). 
 
3.3.2 Independent, moderating and control variables 
Strategic combination benefits (variable 57) will be measured by the average of 
respective combination potentials, and other similarity and complementarity 
measurements (variable 1, 3, 5, 7…27). All items are borrowed from Lasson and 
Finkelstein (1999) and will be coded on five-point Likert scale.  
 
Organisational integration will be measured by the average of initial integration plan 
(variable 28), operational interaction (variable 29), coordinative efforts (variable 30) 
and speed of integration process (variable 31).  Variable 29 and 30 are borrowed from 
Lasson and Finkelstein (1999), and other two variables are incorporated due to the 
importance in influencing post-transaction integration from recent CBMA studies 
(Homburg & Bucerius 2006).   
 
Cultural resistances will be measured by the average of cultural distance (variable 32), 
cultural clash (variable 33), management style differentiation (variable 34), resistance 
before acquisition (variable 35), overall employee resistance(variable 36), and deduct 
archived acculturation(variable 37). All items are borrowed from Lasson and 
Finkelstein (1999) and will be coded on a five-point Likert scale.  
 
Moderating variables 
As discussed in Section 3.2, the firm’s ownership has been treated as the representative 
of exposed formal and informal institutions and institutional arrangements. The type of 
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ownership, POEs and SOEs, has been frequently used in literature to evaluate the 
institutional factors that influence Chinese CBMA. For example, Zhou et al. (2012) 
assessed the institutional factors’ impact on Chinese M&A performance. Authors 
classified Chinese acquirers by ownership types, in terms of SOEs and POEs, and used 
dummy variables to evaluate their differences.  
 
Based on above argument, in this thesis the variable, institutions, will be measured by 
different types of ownership, in terms of Chinese POEs and SOEs (total private control 
or dominated control by Chinese government). Dummy variables will be adopted to 
represent the ownership categories (Chinese SOEs=1, Chinese POEs=0) (Ju & Zhao 
2009; Zhou, B et al. 2012). 
 
Organisational resources and competences will be measured by the average of the 
acquirer’s prior combination of experience, age in internationalisation, and relative 
firm size (Geoffrey Love & Nohria 2005; George 2005; Lin, Yang & Arya 2009). 
Specifically, the first two measurements assess firms’ competences in conducting 
CBMA through calculating the number of CBMA deals that have been completed in the 
past five years before conducting the focal acquisition that is identified in this thesis, 
and the total years of conducting internationalisation (Brouthers, KD 2002; Larsson 
1989; Straub 2007).  
 
The last measurement evaluates firms’ resources that could influence CBMA 
performance through considering its relative size. Hitt et al. (2000) in their study stated 
that the ‘total number of employees is often highly correlated with total annual 
revenues’ (p. 457) and thus is a good predictor to evaluate firm size and how many 
resources a firm owned. Moreover, in evaluating firm-specific resources, Lin, Yang and 
Arya (2009) stated the firm size, measured by the number of employees, could avoid 
the potential inaccuracies of accounting evaluation and translating the prices of stock 
and currency values. Therefore, in this thesis, the relative size will be measured by the 
total number of acquirer’s employees. All three dimensions for measuring 
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organisational resources and competences will be coded on a five-point Likert scale.  
 
Control variables 
Five control variables have been included in this case-survey study. Previous research 
pointed out that Chinese CBMA have different characteristics in industrial distributions 
(Accenture 2010; Huang, X & Austin 2011; Lee, C 2011; Tian, Yi 2010) and before and 
after the financial crisis happened in 2009 (Chen, J 2011; Li, J. 2013; Wan, William P. 
& Yiu 2009; Yang, M 2009). Therefore, this study controlled for: (1) three subsidiary 
variables in industry classification that Chinese CBMA involved: primary industry (1 if 
Chinese CBMA deals in primary industry), manufacturing industry (1 if Chinese 
CBMA deals in manufacturing industry) and other industry (1 if Chinese CBMA deals 
in other industry which exclude primary and manufacturing industry). (2) Chinese 
CBMA completed before and after January 1, 2009, which measured the impact of the 
financial crisis that happened in late 2008 (1 if after 2009) (Dreher 2013; Li, J. 2013; 
Zhou, S & Huang 2012). 
 
Table 3.1 The summary of theoretical and operational definitions of coding items 
and variables  
No. Items Theoretical and operational definitions References 
Items measure Strategic Combination Benefits  
1 2 
Consolidated 
Purchase 
Reduce purchase price/cost per unit. 
(Larsson 
1989; 
Larsson et al. 
1998; 
Larsson & 
Finkelstein 
1999; 
Larsson & 
Lubatkin 
2001) 
 
3 4 
Consolidated 
Production  
Reduce production cost per units. 
5 6 
Consolidated 
Marketing  
Reduce marketing cost per unit (like 
integrated sales force with fewer employees). 
7 8 
Consolidated 
Competitor  
Increase market power by reducing 
competition and being able to command 
higher prices (without losing corresponding 
volume). 
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9 10 
Consolidated 
Administration  
Reduce administration overhead per unit 
(like elimination of duplicated head-offices). 
11 12 
Consolidated of 
Supplier or 
customer  
Reduce transaction cost per unit (like 
elimination of intermediate storage, 
marketing and purchasing). 
13 14 
Access to new 
geographic 
markets  
Access into new markets through CBMA 
would increase sales. 
15 16 
Cross-selling of 
complementary 
products to joint 
customers 
The complementary products of joining 
parties could be cross sold to joint customers 
in order to increase sales. 
17 18 
Transfer of existing 
knowhow  
The existing knowledge and knowhow 
(R&Ds, technology and other knowledge) 
would be transferred between joining parties 
to manage their operations more effectively. 
19 20 
Creation of new 
knowhow  
Measure the additional  knowledge and 
knowhow (R&D, technology and other 
knowledge) would be created and innovated 
to manage its operations more effectively  
21 22 
Other explicit 
synergetic benefits  
Measure the additional and significant 
synergetic benefits discussed in the case 
studies (e.g. financial synergy create 
additional benefits to joining parties). 
23 
Estimate the degree 
of customer 
similarity between 
joining parties 
Customer similarity measures the degree of 
customer similarities in tastes, interests or 
purchase behaviour. In this case, the joining 
parties would share customer resources and 
cooperate together to boost strategic 
combination benefits.  
24 
Estimate the degree 
of competitor 
similarity between 
joining parties 
The greater the competitor similarity, the 
smaller the overlapped competing zone will 
be and thus the joining parties would better 
compete together to gain additional benefits. 
25 
Estimate the degree 
of geographical 
market similarity 
between joining 
parties 
The geographical market similarity measures 
the degree of similarities of joining parties’ 
operational markets. In this case, if they have 
an overlapping market zone, the overall 
transport cost would be reduced. 
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26 
Estimate the degree 
of complementarity 
in marketing 
capabilities of 
joining parties 
The complementarity of marketing 
capabilities would be transferred between the 
joining parties. In this case, this kind of 
complementarity would be transferred to 
increase cooperation and thus increase sales. 
27 
Estimate the degree 
of production 
similarity and 
complementarity of 
joining parties  
The high and low degree of production 
relatedness between joining parties. In this 
case, the degree of similarity and 
complementarity of productions could 
increase operational cooperation and reduce 
costs. 
Items measure Organisational Integration 
28 
Estimate extent of 
established initial 
integration plan  
The outstanding integration plan which 
guides the following integration activities 
plan, would improve the overall effectiveness 
of organisational integration.  
(Dikova, 
Desislava, 
Sahib & Van 
Witteloostuijn 
2010; 
Homburg & 
Bucerius 
2006; 
Larsson 
1989; 
Larsson & 
Finkelstein 
1999; Stahl et 
al. 2011) 
 
29 
Estimate the amount 
of operational 
interactions 
between joining 
firms 
The operational interactions measured the 
total amount of activities happened in 
operationally integrating firms in regards to 
transfer products, facilities and resources 
between joining parties (for example, 
operational activities, managerial activities 
and restructuring). 
30 
Estimate the degree 
of coordinative 
efforts between 
joining firms 
The coordinative efforts are implemented to 
improve synergy realisation through 
adjusting the operational interactions 
between parties. In the operational sense, it 
can be measured by estimate the degree of 
how much coordination mechanisms are 
used. For example, the joining firms use 
transition teams, special control mechanisms 
and systems, integration plans, staff exchange 
and etc. 
31 
Estimate the speed 
of the integration 
process 
The higher speed of integration would 
somehow reflect the effective of operational 
integration. In this case, it is measured by 
how fast the intended degree of operative 
integration and change were achieved after 
the legal combination. 
Items measure Cultural Resistances 
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32 
Estimate the degree 
of perceived 
cultural distance 
between China and 
target firm’s country 
The high cultural distances, such as 
difference in norms, value, habits, 
behaviours, business practices, 
organisational practice, way of 
communicating and relationships between 
people, could increase the difficulties of 
conducting cultural sharing and achieving 
acculturation, and thus increase the overall 
cultural resistances.  
(Hofstede, G, 
Hofstede & 
Minkov 
2010; 
Hofstede, GH 
1984) 
33 
Estimate the degree 
of perceived 
cultural clash 
between joining 
parties 
The perceived cultural clash could be 
measured by the cultural disagreement 
between Chinese MNCs and target firms, 
such as different way of management focus, 
decision making process and 
communications.  
(Sarala & 
Vaara 2010) 
34 
Estimate the degree 
of management 
style differentiations 
between the joining 
firms 
The degree of management style differences 
measures the degree of formality, operational 
style and other dimensions emphasised in the 
case statements. 
(Datta 1991; 
Larsson & 
Finkelstein 
1999) 
35 
Estimate average 
resistance before 
acquisition 
This measures the degree of overall 
employees’ resistances against the 
combination before its legal finalization. 
(Larsson & 
Finkelstein 
1999; 
Larsson & 
Lubatkin 
2001; Stahl, 
Kremershof 
& Larsson 
2004) 
36 
Estimate the degree 
of overall employee 
resistance between 
the joining firms 
after legal 
finalisation, which 
measures the degree 
of employee’s 
opposition to the 
integration. 
This measures the degree of overall 
employees’ opposition to the operational 
integration. For example, passively share 
their culture and meanings, the hostility to 
the acquisition, force against the wills to 
make change, resist acculturation and other 
dimensions emphasised in the case 
statements.  
(Larsson & 
Finkelstein 
1999; 
Larsson & 
Lubatkin 
2001) 
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37 
Estimate the level of 
archived 
acculturation  
The acculturation is the opposite of cultural 
clash, and it was defined as the development 
of jointly shared meanings fostering 
cooperation between the joining firms 
towards the end of the studied integration 
period. In this case, the more remaining 
cultural clash between the Chinese MNC and 
acquired firm, the less acculturation has been 
archived. 
(Larsson & 
Finkelstein 
1999; 
Larsson & 
Lubatkin 
2001) 
Items measure Organisational resources and competences  
38 
Estimate prior 
combination 
experiences of the 
acquiring firm  
The prior combination experiences of 
acquiring firm have been evidenced positively 
related to the success of later acquisition 
activities. In this case, the combination 
experiences are measured by the number of 
CBMA during the last five years before the 
focal acquisition that Chinese MNCs have 
completed.  
(Brouthers, 
KD 2002; 
Larsson 
1989; Straub 
2007; Zhou, 
B et al. 2012) 
39 
Estimate the firm 
age in 
internationalisation 
The CBMA’ successes have been tested 
positively related to firms’ prior 
internationalisation experiences. In this case, 
the firm ages in internationalisation is 
measured by the total years which MNCs 
have conducted overseas investments.  
40 
Estimate the 
relative size of 
acquirer   
The acquirer’s relative size is tested highly 
and positively correlated with total revenue 
and post-transaction performance in CBMA 
research (Hitt, MA et al. 2000). In this case, 
the relative size is measured by the number of 
acquires’ total employees, and this 
measurement could avoid the potential 
inaccuracy of accounting evaluation and 
translating the prices of stock and currency 
values (Lin, Yang & Arya 2009). 
(Geoffrey 
Love & 
Nohria 2005; 
George 2005; 
Lin, Yang & 
Arya 2009) 
Items measure CBMA performance 
41 
Estimate financial 
performance at the 
end of the 
This measured the financial positions of 
joining firms having been better or worse off 
without CBMA by the information stated in 
(Ellis, Reus 
& Lamont 
2009; Huang, 
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interaction period  the case studies. X & Zhou 
2012; 
Larsson & 
Lubatkin 
2001) 
42 
Estimate the 
operational 
performance of the 
joint firm affected 
by the combination 
This measured the total operational and sales 
improvements towards the end of case 
studies.  
(Larsson & 
Finkelstein 
1999; 
Larsson & 
Lubatkin 
2001) 
Other items (descriptive information) 
43 
Estimate the actual sold off share of the acquired firm during the 
studied integration period. 
(Larsson 
1989; 
Larsson et al. 
1998; 
Larsson & 
Finkelstein 
1999; 
Larsson & 
Lubatkin 
2001) 
44 
Estimate the leading motive for the future of the remaining parts of 
the acquired firm (i.e. not sold off). 
45 
Industry of Chinese CBMA.  
(1=Primary industry, 2=Manufacturing industry, 3= Other industry) 
46 
Location/country of Chinese CBMA.  
(1=Emerging country, 0= Developed country) 
47 
Time of complete Chinese CBMA. Acquisition happened before, 
during and after financial crisis (09/2008-12/2009).  
(1=After 2009, 0=Before 2009) (Dreher 2013) 
48 
Estimate the leading motive of the acquiring firm for the future.  
(1= sell most of it off, 2= keep as an investment for its own return 
without any significant interaction, 3= create synergies 
(benefits)from, 4= Balanced mix of two or 3 of the motives above) 
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49 
Ownership type of acquirer (institutional proxy).  
(1=SOEs, 0= POEs) 
(Cui, L & 
Jiang 2010, 
2012; Huang, 
X & Zhou 
2012; Zhou, 
B et al. 2012) 
50 
Integration Approach.  
(1=Preservation, 2= Symbiosis, 3=Absorption) 
(Haspeslagh 
& Jemison 
1991; Tarba 
& Weber 
2011; Zhou, S 
& Huang 
2013b) 
 
Calculation variables 
51 Overall SCB =Items (1+3+5+7+9+11+13+15+17+19+21+22+23+24+25+26+27)/17 
52 Overall OI= Items (28+29+30+31)/4 
53 Overall Cultural Resistance= Items (32+33+34+35+36-37)/6 
54 
Overall performance = (synergy realisation + performance evaluation)/12 =  
Items [ (2+4+6+8+10+12+14+16+18+20) + (41+42)]/12 
55 Resources and competences = Items (38+39+40)/3 
 
The measurements and variables listed in Table 3.1 will be taken into account in this 
thesis, particularly in the case-survey study (in Appendix 7).  
 
3.4 Summary 
This chapter systematically develops an integrative conceptual framework to explain 
Chinese CBMA performance by integrating the Western ‘context-free’ model with 
China’s specific ‘context-embedded’ factors. The concepts of the constructs in this 
framework were defined. Nine hypotheses that describe the relationships of three 
determinants and two moderating factors with Chinese CBMA performance were 
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discussed and proposed. Finally, measurements of each construct in this framework are 
developed and presented.  Next chapter presents the research methodology and research 
design of this thesis. 
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CHAPTER 4 RESEARCH METHODOLOGY 
4.1 Introduction  
This chapter presents the research methodology of this thesis. As discussed in Chapter 
One, there were three major research objectives in this thesis. The first objective, which 
is the most important one, is to investigate the key antecedences and moderating factors 
that influence Chinese CBMA performance. The second and third objectives are to 
further explain how these identified mechanisms influence the performance and explore 
additional new insights. To addresses these three research objectives and answer 
research questions, a mixed method design with a two-stage explanatory sequential 
design is adopted. Specifically, in the first stage of research, a quantitative case-survey 
approach is used to test proposed hypotheses and address the first objective. In the 
second stage of research, the qualitative multiple case studies approach is adopted to 
elaborate how these mechanisms impact on performance and explore new findings of 
this research.  
 
This chapter is organised as follows. Section 4.2 overviews the two-step research 
design and discusses the rationales of methodological selection. Section 4.3 focuses on 
the case-survey method and design, where six rigorous steps in conducting case-survey 
are described in detail. Section 4.4 outlines the multiple case studies method and design 
that covers a detailed account of the multiple case studies method, case selection, data 
collection method, data analysis techniques, and reliability and validity issues.  
 
This research project received ethical approval from Business College Human Ethics 
Advisory Network (BCHEAN) at RMIT University with the reference number of 
1000459.  
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4.2 Research Design  
An appropriate methodology for a research project would have its own underlying 
objectives, informing the nature of the questions and theoretical framework (Zalan & 
Lewis 2004). In order to fulfil a range of research dimensions, a research design, which 
provides a basic research framework and demonstrates research process, is required. 
Broadly, an appropriate research design can ‘ensure that the evidence obtained enables 
us to answer the initial question as unambiguously as possible’ (De Vaus 2001, p. 9). 
There are two broad types of research designs, exploratory research and conclusive 
research, which can be further classified into descriptive research and causal research 
(Bryman & Bell 2007; De Vaus 2001). More specifically, the conclusive research is 
usually employed when the research problem is precisely defined and requests to 
identify the causal connections and relationships among variables (Bryman & Bell 
2007). However, if the problem is vague, unclear and needs to be explored because of 
its ambiguous nature, the exploratory research method is more appropriate. Exploratory 
research is often qualitative in nature, and is usually employed to develop concepts to 
generate new theory from exploration, while conclusive research is often quantitative 
and tests the developed hypotheses (Bryman & Bell 2007; Silverman 2000, 2005, 2010; 
Stahl et al. 2011). Therefore, the research design serves the particular research 
objectives and thus may vary in different research themes.  
 
Both qualitative and quantitative methods have their own drawbacks that have been 
extensively argued for a long time (Yin, Robert K. 2014). More specifically, relying on 
the quantitative approach may miss first hand and in-depth findings, while the 
qualitative approach could also face the problem of finding generalisation. Therefore, 
to generate high quality research, it is highly recommended to employ a mixed method 
design, which combines the conclusive and exploratory research designs with 
quantitative and qualitative methods when the research objectives are sensitive, 
complicated and specific (Hunt 1990).   
 
As discussed in Section 2.4, the combined research design, in terms of mixed method 
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design, has been recommended by multi-methodologists (Creswell 2014; Lieberman 
2005), particularly in conducting the dynamic, complex and multifaceted CBMA 
studies (Audrey 2013; Meglio & Risberg 2010). Creswell (2014) pointed out that the 
‘mixed methods research can permit the researcher to address more complicated 
research questions and collect a richer and stronger array of evidence than can be 
accomplished by any single method along.’ (p. 65-66). McMurray, Pace and Scott 
(2004) explained that integrating two approaches in one study could overcome their 
weaknesses, leverage their benefits through merging the multiple techniques to answer 
complex research questions, generate richer data, enhance theory building and 
hypothesis testing, and achieve inter-triangulation to improve the perception of accurate 
reality, knowledge and truths. 
 
According to the methodological literature, there are four major mixed method designs 
to serve complicated research objectives. They are convergent parallel design, the 
explanatory sequential design, the exploratory sequential design, and the embedded 
design (Creswell & Clark 2011). The characteristics of four mixed method designs are 
based on the priority, equality and sequence order of allocating quantitative and 
qualitative approaches in one complex study (Creswell & Clark 2011): (1) the 
convergent parallel design prioritises the quantitative and qualitative strands equally, 
independently implements them and then mixes results; (2) the explanatory sequential 
design implements the quantitative strand in the first stage to primarily test hypotheses 
and identify causal relationships among variables, and then conduct qualitative 
approach aiming to support, validate and explain the initial quantitative results; (3) the 
exploratory sequential design implements the qualitative strand first to collect and 
analyse qualitative data, and then conduct quantitative research to test or generalise the 
initial exploratory findings; (4) the embedded design is to nest an additional strand into 
a traditional quantitative or qualitative design to strength initial findings (p.70-72). 
 
The selection of these four types of designs is largely based on the particular research 
objectives and problems. As discussed in Chapter One, the key purposes of this thesis 
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are primarily to examine the hypotheses and then ‘use a qualitative strand to explain 
initial quantitative results’ (Creswell & Clark 2011, p. 82). Thus the explanatory 
sequential design would be the most appropriate research design. 
Given the research context in this thesis, there are three major purposes of adopting the 
explanatory sequential design in serving research objectives: 
 
First, this thesis aims to identify key determinants and moderating effects of Chinese 
CBMA performance, and thus the main interest is quantitatively oriented (Creswell & 
Clark 2011). Therefore, in the first stage of research, the adoption of a quantitative 
research approach that identifies the cause-and-effect relationships between factors and 
Chinese CBMA performance is appropriate. 
 
Second, this thesis aims to provide more detailed explanations about the broad patterns 
identified in the case-survey, particularly the roles of ownership and firm-specific 
resources and competences in Chinese CBMA. Therefore, in the second stage of 
research, the adoption of qualitative research approach that ‘explains the initial 
(quantitative) results in more depth’ is appropriate (Creswell & Clark 2011, p. 82).  
 
Third, Chinese CBMA tends to be dynamic and complex over the last decade, while 
existing literature on it is heavily reliant on Western mentalities and theories (Peng 
2012, 2013; Zhou, S & Huang 2012). Therefore, the second qualitative study also aims 
to explore new and context-specific insights to Chinese CBMA that was not identified 
so far.  
 
Therefore, a two-stage explanatory sequential design, which shows the sequential 
approaches of primary quantitative and then qualitative studies, has been reasonably 
adopted in this thesis.  
 
Chapter 4 Research Methodology 103 
 
 
As shown in Figure 4.1, in the first stage of research, the case-survey aims to test the 
proposed hypotheses which were developed in the Chapter 3, and answer research 
questions 1-3. The follow-up multiple case studies in the second stage of research aims 
to answer research questions 4 and 5, explain the identified mechanisms and explore 
new insights into Chinese CBMA.  
 
The following subsections discuss the rationales of quantitative and qualitative method 
selection, specifically the use of case-survey and multiple case studies methods. 
 
4.2.1 Quantitative method selection consideration and case-survey  
In the first stage of research design, this thesis adopts case-survey method to 
quantitatively test the developed hypotheses. There are two reasons for selecting the 
case-survey method rather than a questionnaire survey method in the primary 
quantitative research. First, CBMA is a sensitive topic to Chinese MNCs, and thus 
Case-survey 
(Predominate) 
Multiple case 
studies 
(Supplementary) 
Test hypotheses and conceptual framework 
Six steps of conducting case-survey:  
1. Develop case selection criteria 
2. Collect cases and form case samples 
3. Design a detailed coding scheme 
4. Use multiple raters to code selected cases 
5. Measure interrater reliability and validity 
6. Quantitatively analyse coded quantitative data 
Validate and explore additional 
evidences  
Process of conducting multiple case 
studies: 
• Case collection 
• Data collection 
• Data analysis 
• Quality of case study research 
Figure 4.1 A two-stage research design 
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Chinese executives may not be willing to disclose more information and publicly share 
inside stories (Very, Philippe et al. 1997). Zhang, Yong (2008) in his book indicated that 
‘it is widely recognized that a questionnaire-based survey is a difficult task in China as 
many respondents are fearful of having their opinions written down’ (p. 11). Second, 
contact information, such as the names and email addresses of particular persons who 
are in charge of the CBMA deals, is extreme limited from public sources. Therefore, the 
difficulty in accessing sufficient Chinese companies to participate in a CBMA survey, 
coupled with the potential low response rate (Uhlenbruck 2004), meant the adoption of 
the traditional questionnaire survey was not practical in this case (Marschan-Piekkari & 
Welch 2011; Zhang, Yong 2008). 
 
Considering these situations, the case-survey would be appropriate for this first stage 
design. Larsson and Lubatkin (2001) pointed out that the case-survey approach, which 
allowed researchers to examine a large number of leading case studies and conduct 
cross-sectional analysis, was a fine-grained methodology. 
 
There are two major advantages of adopting case-survey in doing merger and 
acquisition research. First, case-survey is an inexpensive quantitative method because it 
could statistically test the patterns cross of prior empirical studies (Larsson 1993). 
Second, the case-survey method has been described as a ‘powerful’ method by Larsson 
and his colleagues (1989, 1993; 1998; 1999; 2001) because it can overcome several 
drawbacks from questionnaire and case study methods. Particularly, this method better 
serves the research design with a broader range of conditions and a complex nature, 
such as the sensitivity of conducting M&A research (Audrey 2013). For example, 
compared with single-level archival data of questionnaire survey, the case-survey could 
better grasp and explain the complex M&A processes by the multi-level data from 
leading case studies (Weber 2013). Therefore, rather than the nomothetic survey 
method, case-survey is more powerful in explaining a complex M&A study.  
 
The case-survey method in M&A research has also earned great praise from Professor 
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Kathleen Eisenhardt of Stanford University (Pablo & Javidan 2004). She pointed out 
that by using this innovative method, Larsson and colleagues (1989, 1993; 1998; 1999; 
2001) provided ‘key contributors and commonalities among successful M&A’ (Pablo & 
Javidan 2004, p. 4). Therefore, the case-survey method has been widely used in M&A 
research and can provide a critical eye to explain CBMA performance, test their 
relationships with different antecedents and thus contribute to a significant and in-depth 
research (Pablo & Javidan 2004). The detailed strengths of using case-survey in M&A 
research are reported in Appendix 1.   
 
4.2.2 Qualitative method selection consideration and multiple case study 
In the second stage of research design, this thesis adopts a multiple case study approach 
to explain the ‘the mechanisms or reasons behind the [quantitative] resultant’, in terms 
of the findings from the primary case-survey, and further explore additional insights to 
Chinese CBMA (Creswell & Clark 2011, p. 82). 
 
There are two reasons to select multiple case study in the second stage of qualitative 
research. First, in following up multiple case studies it could explain how the identified 
mechanisms influence Chinese CBMA performance and provide detailed explanations 
and evidence on the broad patterns in proposed conceptual model. Therefore, by 
assessing a few specific case studies, the prior case-survey findings as well as the 
identified mechanisms can be further explained (Byrne & Ragin 2009). 
 
Second, as discussed above, the current Chinese CBMA is unique and dynamic which 
is quite different to Western CBMA (Cui, L & Jiang 2012). In Chinese CBMA study, 
Liu and Woywode (2013) pointed out that the contextual characteristics of Chinese 
CBMA, are more specific and unique than Western CBMA, particularly the ownership 
considerations. Therefore, the multiple case studies also aims to explore new insights 
into Chinese CBMA, where the ‘boundaries between phenomenon and context are not 
clearly evident.’ (Yin, Robert K. 2009, p. 13). 
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Therefore, the second multiple case study research serves both explanatory and 
exploratory purposes in this thesis to explain the findings from the case-survey and 
explore additional new insights to Chinese CBMA. The following sections describe the 
steps involved in designing case-survey and multiple case studies.  
 
4.2.3 Sampling frame and considerations 
To guide sample design for both case-survey and multiple case studies research, this 
section reports a list of compiled Chinese CBMA deals that was used as the sampling 
frame and sampling criteria of this thesis. 
 
 Development of a sampling frame for Chinese CBMA deals 4.2.3.1
In this thesis, the population of Chinese CBMA deals should fulfil the following three 
selection criteria: (1) timeframe, (2) related CBMA, and (3) majority-owned by Chinese 
acquirers. 
  
Timeframe  
The chosen timeframe is between 2000 and 2011. As discussed in Chapter Two, 
Chinese MNCs and their process of conducting CBMA have been significantly 
influenced by the Chinese government and its policies and international trading 
agreements (Chen, Y. & Young 2010; Zhou, S & Huang 2012). Historically, Chinese 
companies started to venture overseas in the 1980s, while the major acquisition 
activities were undertaken by Chinese SOEs in some monopoly industries (Chen, Y. & 
Young 2010). Since the introduction of ‘Go Global’ policy by the Chinese government 
in 1999, Chinese firms including POEs were encouraged to invest overseas (Gubbi et 
al. 2010; Peng 2013). Starting from this point, hundreds of Chinese MNCs began their 
CBMA activities (Cui, L, Jiang & Stening 2011). On the other side, considering the 
complex organisational integration, the majority of MNCs needed at least two years to 
finish their post-transaction integration after a CBMA transaction was completed 
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(Larsson & Finkelstein 1999; Shimizu et al. 2004). Therefore, to reflect the most recent 
practice of Chinese CBMA, this thesis focuses on Chinese CBMA deals from January 
2000 to December 2011 only. 
 
Focus on related Chinese CBMA  
By considering the relatedness of CBMA, which determines the degree of closeness, 
economic similarity and the synergistic complementation of various resources and 
technologies between the joining parties, this thesis focuses on related CBMA deals 
completed by Chinese MNCs only. This was a crucial condition for the model 
developed in Chapter Three. More specifically, Larsson (1999) indicated that, 
compared with unrelated CBMA, the related CBMA could better reflect the synergistic 
potential and synergy realisation as many strategic combination benefits in resource 
sharing and competence transfer could be defined. Therefore, unrelated CBMA that 
often have relatively small scale strategic combination potential and fewer interactions 
between joining parties, are beyond the scope of this research.  
 
Majority owned by Chinese MNCs 
As shown in Figure 4.2, CBMA is an international growth strategy that is guided by 
OFDI theory (Wu, Z & Zhu 2010). In this strategy, the acquirer purchases part of, or all 
of, a target company’s shares, to control, combine and/or takeover the target company 
(Hubbard, N 2001; Investopedia 2011). In this thesis, merger deals have been excluded 
since only few merger transactions take place in Chinese CBMA (Peng, G 2009).  
 
The minority (controlling less than 50% of target shares) and majority (controlling 
more than 50% of target shares) ownership controls construct the overall acquisition 
deals in CBMA transactions. However, the acquirers’ power of managing the acquired 
firms depends on how many shares they hold (Hubbard, G & Beamish 2011). For 
example, an acquirer in minority control may suffer many limitations in managing the 
acquired firm, such as limited voting power. In contrast, an acquirer in majority control 
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OFDI 
Greenfields, Joint 
Venture and others 
CBMA 
Mergers 
Acquisitions 
Minority Control 
(Acquire 10% - 50% 
shares) 
Majority Control  
(Acquire more than 
50% shares) 
Unrelated 
acquisition
Related 
acquisition 
can hold a dominant position in the acquired firm and better conduct post-transaction 
integration, such as transferring knowledge and competences, and sharing of resources 
and activities. Therefore, only the deals that were majority controlled by Chinese 
MNCs were considered in this thesis.  
 
Sources: Zhou and Huang (2012), Brakman et al.(2006, p. 2), Brakman (2006) and Wu and Zhu 
(2010, p. 11) 
 
As discussed above, the sampling frame of this two-stage research has been defined as 
the related Chinese CBMA deals that occurred between 2000 and 2011 and were 
majority controlled by Chinese MNCs.  
 
 Compilation of a list for Chinese CBMA deals 4.2.3.2
To date, there was no official database of Chinese CBMA deals. Several semi-official 
organisations and reputable publications, such as the Chinese OFDI lists compiled by 
The Heritage Foundation, China Mergers & Acquisitions Association (CMAA) and the 
annual Chinese OFDI Statistical bulletin, gathered a small amount of Chinese CBMA 
information (Chen, Y. & Young 2010). This shortage has generated insufficient and 
unbalanced views on Chinese CBMA development, and also limited comprehensive 
Figure 4.2 The relationship between OFDI and majority control of related CBMA 
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Chinese CBMA research to academia. Therefore, to assist the sample design and reflect 
generalisation, a list of Chinese CBMA deals that meets the research criteria of this 
thesis has been rigorously compiled.  
 
The Zephyr Global M&A database, developed by Bureau Van Dijk (BVD), has been 
accessed to computerise the search of the relevant Chinese CBMA deals. This database 
is one of the most comprehensive and reputable databases that has been frequently used 
by many CBMA researchers (Platt 2006; Sari 2010).  
 
The search criteria developed in Section 4.2.3 was used to search CBMA deals in the 
database:  
 all Chinese CBMA deals completed between January 1, 2000 and December 31, 
2011 were selected;  
 all of those transactions that were majority controlled by Chinese MNCs were 
selected; and  
 all of those transactions that reflected the nature of related CBMA, that is, 
acquirer and target firms have the same first three digit Standard Industrial 
Classification (SIC) codes were selected (Francis 2006). 
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Table 4.1 The results of screening Chinese CBMA deals by Zephyr database 
 
<Zephyr Global M&A database>  Access date: 1/12/2012 
Input 1 
Timeframe of deals: 01/01/2000 to 31/12/2011 
Geography (include domestic M&A): 
Acquirer: Chinese company 
Target: All around the world 
Total deals 164,465 
Input 2 
Geography (exclude domestic M&A): 
Acquirer: Chinese company 
Target: All around the world (Except 
China) 
Total deals 2,530 
Input 3 
Final stake (majority control): Minimum 50% include unknown 
majority 
Total deals 1,110 
Input 4 
Deals status: Current complete , and exclude 
rumour deals 
Total deals 294 
Input 5 Relate Chinese CBMA: 
Both acquirer and target have same 
US SIC code (first three) 
Total deals 203 
 
Table 4.1 reports a total 203 Chinese CBMA deals that have been systematically 
screened by Zephyr database. Four other reliable and well-known databases, such as 
Thomson ONE database (The Worldwide Mergers and Acquisitions database), The 
Heritage Foundation, CMAA and Chinese OFDI statistical bulletins, have also been 
accessed and searched to cross-reference the results from Zephyr database. This 
increased the credibility and reliability of compiled Chinese CBMA list. Table 4.2 
reports the four databases that have been accessed in this thesis.  
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Table 4.2 Four databases for matching the screened deals  
Name of databases and sources 
1 Thomson ONE database (The Worldwide Mergers and Acquisitions database) 
2 The Heritage Foundation 
3 China Mergers & Acquisitions Association (CMAA) 
4 Chinese OFDI statistical bulletins (2004-2013) 
 
Only two additional Chinese CBMA deals were found. Therefore, a list that contains 
205 Chinese CBMA deals has been systematically compiled. These 205 deals, along 
with acquirer and target information, completion time and percentage of acquisition, are 
reported in Appendix 2.  
 
4.3 Case-survey design 
This section reports the research design and method of case-survey research in this 
thesis. The case-survey methodology has already been comprehensively reviewed and 
discussed in Chapter Two.  
 
Section 2.4.1.2 in Chapter Two analysed the methodology sections of seven leading 
case-survey studies and further found that the steps in conducting case-survey were 
different across them. For example, Bullock and Tubbs (1987) adopted nine steps, 
Larsson (1989) used twelve steps and Stahl et al.(2011) implemented six steps in 
conducting case-survey. However, some of these steps can be integrated and further 
reduced and simplified. For instance, both Bullock and Tubbs (1987) and Larsson 
(1989) treated the development of research questions as the first step. It could be argued 
that, in most case-survey studies, the research questions and hypotheses have already 
been developed prior to the research design. Thus this step is redundantly included into 
methodology part. Moreover, several steps in Larsson’s (1989) case-survey study 
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should be merged because they serve the same objectives. For example, in the post-
coding stage, the steps that measure interrater reliability, conduct discrepancy and 
resolution analyses all aim to improve coding quality, and thus those steps should be 
combined as one step. 
 
Figure 4.3 reports the flowchart of six steps to conduct a case-survey applied in this 
thesis. This thesis attempts to improve and simplify the case-survey steps. Six steps 
were adopted and implemented: (1) setting case selection criteria, (2) collecting cases 
and absorbing qualitative information from case studies, (3) developing the specific 
coding scheme, (4) employing multiple raters to code the case samples, (5) measuring 
interrater reliability and resolve coding discrepancies, (6) analysing the coded data 
(Larsson 1993; Larsson & Finkelstein 1999; Larsson & Lubatkin 2001; Stahl et al. 
2011). More specifically, steps one to four and six of this case-survey were adopted 
from the studies of Larsson and his colleagues (1989, 1993; 1998; 1999; 2001). Step 
five integrated the original steps of six to eight from Bullock and Tubbs’s (1987) 
research and also the steps of seven to ten from Larsson’s (1989) thesis. Additionally, in 
Step four, a detailed coding book that absorbed all useful information from coding 
materials was prepared and distributed to raters. This additional approach improved 
coding efficiency and reduced time to read the duplicate materials, and thus provided 
methodological recommendations to further case-survey research.  
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4.3.1 Step One: Developing case selection criteria 
The first step in conducting case-survey is to develop case selection criteria to assist 
further case collection. The sampling frame has been defined in Section 4.2.2, and thus 
all relevant empirical case studies reflect the identified Chinese CBMA deals 
(Appendix 2) should be considered as potential cases. Moreover, to cast a wide net for 
potential cases, all literature, such as research journals, books, conference papers and 
proceedings, doctorate dissertations and thesis, and etc., and relevant unpublished 
articles should be included based on the rigorous selection criteria (Stahl, Kremershof 
& Larsson 2004).  
 
For the sampling technique, the selection criteria for case samples need to be consistent 
with the research project (Ghauri 2004) and be able to be replicated by others to extend 
Develop research 
questions and 
hypotheses 
(Chapter 1 and 3) 
Compile a Chinese 
CBMA list 
(Section 4.2.3.2) 
① 
Establish case 
selection criteria 
② 
Collect the cases 
③ 
Develop coding 
scheme 
④ 
Use multiple raters to 
code selected cases 
⑤ 
Measure reliability 
and resolve coding 
discrepancies 
⑥ 
Analyse data 
(Chapter 5) 
Report result 
(Chapter 5) 
Figure 4.3 The six steps of conducting case-survey research 
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the theory (Yin, Robert K. 2009). Therefore, to screen (criterion sampling technique) 
eligible cases, the following specific criteria was applied:  
 
 Contains at least two page description of Chinese related CBMA in either Chinese 
or English.  
 Covers the relevant information of this research, in terms of the effects of strategic 
combination benefits, organisational integration, cultural resistances, ownerships, 
organisational resources and competences on Chinese CBMA performance 
(Larsson & Finkelstein 1999). 
 
4.3.2 Step Two: Collecting cases materials and constructing case 
samples 
The second step is to collect eligible cases and construct case samples. This step would 
be one of the most important steps in this case-survey research as it decides how many 
case studies are available. The following subsections report the strategies of case 
collection, sources of case samples, result of case collection and sample size of this 
case-survey research.  
 
 Strategies for collecting case materials  4.3.2.1
Following case screening strategies suggessted by Larsson (1989; 1999), a systematic 
case collection was conducted. Figure 4.4 shows the steps to conduct case screening in 
this case-survey.  
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In the first step, the researcher carried out a key word search on case databases 
(specified in next section). Specifically, the key search terms, such as ‘(name of 
Chinese acquirer from the compiled Chinese CBMA list)’, ‘acquisition’, ‘integration’ 
and‘, were used to screen the case materials.  
 
In the second step, an initial screening on the title, abstract, and introduction of each 
case material was conducted to ensure the selected articles/case studies satisfy the 
developed screening criteria (Section 4.3.1).  
 
In the final step, the researcher conducted detailed screening on the content of collected 
materials and further constructed a case study databases placing multiple references for 
the same acquirer and target. Section 4.3.2.3 reports the result of case collection. 
   
 First step: search the name of acquisition parties from 
different databases  
Second step: initial screening the retrieved 
references on abstracts and introductions 
Final step: closer screen the content of 
references and construct a case study 
database 
Case samples  
Figure 4.4 The strategies for collecting case materials 
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 Sources of case samples  4.3.2.2
An initial computerised English and Chinese academic database search was performed, 
and several databases has accessed, such as Business Source Premier (BCP), ProQuest 
Academic, EBSCO, China National Knowledge Internet database (CNKI), Chinese 
Outstanding Academic Dissertation Databases (Wanfang). Moreover, three high quality 
and specific English case study databases were carefully screened, such as Harvard 
Business Review (HBR), Ivey Business Case Publishing (IBCP), and European Case 
Clearing House (ECCH). Seven leading Chinese case study databases were also 
accessed, for example China Case Clearing House (CCCH) and Case Research Centre 
of Cheung Kong Graduate School of Business (CKGSB). 
 
To increase case sample coverage, the researcher further accessed four large Chinese 
libraries to conduct a manual search on the reserved CBMA materials (both English and 
Chinese): (1) National Library of China, (2) Shenzhen Library, (3) Shanghai Library, 
and (4) Hong Kong Public Library. Appendix 3 lists the specific sources and databases 
used to screen the eligible cases in this case-survey research. 
 
 Result of case collection 4.3.2.3
The final result of case collection in this case-survey yielded 55 case studies with a total 
of 191 references. As discussed in Section 4.3.2.1, a three-step case collection process 
was rigorously implemented. The results of case collections in each steps are reported 
below: 
 
 In the first step, about 680 references (including duplicates) were identified by 
initial key search terms on the databases (Appendix 3).  
 In the second step, the initial 680 references were reduced to approximately 220 
(compromising 62 case samples) through screening the abstracts and 
introductions of collected sources by using the defined criteria (Section 4.3.1.1).  
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 In the final stage, to assess the relevance and completeness of collected sources, 
a closer screening on the contents of 62 case samples was implemented. As a 
result, the case collection was reduced to 58 case samples with 202 retrieved 
references. 
 
This 58 case samples were further reduced to 55 during case coding. Three case 
samples lacked sufficient information on key variables. Therefore, the final case sample 
of this case-survey research contained 55 case studies with 191 references. The list of 
final case samples and related references is reported in Appendix 4 and 5. 
 
As discussed in Section 4.3.2.1, the materials of case collection did not suffer serious 
restriction in this case-survey to reflect the ‘large scale’ of described information, and 
‘allowed consistent analysis across different sources’ (Larsson 1989, p. 72). The search 
strategies cross-tabulated on different sources of case collection in this thesis are 
reported in Appendix 6. More specifically, the final case samples were composed of 
case studies (24%), academic research journals (21%), dissertation and thesis (19%), 
research book chapters (15%), business magazines and books (15%), conference papers 
and proceedings (3%), teaching cases (1%) and unpublished papers (3%). 
 
 Sample size consideration 4.3.2.4
The sampling frame of this thesis is 205 Chinese CBMA deals within the research 
criteria, which has already been reported in Section 4.2.2. Based on these 205 deals, the 
case-survey yielded 55 case samples through the conduct of rigourous case collection. 
Therefore, the sample size of this case-survey is 55 Chinese CBMA cases with multiple 
references and this could be the reasonable sample size.  
 
According to literature review, prior case-survey studies on CBMA had a sample size 
among 30 to 55. For example, Chen (1999) collected and used 33 case studies to 
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explore related issues in Taiwan manufacturing strategy; Stahl et al.(2011) analysed 30 
case studies and explored the relationships between organisational trust and post-M&A 
integration; Larsson et al. (2001) examined the contextual relationships of M&A 
performance and cultural factors by surveying 50 empirical cases; Finally, Larsson 
(1989) in his dissertation screened 55 cases with multiple sources, such as journals, 
thesis and academic articles, to investigate the complex relationships between various 
antecedents and M&A synergy realisation. Therefore, the sample size of 55 Chinese 
CBMA cases in this case-survey is reasonable compared with other case-survey 
literature.  
 
4.3.3 Step Three: Designing a detailed coding scheme 
Based on the proposed hypotheses and variables in Chapter Three, a well-designed 
coding scheme was developed, which contained detailed coding procedure, coding 
instrument, the operational definition of each item (Appendix 7). The coding scheme 
was developed to provide detailed guidance to raters about how to:  
 
(1) extract information from sample cases (coding book);  
(2) convert the extracted qualitative data into defined variables; and  
(3) assign the coding decision into scales.  
 
As discussed in Chapter 3, a total of 55 measurements were used in this case-survey 
study. It should be noted that items 1-42, which cover the important elements of 
measuring constructs, were coded by all three raters. The items 43-50 are descriptive 
information and calculative items that were coded by the researcher. The items 51-55 
are created variables that were used to calculate the values of major constructs. The 
sources of those 55 measurements have already been discussed in Section 3.4.2.  
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To improve reliability and validity of case coding, the preliminary version of the coding 
scheme was tested on two excluded case studies and modified based on the test results 
and feedback from experienced M&A scholars. Additionally, the final coding scheme 
extended the original three-points scales into five-points to capture maximum 
information from case sources and thus ensure the variables would be reliably coded.  
 
4.3.4 Step Four: Using multiple raters to code case samples 
In this case-survey, three independent raters participated in case coding following the 
suggestions from Stahl et al. (2011) and Larsson & Finkelstein (1999): the researcher, 
one experienced M&A researcher and one senior doctoral student who was unaware of 
the hypotheses. All raters had bilingual proficiency in reading and understanding 
Chinese and English, which ensured the validity of information from case materials that 
were actually coded.   
 
In this case-survey, the raters were trained by researcher regarding the coding terms, 
jargon and procedures. To enhance reliability and validity of case coding, all raters were 
required to code a pilot case study, which was excluded from the case samples. The 
reasons for implementing a pilot test on one excluded case rather than pre-test on 
several collected cases were:  (1) the pre-tests could not increase interrater reliability 
because the tested findings were included into coding analysis, (2) if the pre-test cases 
were excluded, it may ‘deplete (reduce) scarce coding resources’(Larsson 1989, p. 58). 
Therefore, the involvement of initial training and pilot test in this case-survey improved 
raters’ experiences in applying rating protocol and ensured the reliability of actual case 
coding (Larsson & Lubatkin 2001).  
 
Each rater received a copy of a detailed coding book with compiled case study 
materials, which was prepared by the researcher. Specifically, this coding book 
contained 399 pages of detailed coding materials extracted from all relevant pieces of 
information of 55 case samples, which comprised 191 case sources. Moreover, this 
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coding book integrated the coding sheet, coding procedures, and operational definition 
of each coding item from coding scheme. Therefore, this coding book could improve 
coding efficiency and reduce time consumed by raters in reading the duplicate 
materials.  
 
To ensure the independent coding process, the researcher did not assist raters 
throughout the case coding period. Moreover, the researcher encouraged raters to read 
all information carefully from the coding book and adhere to the coding instrument to 
improve validity of the ratings and the reproducibility of results. Each rater was 
recommended to take notes on any ambiguous or unclear points during the coding 
period, since their records would be valuable to resolve coding discrepancies in the 
later stage. 
 
The sequence of conducting case coding is that (1) the researcher coded original 58 
cases (Section 4.3.2.3) for 76 hours and then three of them were excluded for further 
coding due to the insufficient information in describing cultural resistance; (2) two 
independent raters coded all 55 cases with total contributions of approximate 33 hours 
and 44 hours respectively in the coding stage. The working loads and contribution 
hours for each rater are displayed in Table 4.3. 
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Table 4.3 The summary of working loads and contributions for three raters 
Participants 
Case coding contribution 
Post-coding 
reconsolidat
ion 
  
Total  
contribution 
hours Coding cases 
Average 
contribution 
time per case 
coding 
Other 
contribution 
(e.g. 
Consultation, 
pre-coding 
training and 
etc.) hours 
The 
researcher 
55+3 
(excluded 
cases) 
1.3 18 14 107.4 
M&A 
researcher 
55 0.6 3 6 42 
Senior PhD 
Candidate 
55 0.8 2 6 52 
Sub total 168 2.7 26 26 201.4 
 
4.3.5 Step Five: Measuring interrater reliability and resolving coding 
discrepancies 
Reliability concerns whether the measures are consistent, stable and reliable throughout 
the entire research stages (Bryman & Bell 2007). In existing case-survey studies, 
researchers primarily accessed the consistency of coding data through testing the 
interrater reliability of overall coding, and then resolved the coding differences to 
improve the coding quality (Creswell 2009; Larsson & Finkelstein 1999; Zhou, S & 
Huang 2013a). This section reports the outcomes of measuring interrater reliability and 
improving coding discrepancies in this case-survey research.  
 
 Interrater reliability  4.3.5.1
The initial reliability of this case-survey research was improved by undertaking several 
effective control mechanisms suggested by Larsson, such as rigorous coder training, 
and close monitoring of coding (Larsson 1989). First, as discussed in section 4.3.3, the 
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reliability of the entire coding scheme and instrument was improved by the feedback 
from the M&A expert and pilot tests on excluded case studies (Stahl et al. 2011). 
Second, all case studies were independently coded by three raters, which increased the 
reliability of measuring data (Larsson & Finkelstein 1999), and coding results (Hanna 
2005).. 
 
Besides above mechanisms, further reliability tests were conducted to ensure the 
consistency of findings overtime and across others. Based on the recommendation in 
previous case-survey literature (Larsson 1993; Larsson & Finkelstein 1999; Larsson & 
Lubatkin 2001; O'Leary & Bingham 2003), this case-survey assessed the interrater 
reliability of coding results. As discussed in Chapter 2, in line with Larsson and his 
colleagues’ (1989, 1993; 1998; 1999; 2001) methodological suggestions, this case-
survey research used Average Pairwise Percent Agreement (APPA) to detect the quality 
of coding and assess interrater reliability. This APPA, ‘is a more precise assessment of 
agreement between coders, and it is independent of the number of raters’ (Larsson & 
Finkelstein 1999, p. 21). The other methods of evaluating reliability in case-survey 
research, such as Cohen’s (1968) weighted kappa, Bullock and Tubbs’s (1987) percent 
absolute agreement, were not adopted in this study because they could not evaluate the 
reliability of more than two raters.  
 
The interrater reliability in this case-survey research was computed by testing 42 out of 
55 coding items that were coded by three raters. To compute APPA of coding results, 
this research used ‘ReCal3 software’ developed by Professor Deen Freelon from 
American University (Deen 2010). The overall interrater reliability score across three 
coding results is 84.6 percent, which is displayed in Table 4.4. 
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Table 4.4 The results of APPA across three raters  
Enter Information 
                   N coders: 3 
                   N coding items: 42 
                   N cases: 55 
                   N codes per coder: 2310 
                   N decisions of total coders: 6930 
Average Pairwise Percent Agreement 
Average pairwise percent 
agr. 
Pairwise pct. agr.  Pairwise pct. agr.  Pairwise pct. agr.  
cols 1 & 3 cols 1 & 2 cols 2 & 3 
84.59% 79.09% 87.66% 87.01% 
Fleiss' Kappa 
Fleiss' Kappa 
Observed 
Agreement 
Expected 
Agreement 
 
0.794 0.846 0.252 
Average Pairwise Cohen's Kappa 
Average pairwise CK 
Pairwise CK  Pairwise CK  Pairwise CK  
cols 1 & 3 cols 1 & 2 cols 2 & 3 
0.795 0.725 0.832 0.827 
 
The benchmark of APPA in existing case-survey literature (Larsson 1989; Larsson & 
Finkelstein 1999; Stahl, Kremershof & Larsson 2004), indicates that a level above 65% 
was considered satisfactory. As shown in Table 4.4, this case-survey study yielded 84% 
of APPA among total ratings (total 6930 decisions) by three raters, and this reflected 
that the overall coding result was high reliable and qualified. Moreover, Larsson (1993; 
2001) suggested that if the case-survey result received more than 80% of APPA, the 
coding results were high reliable and the further training for recoding the entire case 
samples and re-examining every coding result was not necessarily. 
 
 Resolve coding discrepancies 4.3.5.2
Despite the initial coding receiving a medium to high level of APPA between three 
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raters, the coding discrepancies should be resolved to improve the quality of coding and 
ensure the consistency of findings (Björkman, Stahl & Vaara 2007; Larsson 1989, 
1993). This is also another challenge in case-survey research about how to reconcile the 
differences between ratings, since it relies on the results from raters’ subjective codings 
(Larsson & Finkelstein 1999). 
 
To reconcile and eliminate initial coding differences among raters and further form the 
final set of consistent coding results, this case-survey research followed a consensus 
approach developed by Bullock and Tubbs (1987). Larsson and his colleagues (1989, 
1993; 1998; 1999; 2001) highly recommended this approach to resolve coding 
discrepancies, ‘because the data are readily available to improve the potential validity 
and reliability’ (Bullock & Tubbs 1987, pp. 202-203), and offers ‘the information-
enhancing feature of detecting and correcting such coding mistakes as clerical errors, 
unintentional omissions, and simple misreading of text and scheme’ (Hine & Carson 
2007, p. 118).  
 
As discussed in Section 4.3.4, each rater maintained independence from the researcher 
throughout the coding period, and any questions and unclear patterns that arose from 
coding were encouraged to be written down for further discussion. After completing the 
initial case coding, all raters met together to discuss any coding discrepancies. Three 
meetings were held by the researcher and all raters jointly re-examined coding 
differences and determined the appropriate ratings where they had disagreed. 
Additionally, the discussion on the raters’ notes of discrepant codings determined any 
new and pertinent information, and thus improved the ultimate reliability of final 
coding results. Moreover, the determination of these focused questions should also 
improve the validity and completeness of final results (Larsson & Lubatkin 2001). 
Therefore, this test-retest method, which is in line with current case-survey literature 
(Larsson 1993; Larsson & Finkelstein 1999; Larsson & Lubatkin 2001), offered the 
coordinated efforts of jointly solving the coding discrepancies.  
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Table 4.5 The summary of coding resolution analysis 
 
Researcher 
Senior 
researcher 
Junior 
researcher 
Total 
Number of cases 55 55 55 165 
Number of coding change 285 346 365 996 
Average number of coding 
changes based on re-
examination due to : 
5.2 6.3 6.6 18.1 
a) Unequal-information 1 2.2 2.3 5.5 
b) Mistake 1.2 1.5 1.7 4.4 
c) Interpretation 1.8 0.8 1.2 3.8 
d) Unclear information 1.2 1.8 1.4 4.4 
Average change per sample case 6.04 
 
Table 4.5 reports the coding resolution through undertaking the consensus approach 
(Bullock & Tubbs 1987). The overall number of coding changes for all raters in the 
total of 165 cases was 996, and thus the average rate of change per simple case was 
6.04. The junior researcher (senior PhD student) had substantially more changes (365 
changes) compared with the senior M&A researcher (346 changes) and the researcher 
(285 changes). This difference was expected to arise from the researcher’s familiarity 
with the research project, coding scheme and M&A knowledge, and perhaps more 
importantly, almost twice the amount of time contributed in detailed coding and pre-
coding preparation. The coding resolution analysis also revealed that the consensus 
approach is an effective way to correct coding mistakes through eliminating the 
influences from the least correct ratings, and thus Larsson (1993) described it as a 
‘preferable solution’ in case-survey research.  
 
4.3.6 Step Six: Quantitative analysis of the coded quantitative data 
This case-survey research aims to explore the predictions of three independent variables 
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on the dependent variable and also test the moderating interactions by two moderators. 
Therefore, the multiple regression analysis approach would be appropriate (Larsson 
1989). There are three major types of multiple regression approaches and each of them 
could be adopted to serve different purposes (Greene 2007, p. 172):  
 
1) Standard regression is for evaluating a group of independent variables by 
entering all predictor variables into the multiple regression simultaneously. This 
approach aims to test the combination effect of all predictors contributing to the 
dependent variable.  
2) Hierarchical regression is for evaluating a particular order of independent 
variables entering into the multiple regression. This approach aims to test the 
separate effect of predictors, which entering into the regression in an order, 
contributing to dependent variable. This approach, in particular, fits the 
regression with control and moderating variables. 
3) Stepwise regression is for identifying a subset of independent variables that has 
the strongest power to predict dependent variable. This approach can only be 
applied in a large sample size.   
 
As discussed in Section 3.4 of Chapter Three, this case-survey research attempted to 
evaluate the relationships between three independent variables and the dependent 
variable after controlling by five variables and moderating by two variables. Therefore, 
the Hierarchical regression analysis would be the most appropriate approach to achieve 
these goals (Aguinis 2004). Specifically, four models were created to reflect the stages 
of conducting Hierarchical regression in this case-survey analysis: (1) in the first 
model, all control variables were entered into the regression; (2) in the second model, 
all three dependent variables were entered into the regression after the controls; (3) in 
the third and four models, the moderating effects of two variables were entered into the 
regression separately.  
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The appropriate analytical tool, Statistical Product and Service Solutions (SPSS) 
version 20, was employed to assist data analysis in this case-survey. Detailed data 
analysis of this case-survey research is in Chapter Five. 
 
4.4 Case study design 
This section reports research methodology of multiple case study research in this thesis. 
The rationale of adopting a case study approach in the second stage of research design 
has already been discussed in Section 4.2.  
 
Yin, Robert (2014, p. 29) summarised five important components in case study research 
design: (1) a case study’s questions; (2) its propositions, if any; (3) its unit(s) of 
analysis; (4) the logic linking the data to the propositions; and (5) the criteria for 
interpreting the findings. Author further stated that the current case study book ‘does 
not provide detailed guidance on the last two (components), the complete research 
design should indicate what data are to be collected, as indicated by a study’s questions, 
its propositions, and its units of analysis’ (Yin, Robert K. 2014, pp. 34-35).   
 
In this multiple case study research, the research questions ‘What are the unique 
mechanisms of influence on Chinese CBMA performance?’, and ‘What are other unique 
issues of Chinese CBMA?’ have already been explicitly identified in Chapter one. 
Moreover, the units of analysis in this case study research are three transactions 
(Chinese CBMA deals) within the compiled list (Appendix 2). The following 
subsections report the design and methodology of multiple case study in this thesis.  
 
4.4.1 Multiple case study design  
As discussed in Section 4.2, the purposes of conducting case study research are to 
provide detailed explanations of how the identified mechanisms influence Chinese 
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CBMA performance and then explore additional context-specific insights to Chinese 
CBMA research. To achieve these goals, this thesis employed a multiple case study 
approach. There are two major advantages in adopting multiple case study design 
instead of single case study design. First, multiple case study design has been received 
more attention and contributed more powerful findings than those from single case 
study design (Yin, Robert K. 2014). Second, multiple case study allows the researcher 
to compare patterns across cases and thus external generalisability of cases are 
expanded (Eisenhardt 1991). Considering those advantages, the multiple case study 
approach has been adopted in this thesis to provide robust findings.  
 
 Case selection and sampling technique 4.4.1.1
One of the most important elements in generating quality case study research is the 
selection of cases. The selection of cases should reflect and be based on the criteria 
which are consistent with research questions, and the selected cases should contain rich 
information and should be compared to each other (Ghauri 2004; Yin, Robert K. 2014). 
Yin (2014) suggested that if case studies were part of large and mixed method studies, 
and after survey or archival data had been analysed, then ‘the selection of cases might 
come from the pool of those surveyed or contained within the archival records’ (Yin, 
Robert K. 2014, p. 193).  
 
A list of Chinese CBMA deals that reflected the sample frame of this two-step research 
design has already been complied in Section 4.2.2. Therefore, all Chinese CBMA deals 
within this list should be treated as potential samples. However, the accessibility of 
potential case companies and contact with appropriate interviewees was challenging in 
this multiple case study, because the nature of CBMA is often commercially sensitive 
and Chinese executives tend not to disclose their opinions and inside stories publicly. 
With the help of a reputable Chinese professor, three leading and typical CBMA deals 
conducted by Chinese POEs agreed to participate into this research. They were Lenovo, 
Geely and Wanxiang. 
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The purposive sampling technique has been adopted to guide case selection (Cooper & 
Schindler 2014). As discussed in Section 4.2, this multiple case study research aims to 
provide detailed explanations about the identified mechanisms, in terms of three major 
determinants and two moderating factors, influence Chinese CBMA performance. 
Therefore, the purposive sampling technique that ‘pick a small number of cases that 
will yield the most information about a particular phenomenon’ has been adopted and 
three Chinese CBMA deals were finally targeted (Teddlie & Tashakkori 2009, p. 179).  
 
All these cases are leading and typical Chinese CBMA cases, contain rich information 
on the perspectives of this research, and serve the different purposes (Yin, Robert K. 
2014): 
 
1. The case of Lenovo’s acquisition of IBM PC department is a classical and 
typical case of Chinese CBMA. This case aims to provide detailed evidence to 
explain three major determinants, in terms of strategic combination benefits, 
organisational integration and cultural resistances, and their influence to 
Chinese CBMA performance.  
2. The case of Geely’s acquisition of Volvo is also a typical Chinese CBMA case. 
This case was selected with the purpose of explaining the influence of 
ownership on Chinese CBMA. 
3. The case of Wanxiang’s acquisition of Ford’s driveshaft business is a well-
known Chinese CBMA case. This case was selected with the purpose of 
providing additional explanations about the influence of firm-specific resources 
and competences on Chinese CBMA.  
 
 Unit of analysis and data collection technique and method 4.4.1.2
Defining the unit of analysis in case study research is important, as the definition of the 
unit could limit the boundary of study and determine data to be collected (Ghauri 2004; 
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Yin, Robert K. 2014). In this multiple case studies, the unit of analysis is at the 
transaction (Chinese CBMA) level between the acquirer and target company.  
 
After the sample is settled, the main task in case study design is to collect data from 
selected case samples. According to Yin (2014, p. 85), there are six sources from which 
data can be collected:  documentation, archival records, interviews, direct observations, 
participant-observations, and physical artefacts. The author further pointed out that the 
reliability of a case study could be improved by using multiple sources of evidence to 
corroborate the same phenomenon and direction (Yin, Robert K. 2014).  
 
In this multiple case studies, the major method for data collection was in-depth 
interviews along with the analysis of various documentary sources, such as company 
reports, case studies and journal articles. This triangulation aims to converge different 
sources of data and jointly confirm findings. This multiple case studies has also been 
guided by three important principles of the data collection process and thus extended 
the validity and reliability of archived evidence: (1) Using multiple sources of evidence 
(primary data from interviews with secondary data from documentary sources); (2) 
Creating a case study database (all collected information and data); and (3) Maintaining 
a chain of evidence (the collected data was consistent with case study protocol and 
specific questions) (Yin, Robert K. 2014, p. 105).  
 
In this multiple case studies, the accuracy of data collection has been ensured and 
improved. First, the initial interview protocol (Appendix 9) was translated from English 
to Chinese by the researcher under the guidance of a business scholar who was 
proficient in both languages. After the interviews were completed, all the collected 
transcripts, such as transcribed digital records and interview notes, were accurately 
translated into English by the help of a professional translator (Triandis 1983). 
Therefore, the accuracy of data translation has been increased and thus improve the 
reliability of findings.  
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4.4.2 Data collection  
 Semi-structured interview as main data source 4.4.2.1
There are several types of interviews that researchers can choose, including structured 
interview, standardised interview, semi-structured interview, unstructured interview 
(Bryman & Bell 2007). In multiple case study, the semi-structured interview strategy 
has been widely used, because this strategy can offer a flexible and fluid interview 
process (Bryman & Bell 2007) and also allow some structure questions that ensure 
cross case comparability (Saunders, Lewis & Thornhill 2007). However, the 
effectiveness of case study research largely depends on the skills of the interviewer. 
Yin (2014) listed five skills that a case study researcher should have. The researcher 
should:  
 
(1) be able to ask good questions and interpret the answers. 
(2) be a good listener and not be trapped by own ideologies. 
(3) be adaptive and flexible. 
(4) have a firm grasp of the issues being studied. 
(5) be unbiased by preconceived notions, and be sensitive and receptive to 
contradictory evidence. 
 
Keeping the above caution and requirements in mind, the researcher used in-depth 
semi-structured interviews as the primary approach for data collection. The interviews 
in multiple case study were guided by interview protocol, which was refined after 
taking one pilot case study. Specifically, the pilot case is a Chinese MNC, located in 
Zhejiang province, which has participated in an overseas acquisition. After 
interviewing two executives, the original interview questions were refined and extended 
to more adequately address the research issues. Therefore, the reliability and validity of 
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data collection has been improved (Crabtree & Miller 1999; Williamson 2002). 
Appendix 8 and 9 show the interview protocol and questions in this multiple case study. 
 
 Conducting interviews 4.4.2.2
As discussed in Section 4.4.1.2, contacting companies and arranging interviews with 
respondents proved challenging and complicated due to the commercially sensitive and 
confidential nature of Chinese CBMA. Unless the researcher had a good relationship 
with the company, in terms of ‘Guan Xi’, or was referred by respectable person, 
Chinese executives were not willing to grant an interview (Zhang, Yong 2008). With 
help from a Chinese professor, eight interviewees from three Chinese MNCs agreed to 
participate.  
 
As shown in Table 4.6, all eight interviewees were senior or middle level executives, 
who have significantly participated in or implemented the CBMA. Therefore, it was 
believed that the knowledge and experience of the interviewees would contribute the 
broadest perspectives and most in-depth story of the CBMA, and thus increase the 
credibility and reliability of entire case study research (Yin, Robert K. 2014).    
 
For three case studies, six interviews were conducted across October 2012 to May 2013 
at locations in Beijing and Zhejiang province of China. Specifically, three interviews 
were held in Case One. Two and one interviews were conducted in Case Two and 
Three respectively. The duration of each interview was approximately 70 to 100 
minutes. Guided by the interview protocol, the interviews were conducted using a 
guided, focused and open-ended communication style.  
 
Yin (2014) pointed out that the recording during the interview could increase the 
accuracy, but approval should be first gained from participants. Before conducting 
interviews, the researcher sent the consent form to interviewees, and requested the 
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interviews be recorded. However, only three out of eight interviewees agreed to be 
digitally recorded. Therefore, the researcher relied on the interview notes and 
transcribed them as soon as the interviews completed in order to reduce the loss of 
detailed information. Without the recording, some sensitive and specific questions have 
been discussed with a more relaxed atmosphere, and thus additional specific insights 
about the cases issues have been gained (Marschan-Piekkari & Welch 2011; Zhang, 
Yong 2008).  
 
A summary of case information, number of interviews, location and time, interviewees’ 
profiles and other information is presented in Table 4.6. In order to protect the 
confidentiality of interviewees, the names of interviewees’ have been hidden.   
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Table 4.6 The summary of case information, profile of interviewees and information for interviews 
Chinese MNCs Lenovo  Geely  Wanxiang 
Location Beijing Hangzhou City, Zhejiang Province Hangzhou City, Zhejiang Province 
Year of founding 1984 1986 1969 
Number of employees Approx.9,600 Approx. 12,000 Approx. 30,000 
Acquired firm IBM PC division Volvo Ford’s driveshaft business 
Location America Swedish America 
Year of founding 1911 1927 N/A 
Number of employees Approx. 10,000 Approx. 20,000 Approx.1,100 
Number of interviewees 3 3 2 
Background of 
interviewees 
 A director of global business in 
North America, who has 
participated with Lenovo's 
acquisition. 
 A middle manager who is 
familiar with the acquisition 
 An executive who is familiar 
with and participated in the 
acquisition 
 A senior manager, who is a 
policy maker and implementer of 
acquisition 
 A senior manager in Geely who 
has participated in acquisition. 
 An assistant manager, who 
involved in small activities of 
acquisition 
 A senior manager who has 
participated in Wanxiang's series 
acquisitions 
 A middle level of manager who 
familiar with Wanxiang's 
background and acquisition of 
Ford’s driveshaft business 
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Number of interviews 3 2 1 
Time of interviews 
October, 2012  
January, 2013  
July, 2013 
June, 2013  May, 2013  
Duration and venues of 
interview 
1. Interviewee A: 1.5 hours at Jade 
palace, Beijing 
2. Interviewee B: 1.2 hours at 
Beijing office 
3. Interviewee C: 1.3 hours at Grand 
Hotel, Beijing 
4. Interviewee D and E: 1.7 hours at 
Hangzhou Xixi wetland No.1 Club 
house  
5. Interviewee F: 1.2 hours at office 
6. Interviewee G and H: 1.5 hours at 
Hangzhou hotel  
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 Documentation  4.4.2.3
The digital records and interview notes were initially transcribed into a 56-page 
transcript in Chinese. To improve the accuracy of translation, the transcript was further 
translated into English by the help of a professional translator (Triandis 1983). 
 
Yin (2014) recommended that the documentary evidence could be treated as 
corroboration and augmented evidence to the interviews. These documentary sources 
could significantly improve the discussion of research issues, provide explicit evidence 
for triangulation and support findings from the interviews. In multiple case studies, 
additional documentary evidence, such as annual reports, financial reports, newspapers, 
journals and company websites, was reviewed and analysed to extend the accuracy and 
validity of data. After the interviews, the researcher asked for additional internal 
documents about the acquisition from interviewees and several additional internal 
reports were archived. Moreover, the relevant case studies, which were collected from 
prior case-survey research, have also been reviewed. Finally, following the important 
principles of data collection suggested by Yin (2014), three case study databases were 
constructed to house all collected information. These three case study databases 
significantly facilitated the triangulation of findings and thus improved the reliability of 
data analysis.  
 
4.4.3 Data analysis  
Data analysis is important as it ‘consists of examining, categorising, tabulating, testing, 
or otherwise recombining both quantitative and qualitative evidence to address the 
initial propositions of a study’ (Yin, Robert K. 2014, p. 109). Therefore, the process of 
data analysis involves, organises and reduces the collected data and then further 
interprets them (Gerring 2007). However, if the analytic strategies and techniques are 
not well defined, the analysis of collected data would be difficult.  
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There are three analytic strategies in data analysis: (1) relying on theoretical 
propositions; (2) setting up a framework based on rival explanations; and (3) 
developing case descriptions (Yin, Robert K. 2014). The first analytical strategy is 
based on the theoretical propositions, which reflect the theoretical orientation and 
objectivise of the case study. The propositions, which answers the casual relations of 
‘how’ and ‘why’ questions, can guide case study analysis as it focuses attention on 
certain data (Yin, Robert K. 2014). The second strategy is to define a framework based 
on the rival explanations or hypothesis, and analyse the case for alternative themes and 
divergent patters (Patton 2002). The final strategy can be used to identify and explore 
the embedded units when theoretical propositions are missed (Yin, Robert K. 2014). 
 
In these multiple case studies, the first and third analytic strategies were adopted, in 
terms of relying on the theoretical propositions to analyse collected data and explore 
embedded units missed in the theoretical propositions. Specifically, the theoretical 
propositions, based on the developed integrative conceptual framework in Chapter 3 
and research questions in Chapter 1, provided a preliminary structure for data analysis 
and focus.  
 
Moreover, as discussed in Section 4.2, this multiple case study also aims to explore new 
insights and unidentified issues that influencing Chinese CBMA performance. 
Therefore, the analytical strategies of relying on theoretical propositions and 
developing case descriptions suggested by Yin (2014) have been adopted in data 
analysis.   
 
This multiple case studies adopted a manual method to code and analyse the collected 
data instead of using electronic software, such as NVivo. Basit (2003) argued that the 
adoption of a manual or an electronic method to analyse qualitative data depends on the 
‘size of the project, the funds and time available and the inclination and expertise of the 
researcher’ (p. 152). When the scale of interviews are relatively small, the ‘use of 
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software may not be considered feasible’ (Basit 2003, p. 152). Therefore, this study 
adopted a manual method to analyse the collected qualitative data.  
Yin (2014, pp. 136-160) provided five specific techniques for analysing qualitative data 
to assist in producing high quality case study research: 
 
I. Pattern matching: compare an empirically based pattern with a predicted one, 
if the patterns coincide, the internal validity of case study would be 
strengthened.  
II. Explanation building: is a special type of pattern matching, which analyses the 
collected data by building an explanation about the base.  
III. Time-series analysis: follows many intricate patterns and is directly analogous 
to the time-series analysis conducted in experiments and quasi-experiments.  
IV. Logic models: is an emerging technique in doing case study evaluations, which 
deliberately stipulates a complex chain of events overtime and repeats the 
cause-effect-cause-effect patterns.  
V. Cross-case synthesis: especially for multiple case design, where the previous 
individual case studies have been independently researched, and directly 
analogous to cross-experiment interpretations. 
 
The first four techniques can be used in single or multiple case design, while the last 
technique is specifically for more than two case study design. In this multiple case 
study, the techniques of pattern matching, explanation building and cross-case 
synthesis were used in the data analysis procedure. Specifically, the pattern matching 
and explanation building techniques were used in three single case studies, and the 
technique of cross-case synthesis was adopted in the final cross-case analysis.  
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 Single case analysis  4.4.3.1
As discussed in the research design section, the multiple case studies aimed to explain 
the identified mechanisms that impact on Chinese CBMA performance and further 
explore additional new insights to Chinese CBMA studies. Therefore, each single case 
study was treated as separate experiment, and was driven by the propositions from the 
conceptual framework developed in Chapter 3. It also answered the research questions: 
‘What are the unique mechanisms of influence on Chinese CBMA performance?’, and 
‘What are the other unique issues of Chinese CBMA?’.  
 
More specifically, the purposes of conducting single analysis are to detail the impact of 
three antecedents on Chinese CBMA performance, and moderating factors that 
influence those relationships. Therefore, in each single case analysis, the expected 
patterns of strategic combination benefits, organisational integration, cultural 
resistances and others, derived from the developed conceptual framework, were 
matched and compared with collected data. The situational understanding of these 
patterns, and the casual relationships between them have been elaborated and explored 
(Yin, Robert K. 2014). Moreover, if any patterns were not supported by the collected 
empirical data, the explanations would be built up to explore the phenomena. Therefore, 
the techniques of pattern matching and explanation building were adopted in three 
single case studies. Finally, these two techniques were repeated in all three case studies, 
and thus increase the robustness of multiple case studies. 
 
 Cross-case analysis 4.4.3.2
Cross-case analysis is important in multiple-case study as it integrates and compares the 
findings from individual case studies (Yin, Robert K. 2014). Therefore, the findings 
from previous single case studies were transformed into the inputs for the cross-case 
analysis. In this multiple case studies, the patterns and data were aggregated and 
displayed in several matrixes. The cross-case analysis was performed to identify, 
compare and explain the cross-case patterns. This study has also relied on 
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argumentative interpretation instead of numeric properties (Yin, Robert K. 2014). 
Finally, any similar, different, and complementary patterns were reported and new 
findings or emerging theoretical contributions discussed.   
 
4.4.4 Quality of case study research  
The reliability of case-survey research was already discussed in Section 4.3.5. In 
qualitative research, particularly case study, there are numerous criteria to assess the 
quality and rigour of file research (Gibbert, Ruigrok & Wicki 2008). Yin (2014) 
defined four crucial tests in judging the quality of qualitative research: (1) construct 
validity that identifies correct operational measures for the concepts being studied; (2) 
internal validity that seeks to establish a causal relationship, whereby certain conditions 
are believed to lead to other conditions, while it is particular for explanatory or causal 
studies only, and not for descriptive or exploratory studies; (3) external validity that 
defines the domain to which a study’s findings can be generalised; and (4) reliability 
that demonstrates that the operations of a study, such as the data collection procedures, 
can be repeated, with the same results (p. 45-46). However, these four criteria and 
terms are within the positivist tradition and are usually addressed in quantitative studies. 
 
As those quantitative criteria may not be appropriate to assess the quality of qualitative 
research, some qualitative researchers pointed out that the alternative criteria should be 
used (Bryman & Bell 2007). Lincoln and Guba (1985) developed alternative terms and 
concepts to combine and replace conventional criteria based on the ‘trustworthiness’: 
credibility, transferability, dependability and conformability (Rolfe 2006, p. 305). Table 
4.7 reports the strategies used in this thesis to improve the ‘trustworthiness’. 
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Table 4.7 Strategies and criteria to improve trustworthiness  
Quantitative 
term 
Alternative term in 
qualitative research 
Strategies adopted in this case study 
research 
Internal 
validity 
Credibility 
Peer scrutiny of the research project 
Examination of previous research 
findings 
Member checks (interview questions)  
Triangulation 
External 
reliability 
Transferability 
Provide detailed descriptions 
Cross-case comparisons 
Reliability Dependability 
Employment of “overlapping methods” 
In-depth methodological description to 
allow study to be repeated 
Objectivity Conformability 
Triangulation to reduce effect of 
investigator bias 
Recognition of shortcomings in study’s 
methods and their potential effects 
Sources: (Denzin & Lincoln 2008; Lincoln & Guba 1985; Meadows 2003; Miles & Huberman 
1994; Patton 1990) 
 
Credibility, which parallels internal validity, is one of the most crucial factors in 
establishing trustworthiness. (Miles & Huberman 1994). Denzin and Lincoln (2008) 
introduced several strategies to improve the credibility of qualitative research. 
Following these recommendations, the credibility of this study has been enhanced by 
the strategies of Peer scrutiny of the research project, Examination of previous 
research findings, Member checks, and Triangulation. First, under the peer suggestions 
from supervisors of this researcher, the interview design, questions and protocol were 
refined several times in order to ensure the data collection matched the research theme. 
Second, the findings from multiple case studies have been triangulated with findings 
from prior case-survey. The comparable issues of same research themes have been 
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addressed and are in the conclusion in Chapter 7. Third, because some of the interviews 
in this study could not be digitally recorded, the full interview descriptions were sent to 
interviewees via email as soon as the interviews were completed. Then, the 
interviewees verified the accuracy of collected data and sent feedback to researchers. 
Therefore, the accurate capture of collected data was assured, which increased the 
credibility of findings. Four, triangulation has been involved in this study through 
collection of data from different sources. The reliance on multiple sources instead of 
collected data from interviews strengthens the credibility of data collection.  
 
Transferability. It parallels external validity, concerns the findings that could be 
applied to other situations and wider populations (Lincoln & Guba 1985; Shenton 
2004). In this research, the transferability has been improved by providing detailed 
descriptions and conducting cross-case comparisons (Suter 2011). Specifically, case 
analysis was reported under the thick description approach in Chapter Six that allows 
the judgements to be applied to other contexts (Suter 2011). Additionally, the cross-
case analysis yielded similar findings that also improved the transferability. Therefore, 
the transferability of this research is improved and satisfied.  
 
Dependability and conformability. They parallel reliability and objectivity, concern 
whether the data is stable and repeatable overtime, and that it lacks investigator bias 
(Miles & Huberman 1994). To improve dependability, ‘overlapping methods’ were first 
used in this study by repeating the process, method and questions of single interview in 
other interviews. Second, the process of conducting multiple case studies and 
embedded methodologies was reported in detail in Section 4.4. Therefore, it creates a 
‘prototype model’ that could be repeated by future researchers (Shenton 2004). To 
improve conformability, the triangulation, which reduces the effect of researcher bias 
and brings objectivity of research, was adopted. This triangulation, which ensures usage 
of multiple sources to produce findings, has been discussed in previous sections.  
 
Chapter 4 Research Methodology 143 
 
 
Therefore, by adopting the strategies to improve the ‘trustworthiness’ of conducting 
case study research, the quality of this multiple case studies were ensured.  
 
4.5 Summary  
This chapter provides a detailed description of research methodology utilised in this 
thesis. It discusses the rationale of adopting a two-stage explanation sequential 
research design, which combines the predominant quantitative case-survey and then 
supplementary qualitative multiple case study. Moreover, the detailed research designs 
and methodologies of both stages have been provided. Next chapter presents the 
findings and discussions of case-survey analysis and answers Research Questions One 
to Three. 
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CHAPTER 5 CASE-SURVEY ANALYSIS AND 
FINDINGS 
5.1 Introduction 
Numerous research has explored M&A either adopting exploratory research on a few 
case studies to gain an inside story or by conducting conclusive research, such as 
questionnaires and telephone survey. However, they seemed short on methodological 
rigour in exploring the extremely sensitive nature of Chinese CBMA activities. The 
case-survey approach has been complimented as a powerful method in conducting 
M&A research by Larsson and his colleagues (1989, 1993; 1998; 1999; 2001) because 
it rigorously extracted rich information from different sources, jointly coded the 
qualitative data by several independent researchers, statistically analysed the coded data 
and empirically tested the developed hypotheses.  
 
This chapter presented a comprehensive examination of the proposed hypotheses by 
case-survey approach. This approach allows testing, identifying and comparing the   
different patterns across studies and has been demonstrated as appropriate to CBMA 
research (Larsson 1993). The case-survey design and related methodology issues have 
already been discussed in Chapter Four. This chapter is organised as follows. Section 
5.2 discusses the demographic characteristics of case-survey samples along with several 
distributional analyses of Chinese CBMA deals. Section 5.3 reports and discusses the 
results of Hierarchical regression analyses. Section 5.4 provides the findings and 
discussions of this case-survey research.  
 
5.2 Demographic characteristics of samples 
According to the rigorous case collection procedure illustrated in the methodology 
chapter (Chapter Four), this case-survey research selected 55 deals (Appendix 4) from 
the compiled list of 205 Chinese CBMA deals (Appendix 2) as case samples. To gain 
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an overview of sample traits, the demographic characteristics of collected sample deals 
were analysed and reported in the following sections.  
 
5.2.1 Geographic distribution analysis  
Appendix 10 provides detailed statistics and comparison among Chinese OFDI stock, 
case samples and population (compiled list of Chinese CBMA deals in Chapter 4).  
 
Figure 5.1 shows the comparison of geographic distribution between case samples and 
defined Chinese CBMA deals. There is no apparent sampling bias or problem in sample 
selection as the overall distributions of case samples across countries was examined in 
line with the defined Chinese CBMA deals. Moreover, the distributions of 55 case 
samples are also consistent with the findings from Schuler-Zhou and Schuller (2009) 
where authors accessed a Dealogic database to examine the geographical destinations 
of Chinese CBMA that occurred between 1999 and 2007.   
 
 
 
Figure 5.1 The comparison of geographic distribution between case samples and 
population 
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Based on geographic distribution analysis of Chinese CBMA during the period from 
2000 to 2011 (Figure 5.1 and Appendix 10), several findings can be concluded.  
 
First, Chinese MNCs preferred to invest in European and North America countries in 
seeking advanced technologies which is supported by literature (Alon, Fetscherin & 
Gugler 2011; Boateng, Qian & Tianle 2008). As Figure 5.1, together with Appendix 10 
shows, more than 33% (68 deals) of related Chinese CBMA occurred in European 
countries, such as Germany (16 deals), UK (14 deals) and France (14 deals). Moreover, 
Chinese CBMA in North America accounted for 19% (40 deals) of total deals. It should 
be noted that America was the most favoured country and received the greatest amount 
(28 deals) of Chinese CBMA over the past 12 years.  
 
Second, Chinese CBMA in Oceania and Africa were dominant in natural-resource-
seeking investment, such as mining, resources and farm. Statistics show that a total of 
24 Chinese CBMA deals occurred in Oceania, 23 of them in Australia and one in New 
Zealand. However, Africa received less Chinese CBMA and only six deals were 
identified, accounting for 3% of the total.  
 
Third, although Chinese CBMA in Asian countries remain high (24%) compared with 
other developed countries, their investment purpose is questionable as the ‘geographical 
distribution is distorted to some extent by the phenomenon of "round-tripping" of 
investment capital’ (Schuler-Zhou & Schuller 2009, p. 37).  
 
In recent years, there is a focus on clarifying the arguments on the status of Chinese 
CBMA in Hong Kong and tax haven islands, such as Cayman Island, British Virgin 
Islands and Barbados. (Buckley 2010; Cai, KG 1999). For example, since sovereignty 
was regained in 1997, Hong Kong should be treated as part of China and no longer be 
the ‘foreign’ country’. However, because of China’s ‘Peaceful reunification; One 
country, two system’ policy, Hong Kong is still an independent economic entity. 
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Therefore, the investment and capital flows between mainland and Hong Kong are still 
recorded as ‘foreign’ direct investment by the Chinese authority, and this separate 
recording method has caused an overestimation of Chinese OFDI (Buckley & Ghauri 
1999; Cai, KG 1999; Mushkat 1997), as well as some serious accounting problems, 
such as the lack of transparency (Salidjanova 2011). In line with arguments raised so 
far, this thesis suggested that Chinese investments along with CBMA in Hong Kong 
and tax haven islands (in Latin American) could be treated as inter-investments and 
these investment activities remain questionable.   
 
5.2.2 Historical distribution analysis 
 General comparison between case samples and population 5.2.2.1
As discussed in the methodology chapter (Chapter Four), CBMA usually require an 
additional two years to conduct post-transaction integration. Therefore, in order to 
measure Chinese CBMA performance, the timeframe of this case-survey study has 
been constrained to between 2000 and 2011. Appendix 11 summarised the historical 
distribution of case samples and population. The distributions demonstrated that the 
moving trends of majority case samples were largely in line with the targeted overall 
population. 
 
Figure 5.2 The comparison of historical distribution between case samples and 
population 
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Appendix 11 as well as Figure 5.2, indicate that the case samples are consistent with the 
defined Chinese CBMA deals. During this period, Chinese CBMA deals were 
impressively increased and the overall development trend changed significantly. Since 
2002, Chinese CBMA (related and majority control) started to boost and has a much 
steeper acceleration. The total number of completed transactions reached 21 in 2005. 
One year later, this number has decreased to 13. The negative impact of the global 
financial crisis (GFC), between September 2008 and December 2009 (Dreher 2013), 
did not prevent the overseas acquisitions by Chinese MNCs. It actually created many 
opportunities for Chinese buyers, providing cheaper prices to buy many world-famous 
and leading companies, such as Volvo and mining firms (Zhou, S & Huang 2011). 
Huang and Austin (2011) in their book found that Chinese MNCs diligently acquired an 
Australian company at a very low price, particular in the mining industry, for example 
OZ Minerals and Perilya. Therefore, the number of completed Chinese CBMA deals 
has increased to 28 and 29 during the year of 2008 to 2009 respectively. In 2011, this 
number reached its highest point of 40.  
 
 T-test of historical distributions 5.2.2.2
The GFC has significantly impacted world capital flow, and also influenced many 
aspects of Chinese CBMA (Li, J. 2013). The case samples were classified into two 
groups based on the events of the GFC that occurred in late 2008 - before 2009 and 
after 2009, to identify the different patterns across them.  The major variables used in 
the case-survey study were examined using the T-test method. Table 5.1 presents the 
results of potential impacts of the GFC on major variables adopted in this case-survey 
study.   
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Table 5.1 T-test: the comparison of key variables before 2009 and after 2009 
Variables 
Mean  
T P 
Before 2009 
(N=33) 
After 2009 
(N=22) 
Difference 
SCB 2.986 3.305 -0.318 -1.726 0.090 
OI 3.233 3.697 -0.464 -2.747 0.008
**
 
CR 3.174 2.921 0.254 4.488 0.143 
Res. and Com. 3.703 3.441 0.262 1.544 0.129 
Performance 3.255 3.761 -0.506 -2.358 0.023
*
 
Notes: 5-point Likert scale. 1 strongly agree and 5 strongly disagree. 
 
A series of T-tests were performed to show the differences of the key variables in the 
conditions of case samples pre-2009 and post-2009. The results indicate significant 
differences of case samples’ organisational integration (T=-2.747, P<0.01) and 
performance (T=-2.358, P<0.05) between the two periods. More specifically, the mean 
values of organisational integration (ΔM=0.464) and Chinese CBMA performance 
(ΔM=0.506) within the case samples were improved. These results revealed that the 
GFC did not negatively impact Chinese CBMA performance, while it increased their 
attention to managing their post-transaction integration. It also supports the speculation 
of a positive relationship between organisational integration and Chinese CBMA 
performance (Cui, L & Jiang 2010).  
 
Despite the other variables, such as strategic combination benefits, cultural resistances 
and organisational resources and competences, no significant differences were found 
before and after 2009, their mean values also provided some evidence relevant to this 
study: the mean values of strategic combination benefits are increased after 2009 
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(ΔM=0.318). This indicates that Chinese MNCs have more expectations on gaining 
benefits through completing CBMA, such as additional resources and competences that 
could be shared and transferred. The increasing mean values of strategic combination 
benefits after the GFC also indicates that Chinese executives made clear strategic 
decisions in acquiring an overseas company and gaining synergistic benefits (Zhou, S 
& Huang 2014).  
 
The mean values of cultural resistances and organisational resources and competences 
were tested as decreased (ΔM=-0.254, ΔM=-0.262). The reducing trends in cultural 
resistances could indicate an improved ability by Chinese MNCs to manage cross-
cultural issues (Huang, X 2009). On the other hand, the decreasing mean value in 
organisational resources and competences may explain that the large-sized Chinese 
MNCs were cautiously making CBMA due to the negative impact from the GFC 
(Huang, X & Austin 2011).   
 
5.2.3 Industrial distribution analysis 
 General comparison between case samples and population 5.2.3.1
The comparison of industrial distribution between case samples and Chinese CBMA 
deals was presented in Appendix 12 and Figure 5.3. The outcomes of industry 
distribution have shown that case samples have a similar distribution to the population.  
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Notes:  
1. Red line describes the number of companies within certain industry in total population 
(n=205). 
2. Blue line describes the number of companies within certain industry in case samples (n=55). 
 
Figure 5.3 showed that there is a heavy concentration of Chinese CBMA in 
manufacturing and energy sectors in regard to industrial distribution. Overall, these two 
sectors received the largest proportion of Chinese CBMA deals, accounting for 62 deals 
and 43 deals respectively. Mining was another top target industry favoured by Chinese 
MNCs, with a total 20 completed transactions. Other industries, such as banking & 
finance and food & beverage, received a relatively small number of Chinese CBMA 
transactions.  
 
0 
5 (9%) 
1 (2%) 
5 (9%) 
5 (9%) 
4 (7%) 
4 (7%) 
6 (11%) 
25 (45%) 
1 (1%) 
7 (3%) 
10 (5%) 
12 (6%) 
17 (8%) 
20 (10%) 
34 (17%) 
43 (21%) 
62 (30%) 
0 10 20 30 40 50 60 70
Agriculture
Resources
Food and Beverage
Banking and Finance
Technology
Mining
Other industries
Energy
Manufacturing
Number of Chinese CBMA deals 
In
d
u
st
ri
es
 
Figure 5.3 The comparison of industrial distribution between case samples and 
population 
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The above distribution revealed that Chinese MNCs preferred to seek strategic-assets 
and resources through acquisition of foreign firms. This conclusion is consistent with 
previous Chinese OFDI research that more than 80% of Chinese MNCs preferred 
investing in overseas manufacturing and mining industries to gain advanced technology 
and acquire foreign resources companies to control and support the dynamic increase of 
domestic demand (Lee, C 2011). 
 
 ANOVA test of differences across industries 5.2.3.2
The variability of scores and differences between and within three industrial categories 
was examined through a one-way ANOVA test.  
 
Table 5.2 ANOVA test: the results for key variables on three industrial groups 
  Industry 
p-value 
Post Hoc 
(Scheffe)* 
  Primary 
industry 
Manufacturing 
industry 
Other 
industry 
Total 
SCB 
Mean 3.114 3.108 3.130 3.114 
0.997  
SD (0.726) (0.740) (0.407) (0.682) 
OI 
Mean 3.728 3.190 3.631 3.419 
0.028 P>M 
SD (0.444) (0.800) (0.537) (0.712) 
CR 
Mean 3.125 3.067 3.000 3.073 
0.893  
SD (0.447) (0.701) (0.696) (0.627) 
Res. and 
Com. 
Mean 3.986 3.557 3.272 3.598 
0.065  
SD (0.695) (0.575) (0.517) (0.625) 
Performance 
Mean 3.914 3.109 3.806 3.458 
0.007 P>M 
SD (0.315) (1.111) (0.395) (0.929) 
Sample (n)  16 30 9 55   
Notes:  
1. 5-point Likert scale. 1 strongly agree and 5 strongly disagree. 
2. Post Hoc Scheffe – a widely used test in pinpointing the differences between a pair of 
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significantly correlated variables  
 
Table 5.2 shows that there were no significant differences existing in the variables by 
three industrial categories: strategic combination benefits (F=0.003, p>0.05), cultural 
resistances (F=0.114, p>0.05) and organisational resources and competences (F=2.877, 
p>0.05).  
 
It should note that there were no significant differences found between the other 
industry and the categories of primary and manufacturing industries for all other 
variables. The variables organisational integration (F=3.84, p<0.05) and Chinese 
CBMA performance (F=5.443, p<0.01) have been tested significantly different across 
industrial groups. Additional Post hoc Scheffe tests revealed that both mean values of 
organisational integration and Chinese CBMA performance in primary industry were 
significantly different than manufacturing industry. These results suggested that 
Chinese CBMA within the category of primary industry performed better in managing 
post-transaction integration and showed better performance compared with that in the 
manufacturing industry. It could be argued that this is because of the fewer 
requirements in organisational integration in primary compared with manufacturing 
industry.  
 
5.3 Hypotheses testing and discussions 
5.3.1 Pearson correlation coefficients 
Zero-order (Bivariate) correlation analysis was conducted to provide an initial test and 
preliminary support for major hypotheses. Table 5.3 reports the means, standard 
deviations, and Pearson correlation coefficients for all variables in this study.  
 
Several findings can be concluded from the results. First, there is a significant 
associations between strategic combination benefits (r=0.304, p<0.05) and 
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organisational integration (r=0.704, p<0.001) with Chinese CBMA performance. This 
indicates that the two variables significantly and positively influence Chinese CBMA 
performance. Second, the correlation between cultural resistances and Chinese CBMA 
performance shows to be a significant negative (r=-0.271, p<0.05). That indicates the 
performance tends to decrease as cultural resistances increase, and thus the higher 
cultural resistances receives the lower CBMA performance. Therefore, the overall 
results of Zero-order correlation analysis reveal that, the three major theoretical 
antecedences of CBMA performance were tested significantly associated in this study.  
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Table 5.3 Pearson correlation coefficients of main variables (N=55) 
Variable M SD 1 2 3 4 5 6 7 8 9 
1.CBMA Performance 3.457 0.929          
2.Strategic Com. Benefit  3.114 0.681 0.340*         
3.Organisational Integration  3.419 0.712 0.708*** 0.091        
4.Cultural Resistances 3.073 0.627 -0.271* 0.002 -0.167       
5.Firm’s Res. and Comp.  3.598 0.625 -0.017 0.144 -0.115 0.115      
6.Ownershipa 0.582 0.498 0.111 -0.142 0.015 -0.064 0.343*     
7. Primary industrya 0.291 0.459 0.318* 0.001 0.282* 0.054 0.270* 0.543***    
8. Manufacturing industrya 0.546 0.503 -0.414** -0.009 -0.356** -0.11 -0.73 -0.478*** -0.702***   
9. Other industrya 0.164 0.373 0.167 0.011 0.113 -0.052 -0.233 -0.024 -0.283* -0.485***  
10. After 2009a 0.600 0.494 -0.270* -0.231 -0.323* 0.200 0.207 0.135 0.114 0.001 -0.140 
a
 Dummy variable 
***. P<0.001, correlation is significant at the 0.001 level (2-tailed)  
**.  P<0.01, correlation is significant at the 0.01 level (2-tailed) 
*.   P<0.05, correlation is significant at the 0.05 level (2-tailed) 
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5.3.2 Hypotheses testing  
To further test the proposed conceptual framework and find out how strategic 
combination benefits, organisational integration and cultural resistances shape 
Chinese CBMA performance and how these relationships were moderated by two 
variables, the Hierarchical regression analysis was performed. Table 5.4 reports the 
overall results of Hierarchical regression analysis of this case-survey study. In this 
analysis, four models were established based on the methodological suggestions from 
Wang et al. (2014) and Yang and Hyland (2012). The detailed discussions of these 
findings were reported in Section 5.4.  
 
Model 1 is the baseline model with all control variables included. Model 2 explores the 
main effects on Chinese CBMA performance. Model 3 and model 4 consider the 
moderating effects of institutions and organisational resources and competences on the 
overall relationships presented in model 2. More specifically, several interaction items 
were created by multiplying the mean-centring value of involved variables. For 
example, to explore the moderating effect of organisational resources and competences 
on the relationship between organisational integration and Chinese CBMA 
performance, the interaction item (X2 ×M1) was calculated through multiplying the 
mean-centring values of two interacting variables.  
 
Further, any existing issues of multicollinearity were examined by conducting 
diagnostic tests on tolerance value. The variance inflation factor (VIF) values of all 
independent and control variables in all models were checked. Results indicate that 
there is no multicollinearity in all models and the maximum VIF value was detected in 
model 3 (VIFOther industry=1.699). Considering the heteroskedasticity issues, the standard 
errors were reported below the related β values, which is also suggested by the leading 
literature of regression analysis (Wang, SL et al. 2014; White 1980).  
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Table 5.4 The results of Hierarchical regression analysesa 
 Control  Main model Moderating Models 
Model 1 Model 2 Model 3 Model 4 
Control Variablesb     
 Manufacturing Industry -0.461
**
 
[0.257] 
-0.219* 
[-0.199] 
-0.236 
[0.275] 
-0.201 
[0.193] 
 Other industry -0.096 
[0.349] 
-0.027 
[0.251] 
-0.054 
[0.278] 
-0.083 
[0.248] 
 After 2009 0.283* 
[0.231] 
-0.018 
[0.182] 
-0.047 
[0.184] 
-0.034 
[0.182] 
Main Effects     
Strategic combination benefits (X1)  
0.290** 
[0.121] 
0.316** 
[0.130] 
0.294** 
[0.115] 
 Organisational integration(X2)  
0.582*** 
[0.131] 
0.596*** 
[0.140] 
0.553*** 
[0.129] 
 Cultural resistances(X3)  
-0.182* 
[0.132] 
-0.306** 
[0.162] 
-0.179* 
[0.127] 
Moderating Effects     
 Ownerships (M1)   
0.020 
[0.213] 
 
 X1 ×M1   
0.035 
[0.257] 
 
X2 ×M1   
-0.021 
[0.265] 
 
X3 ×M1   
-0.224* 
[0.296] 
 
Organisational resources and competences(M2)   
-0.043 
[0.146] 
 X1 ×M2    
0.026 
[0.246] 
X2 ×M2    
0.286** 
[0.310] 
X3 ×M2    
-0.138 
[0.283] 
     
R2 0.251 0.642 0.676 0.708 
Adjusted R2 0.207 0.597 0.602 0.653 
ΔR2c  0.391 0.034 0.066 
Model F 5.701** 14.317*** 9.169*** 11.176*** 
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a 
The entries are standardised βs with standard errors in brackets. The moderating items were 
mean-centred followed by the methodological suggestions from Aiken and West (1991) and Wang et 
al.(2014). The maximum value of VIF is 1.699 is in model 3. 
b
 The primary industry is a dependent variable as Manufacturing and other industry here 
considered as independent variables in this case-survey study. 
c 
The R square change presented the results of comparisons based on Model 2. 
  
*, **, and *** show significance at p<0.05, p<0.01, and p<0.001, respectively 
 
 The results of main hypotheses 5.3.2.1
Model 1 takes all control variables into account and creates the baseline model of all 
Hierarchical regression analyses. Corroborating hypotheses 1-3, Model 2 tests the 
relationships of all important antecedences to Chinese CBMA performance. The 
multiple regression analysis that considered control effects is adopted to test Model 2.  
 
 
 
 
The results from model 2 indicate that the effect of strategic combination benefits on 
Chinese CBMA performance is found to be positive and significant (β=0.290, p<0.01). 
This finding supported and confirmed Hypothesis 1 that the greater the strategic 
combination benefits, the greater the overall success of Chinese CBMA. The 
0.582*** 
-0.182* 
F=14.317 
OI 
Chinese CBMA 
performance 
Adj. R
2
= 0.597 0.290** 
CR 
SCB Control 
variables 
Figure 5.4 The results of multiple regression analysis 
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relationship between organisational integration and Chinese CBMA performance is 
also found positive and significant (β=0.582, p<0.001) and the association is stronger 
compared with other antecedents. This result supported and confirmed Hypothesis 2 the 
better the organisational integration, the greater the overall performance of Chinese 
CBMA. Finally, the cultural resistances is tested to be significantly but negatively 
related to Chinese CBMA performance (β=-0.182, p<0.05), lending support to 
Hypothesis 3 the greater the degree of cultural resistance, the lower the overall 
performance of Chinese CBMA. 
 
In explaining Chinese CBMA performance, model 2 demonstrated significantly greater 
variance compared with model 1 (ΔR2=0.391, p<0.001). This indicates that the addition 
of three theoretical antecedents (strategic combination benefits, organisational 
integration and cultural resistances) significantly improved on the prediction of control 
variables (three groups of industry and CBMA that happened after 2009), explaining 
about 39% additional variance.  
 
More specifically, organisational integration received strongest weight in this model 
followed by strategic combination benefits and cultural resistances. Therefore, one 
could argue that Chinese CBMA deals would perform better if they have greater 
combination potentials, do better in managing organisational integration and receive 
less cross-cultural issues. The overall results in model 2 fully supported all predictions 
in the main Hypothesis 1 to Hypothesis 3, which are also consistent with the findings 
from Larsson and his colleagues’ (1989; 1998; 1999) European M&A research.  
 
 The results of moderating hypotheses 5.3.2.2
To test how institutions and organisational resources and competences moderate the 
relationships between three antecedents with Chinese CBMA performance, this study 
employed moderated Hierarchical regression analysis. The following subsections report 
the results of these moderating effects (Model 3 and Model 4).  
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Model 3 tests the moderating effects of institutions, which was represented by 
ownership of Chinese MNCs. The dummy variable was used to describe the value of 
ownerships (POE=0, SOE=1) in line with previous research. The interaction outcomes 
of each combination of strategic combination benefits, organisational integration and 
cultural resistances with ownership were calculated by multiplying their mean-centring 
values separately (Aiken & West 1991; Dawson 2014). For example, the moderating 
effect of institutions on the relationship of strategic combination benefits and Chinese 
CBMA performance, was calculated by multiplying their mean centring values (X1 
×M1).  
 
Model 4 explored the moderating effects of organisational resources and competences 
on the relationships of major antecedents to Chinese CBMA performance. Employing 
the same method for calculating the moderating effect used in model 3, the interaction 
items were created by timing their mean-centring values.  
 
The result of any detected significant moderating effects will be further manipulated to 
find out the differences of moderation. Following the practice of moderation research 
by Dawson (2014), the identified significant effect will be plotted and showed on a 
graph to clearly interpret the relationships among dependent, independent and 
moderating variables.  
 
Moderating effect: Institutions 
Before reporting the results of interaction effects of institutions, the initial T-tests have 
been performed to provide preliminary support. Table 5.5 reports the T-test of key 
variables between the groups of Chinese SOEs and POEs. 
 
 
 
 
 
Chapter 5 Case-survey Analysis and Findings 161 
 
 
Table 5.5 T-test: the comparison of key variables between SOEs and POEs 
Variables 
Mean  
T P 
POEs (N=23) SOEs (N=32) Difference 
SCB 3.227 3.033 0.194 1.042 0.302 
OI 3.406 3.428 -0.217 -0.111 0.512 
CR 3.120 3.039 0.081 -0.431 0.669 
Res. and Com. 3.348 3.778 -0.430 -2.657 0.010** 
Performance 3.337 3.544 -0.207 -0.813 0.420 
 
A series of independent T-tests were performed to examine the differences between 
SOEs and POEs on the key variables of case-survey research. The results of P values 
have shown that Chinese SOEs and POEs were tested significantly different on the 
variable of organisational resources and competences (T=-2.657, p<0.05), while other 
variables did not (p>0.05). More specifically, it is found that Chinese SOEs have a 
higher mean value (ΔM=0.430) on this variable compared with Chinese POEs. This 
result supports the argument that compared with Chinese POEs, Chinese SOEs have 
more resources and additional internationalisation experience in doing overseas 
acquisitions (Cui, L & Jiang 2009, 2010).  
 
Although the other variables, such as strategic combination benefits, organisational 
integration and cultural resistances were found to have no significant differences in the 
T-tests, their mean values and the value changes can still provide some evidence to this 
study. Results indicate that Chinese POEs have higher mean values in strategic 
combination benefits (M=3.227) and cultural resistances (M=3.039) compared with 
Chinese SOEs. These showed that within the case samples, Chinese POEs have higher 
expectations on completing CBMA, gaining benefits through sharing and transferring 
resources and competences, while receiving higher cross-cultural issues compared with 
Chinese SOEs. It also revealed that the executives of Chinese POEs have clear 
decisions in candidate selection when considering the synergistic benefits that a CBMA 
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could bring. However, they may lack experience in dealing with cultural resistances. 
 
Finally, the mean values of organisational integration and Chinese CBMA performance 
in Chinese POEs were found to be less than in Chinese SOEs. These indicate that 
Chinese SOEs performed better, not only in managing post-transaction integration, but 
also in the overall CBMA process. It also indirectly confirmed the positive relationship 
between organisational integration and Chinese CBMA performance (Cui, L & Jiang 
2010). 
 
Results of moderating effects by institutions 
Model 3 tested the moderating effects of institutions on the effects of three main 
variables (strategic combination benefits, organisational integration, and cultural 
resistances) on Chinese CBMA performance. The overall results show that Model 3 
explains a greater amount of variances in Chinese CBMA performance 
(ΔR2=0.034, p<0.001) compared with Model 2. All significant main effects, X1 
(β=0.316, p<0.01), X2 (β=0.596, p<0.001) and X3 (β=-0.306, p<0.05) remain 
significant. This indicates that the additions of moderating effect (M1) and three 
interaction effects (X1 ×M1, X2 ×M1, X3 ×M1) explain an additional 3.4% variance.  
 
In Model 3, the results indicate that the interaction term between ownership and 
cultural resistances (β=-0.224, p<0.05) is negative and significant, validating the 
moderating effect of institutions. This finding provides partial support to Hypothesis 4c: 
The relationship between Cultural resistances and Chinese CBMA performance is 
moderated by the ownerships. 
 
The interaction terms between ownership and strategic combination benefits 
(β=0.035, p>0.05) and organisational integration (β=-0.021, p>0.05), however, tested 
insignificant. Therefore, Hypotheses 4a: The relationship between SCB and Chinese 
CBMA performance is moderated by the ownerships of Chinese MNCs. Specifically, the 
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relationship between SCB and CBMA performance is weaker in SOEs than POEs; and 
Hypotheses 4b: The relationship between OI and Chinese CBMA performance is 
moderated by the ownerships of Chinese MNCs. Specifically, the relationship between 
OI and CBMA performance is weaker in SOEs than POEs, were not supported. The 
rejection of Hypothesis 4a and 4b show that the links between strategic combination 
benefits and organisational integration with Chinese CBMA performance are 
independent of the institutions. This result may be constrained by the nature of small 
sample size in case-survey method (Larsson & Finkelstein 1999) and further study 
should be encouraged to screen additional cases in order to improve the chance of 
testing this moderating effect.  
 
The result from Model 3 implies that the association between cultural resistances and 
Chinese CBMA performance significant differs according to the interaction of 
ownership. However, it is still unclear how it differs based on the two types of 
ownerships (POEs and SOEs). The negative coefficient of the interaction term (X3 ×M1) 
indicates that it becomes more negative as the interaction value increases. To provide 
additional examination of this significant moderating effect, the variable of ownerships 
was dichotomised into two categories based on its dummy value (POE=0, SOE=1). In 
response to the methodological suggestion of interpreting moderating effect in 
moderation regression analysis (Aiken & West 1991; Dawson 2014; Leech, Barrett & 
Morgan 2012), the scatterplot graph is provided to show the hypothesised direction of 
how this moderating effect is generally linearly related to the relationship between 
cultural resistances and Chinese CBMA performance. Figure 5.5 shows the interactions 
of two distinct types of ownerships moderating the relationships of high and low 
cultural resistances with Chinese CBMA performance.   
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Figure 5.5 The moderating effect of institutions on the cultural resistances–
Chinese CBMA performance relationship 
 
Figure 5.5 depicts the interaction effect of institution which is characterised by Chinese 
POEs and SOEs, on the relationship between cultural resistances and Chinese CBMA 
performance. The resultant graph indicates that, compared with Chinese POEs, Chinese 
SOEs are most likely to show a lower degree of Chinese CBMA performance when 
they are exposed to a high level of cultural resistances. This finding provides additional 
support to Hypothesis 4c: The relationship between cultural resistances and Chinese 
CBMA performance is moderated by the ownerships. Specifically, the relationship 
between cultural resistances and CBMA performance is stronger in SOEs than POEs.  
 
This result advances current Chinese CBMA research as the institutional effect is found 
very important to China’s overseas investments, Chinese MNCs’ practice and even 
ultimate performance. Current research indicates that ownership types, such as SOEs 
and POEs, represented the embedded institutions in Chinese MNCs (Cui, L & Jiang 
2009). The degree of different institutional constraints and benefits may alter their 
methods of implementing investment. Many studies have taken this important factor 
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into account in Chinese CBMA research, while few of them consider its moderating 
effect (Cui, L, Jiang & Stening 2011; Yang, M & Hyland 2012). The finding shows that 
Chinese CBMA performance negatively associated with cultural resistances, and this 
relationship is significantly moderated by types of ownership: SOEs receive stronger 
effects compared with POEs. This may be that Chinese SOEs receive higher 
institutional constraints and thus inflexibly manage cultural issues, sometimes even 
neglect its negative impact on overall performance.  
 
Moderating effect: Organisational resources and competences 
Model 4 tested the moderating effects of organisational resources and competences on 
the main effects of three antecedent variables (strategic combination benefits, 
organisational integration, and cultural resistances) with Chinese CBMA performance. 
The overall results indicate that, compared with the basic model (Model 2), Model 4 
showed greater variance in Chinese CBMA performance (ΔR2=0.066, p<0.001). 
Moreover, the major effects, X1 (β=0.294, p<0.01), X2 (β=0.553, p<0.001) and X3 (β=-
0.179, p<0.05) remain significant. This implies the additions of moderating effect of 
organisational resources and competences (M2) and three created interaction effects (X1 
×M2, X2 ×M2, X3 ×M2) show an additional 6.6% of variance.  
 
Taking a closer look at Model 4, the results reveal that the interaction term between 
organisational resources and competences and organisational integration 
(β=0.286, p<0.01) was positive and significant to the model, and thus validated this 
moderating effect. This finding fully supports Hypothesis 5b: The relationship between 
OI and the performance of Chinese CBMA is moderated by organisational resources 
and competences.    
 
The interaction terms between organisational resources and competences and strategic 
combination benefits (β=0.026, p>0.05) and cultural resistances (β=-0.138, p>0.05), 
however, were shown to be insignificant. Therefore, Hypothesis 5a: The relationship 
between SCB and the performance of Chinese CBMA is moderated by organisational 
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resources and competences. Specifically, the relationship between SCB and CBMA 
performance is weaker in those MNCs with low levels of international experience and 
resources than ones with the high level; and Hypotheses 5c: The relationship between 
CR and the performance of Chinese CBMA is moderated by organisational resources 
and competences. Specifically, the relationship between CR and CBMA performance is 
weaker in those MNCs with high level of international experience and resources than 
ones with the low level, were not supported. The rejection of Hypothesis 5a and 5c 
show that the links between strategic combination benefits and cultural resistances 
with Chinese CBMA performance are independent of the organisational resources and 
competences.  
 
The moderation regression analysis on Model 4 implies that the association between 
organisational integration and Chinese CBMA performance significantly differs 
according to the interaction of organisational resources and competences. However, it 
is still unclear how it differs based on the low and high level resources and 
competences which was proposed in the Hypothesis 5b.  
 
The positive coefficient of the significant interaction term (X2 ×M2) indicates that it 
becomes more positive as the interaction value increases. The scatterplot graph was 
provided to clearly show the hypothesised direction of how low and high levels of 
organisational resources and competences are linearly related to the relationship 
between organisational integration and Chinese CBMA performance (Aiken & West 
1991; Dawson 2014; Leech, Barrett & Morgan 2012). Figure 5.6 showed the 
interactions of high and low levels of organisational resources and competences 
moderate the relationships of high and low levels of organisational integration with 
Chinese CBMA performance.   
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Figure 5.6 The moderating effect of organisational resources and competences on 
the organisational integration–Chinese CBMA performance relationship 
 
The resultant graphs (Figure 5.6) revealed that both lines of high and low level of firm’s 
resources and competences are significant and positively influence the relationship 
between organisational integration and Chinese CBMA performance, while the high 
level moderator has a stronger effect. In another words, Chinese MNCs with richer 
resources and competences are most likely to show a higher degree of Chinese CBMA 
performance when they better manage organisational integration. This finding 
provides additional support to Hypothesis 5b: The relationship between OI and CBMA 
performance is weaker in those MNCs with low levels of international experience and 
resources than ones with high levels. Therefore, this finding confirmed that 
organisational resources and competences have a significant and positive moderating 
effect on organisational integration-Chinese CBMA performance relationship.  
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5.4 Findings and discussions 
The results of this comprehensive case-survey study provide considerable support for 
contemporary Chinese CBMA research. First, the proposed integrative conceptual 
framework advanced current fragmented theories in explaining the factors influencing 
CBMA performance. Specifically, it incorporated the Western ‘context-free’ model with 
China specific ‘context-embedded’ factors. Therefore, the major antecedents and 
moderating factors of Chinese CBMA performance have been comprehensively 
assessed and evaluated. Second, to the extent of examining the complex situation and 
the involvement of internal dynamics, the adoption of quantitative case-survey 
approach to test the developed conceptual framework cast some light on further CBMA 
research. Moreover, as discussed in Chapter Three and Four, the combination of 
traditional measurement, such as performance evaluation, with the result of synergy 
realisation, contributed a more appropriate method to evaluate the complex Chinese 
CBMA performance. The following sections provide the discussions of major findings 
in this case-survey study.  
 
5.4.1 Main hypotheses 
The adoption of three major antecedents constructs to evaluate Chinese CBMA 
performance shows a departure from Western ‘context-free’ examination (Larsson 
1989; Larsson & Finkelstein 1999; Sarala & Vaara 2010). There is still a big theoretical 
gap in testing Chinese CBMA performance, and existing literature has provided little 
significant contribution to this research theme. Three major antecedents, strategic 
combination benefits, organisational integration and cultural resistances, captured the 
synergetic benefits, operational practices and cross-cultural influences that are all 
importantly related to M&A performance. More specifically, strategic combination 
benefits present the ‘potential’ strategic benefits that Chinese MNCs could receive 
through conducting CBMA. Organisational integration is the way of functionally 
archiving and rationally realising these pre-set potentials. Finally, cultural resistances 
are the social side issues that could negatively impact on overall performance. 
However, so far there is little literature that has borrowed these theories to test Chinese 
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CBMA performance.  
This case-survey study advanced current Chinese CBMA research by adopting these 
classical and leading ‘context-free’ elements to test Chinese CBMA performance. 
Therefore, two contributions may arise: (1), fill the gap by contributing an appropriate 
method to evaluate Chinese CBMA performance; and (2) apply Western conventional 
theories to test Chinese CBMA. The results of case-survey indicate that all three major 
antecedents that were found significantly associate with Chinese CBMA performance. 
Table 5.6 displays the outcomes of three central hypotheses. 
 
Table 5.6 The results of hypotheses testing: main hypotheses 
NO. Proposed hypotheses 
Confirmed 
or Not 
1 
The greater the strategic combination benefits, the greater the overall 
performance of Chinese CBMA 
Confirmed 
2 
The better the organisational integration, the greater the overall 
performance of Chinese CBMA 
Confirmed 
3 
The greater the degree of cultural resistance, the lower the overall 
performance of Chinese CBMA 
Confirmed 
 
The strategic combination benefits is often marked as an important antecedent of M&A 
performance as it captures the synergistic potentials that could be realised in the post-
transaction integration stage (Larsson & Lubatkin 2001). Theoretically, the strategic 
combination benefits captures the joining firms’ strategic similarity and 
complementarity in operations. It shows how many synergistic potentials could be 
realised and transformed into final performances. However, little research has 
statistically examined its contribution to CBMA success, particularly in studies of 
Chinese CBMA. This case-survey study has taken all of the important determinants of 
strategic combination benefits into account, which were adopted by Larsson’s (1999) 
previous research. The results confirmed that the strategic combination benefits is a 
strong predictor and important antecedent of Chinese CBMA performance: the greater 
the strategic combination benefits, the greater the overall performance of Chinese 
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CBMA. That finding is consistent with those studies on Western CBMA, and advanced 
current Chinese CBMA research (Larsson & Lubatkin 2001; Stahl, Kremershof & 
Larsson 2004; Stahl et al. 2011).  
 
In conjunction with other two antecedents, organisational integration has been found 
the strongest predictor of Chinese CBMA success (Model 2). In previous research, 
organisational integration has been cited as the most important factor in CBMA 
success (Graebner 2004; Grube & Töpfer 2002; Hopkins 2008). Specifically, in the 
process of realising different synergies, the operational interactions and internal 
dynamics in the post-transaction stage of the merging firms are the keys to CBMA 
success. The CBMA with higher strategic potential may request high level coordination 
and effective interaction between the joining firms to jointly realise pre-set synergies 
(Larsson & Finkelstein 1999). However, existing Chinese CBMA research lacked the 
inclusion of this important element when evaluating substantial performance (Li, Ji, 
Lam & Qian 2001; Zhang, Xiaoying & Stening 2013). The shortage of theoretical 
supports, coupled with the absence of empirical practices has greatly limited 
exploration of this key antecedent of Chinese CBMA performance. Thus, the results of 
this case-survey study provide strong support to the importance of organisational 
integration, and further confirm the conventional theory of organisational integration 
is still effective in the Chinese context: the greater the organisational integration, the 
greater the overall performance of Chinese CBMA. More specifically, consistent with 
prior research from Larsson (1989; 1999), it can be concluded that in Chinese CBMA, 
the most important antecedent related to post-transaction performance is organisational 
integration. More specifically, the effectiveness of operational coordination and 
interaction between the joining firms significantly determines the degree of synergy 
realisation in the post-transaction integration stage.  
 
The third important antecedent, cultural resistances, was found significantly but 
negatively associated with Chinese CBMA success. The cultural resistances is defined 
as the social side issues which involve the elements of employee resistances, perceived 
cultural distance and cultural clash in both pre- and post-transaction stage. Prior 
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literature pointed out that all these cultural side issues may prevent the realisation of 
synergies and thus decrease CBMA performance. For example, the empirical meta-
analysis by Stahl & Voigt (2008) found that cultural issues, such as cultural distance 
and relatedness, might decrease the overall success of M&A. In the China context, this 
case-survey study strongly confirmed this relationship: the greater the cultural 
resistances, the lower the overall performance of Chinese CBMA. More specifically, 
these cultural side issues were found to have a severe effect on Chinese CBMA 
performance. The majority of Chinese MNCs have experienced significant cross-
cultural problems before and after acquiring overseas companies. The consequences of 
these cultural issues have decreased cooperation between Chinese MNCs and acquired 
entities, blocked effective communication, increased the difficulty of synergy 
realisation, raised the chaos from social reflection, and thus finally decreased Chinese 
CBMA performance. This finding not only strongly backs up existing literature, but also 
confirms the speculation of how problematic cultural resistances have far-reaching 
impact on Chinese CBMA success.  
 
In conclusion, this case-survey study confirmed the application of conventional theories 
developed from Western economics into the China context (Larsson & Finkelstein 
1999; Larsson & Lubatkin 2001; Zhou, S & Huang 2012). The empirical findings of 
case-survey study strongly supported and confirmed the three major predictions of 
Chinese CBMA performance: the greater strategic combination benefits and 
organisational integration, the greater overall performance, while the greater cultural 
resistances the lower the overall performance.  
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Moreover, Figure 5.7 showed the additional theoretical contributions from this case-
survey study. There are three clues that can be concluded here. First, strategic 
combination benefits is the way of ‘strategically’ defining the synergy potentials, which 
could be further realised and finally transformed into ultimate benefits and 
performances. Second, organisational integration is the way of ‘functionally’ and 
‘technically’ achieving synergy realisation and determining how many strategic 
potentials could be realised and transformed into CBMA performance. Third, cultural 
resistances arising from social side issues would negatively influence the overall 
process of CBMA, with a particularly severe effect in the transformation between 
synergy potentials and realisation. Therefore, the high and low level of cultural 
resistances would significantly affect the degree of transformation from synergy 
potentials to synergy realisation and thus have a significant impact on ultimate 
performance.  
 
Synergy 
potentials 
SCB 
Synergy 
realisation 
OI 
Chinese 
CBMA 
performance 
CR 
Figure 5.7 The relationships of three antecedents with Chinese CBMA 
performance 
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5.4.2 Moderated hypotheses 
Beyond testing the major antecedents of Chinese CBMA performance, this case-survey 
study also provides evidence that highlights the moderating effects. In the past decade, 
the institutional perspective and resources based view are two major and fashionable 
theoretical backgrounds of particular concern in the China context to researchers 
(Boisot & Child 1999; Huang, X 2009; Tsui et al. 2004). More specifically, the 
institutional influences and constraints, such as China’s domestic institutions and 
different level of government intervention in Chinese CBMA, could create the 
‘background’ conditions that further moderate the ability of China’s MNCs to conduct 
overseas acquisitions (Zhou, S & Huang 2012). According to literature, different types 
of ownership, such as Chinese SOEs and POEs, can represent and express the different 
institutional arrangements, and thus they were considered as the operational dimension 
and proxy of the institutional perspective (Cui, L & Jiang 2009, 2010; North 1990; 
Zhang, Jianhong, Zhou & Ebbers 2011).  
 
On the other hand, firms with different resources and competences could also perform 
differently in dealing with M&A (Huang, X 2011). In the China context, large-sized 
and internationalised Chinese MNCs can better conduct, manage and control their 
CBMA compared with small, inexperienced ones. Therefore, Chinese MNCs with 
different types of ownership, their own resources and competences could show varied 
characteristics and performances in overseas acquisitions. This then moderates the 
major relationships of three antecedents of Chinese CBMA performance.  
 
 Discussion of moderating effect of institutions 5.4.2.1
The results of moderation regression analysis validate that the relationship between 
cultural resistances and Chinese CBMA performance is significantly moderated by 
different types of ownership, while the moderation effects in the relationship of 
strategic combination benefits, organisational integration with Chinese CBMA 
performance are not confirmed. Table 5.7 displayed the outcomes of hypotheses testing 
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on moderating effects of institutions (Chinese SOEs and POEs).  
 
Table 5.7 The results of hypotheses testing: moderating hypotheses (institutions) 
NO. Proposed hypotheses 
Confirmed 
or Not 
4a 
The relationship between SCB and Chinese CBMA performance is 
moderated by the ownerships of Chinese MNCs. Specifically, the 
relationship between SCB and CBMA performance is weaker in SOEs than 
POEs. 
Not 
Confirmed 
4b 
The relationship between OI and Chinese CBMA performance is 
moderated by the ownerships of Chinese MNCs. Specifically, the 
relationship between OI and CBMA performance is weaker in SOEs than 
POEs 
Not 
Confirmed 
4c 
The relationship between CR and Chinese CBMA performance is 
moderated by the ownerships. Specifically, the relationship between CR 
and CBMA performance is stronger in SOEs than POEs 
Confirmed 
 
The moderation regression analysis showed the partial support of proposed moderating 
effects of institutions on the relationships of three major antecedents to Chinese CBMA 
performance, while only Hypothesis 4c has been confirmed. Chinese SOEs and POEs 
have been cited as the key representativeness of China’s institutions by leading 
literature (Huang, X 2011; Peng, Tan & Tong 2004). Specifically, the formal and 
informal institutional constraints and differences between SOEs and POEs, have largely 
varied their methods of operational activities and practices (Cui, L, Jiang & Stening 
2011; Zhou, S & Huang 2012). Despite T-test (Table 5.5), which showed that Chinese 
SOEs have higher resources and international experiences, they are still more 
bureaucratic and weaker in inter-functional coordination compared with POEs. 
Therefore, their methods may differ from each other when reacting to the hypothesised 
directions.  
 
The cultural resistances arising from cross-cultural issues have been tested and shown 
as a negative antecedent to Chinese CBMA performance. However, the significant 
involvement of governments and political constrains in Chinese SOEs have limited 
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their practices in managing cultural issues. For example, by exploring Chinese CBMA 
in the Australian mining industry, Huang (2011) pointed out that Chinese directors from 
SOEs were majorly assigned by government and supervised by SASAC. They have low 
foreign language capability and international experience in managing acquired 
companies, particularly in cultural and social side issues. Therefore, the inherent cross-
cultural challenges, coupled with inflexible management styles of Chinese SOEs have 
decreased their effectiveness in handling cultural resistances. In contrast, Chinese POEs 
and their executives are more flexible in accepting cross-cultural differences and thus 
actively in dealing with different resistances. Therefore, compared with POEs, the 
cultural resistance is ineffectively and inflexibly managed by Chinese SOEs and thus 
the negative relationship between cultural resistances and Chinese CBMA is shown to 
be stronger in Chinese SOEs.  
 
The outcomes supported previous speculation and literature: the embedded institutions 
have created inflexible managerial mechanisms and inefficient operational practices for 
Chinese SOEs due to the high level of government intervention, and thus cultural 
resistances cannot be managed flexibility and efficiently compared with Chinese POEs 
(Huang, X 2011; Zhou, S & Huang 2012).  
 
 Discussion of moderating effect of organisational resources and 5.4.2.2
competences 
The results of moderation regression analysis validate that the relationship between 
organisational integration and Chinese CBMA performance is significantly moderated 
by organisational resources and competences, while the moderation effects in the 
relationship of strategic combination benefits, cultural resistances with Chinese CBMA 
performance are not confirmed. Table 5.8 displayed the outcomes of hypotheses testing 
on moderating effects of organisational resources and competences.  
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Table 5.8 The results of hypotheses testing: moderating hypotheses 
(Organisational resources and competences) 
NO. Proposed hypotheses 
Confirmed 
or Not 
5a 
The relationship between SCB and the performance of Chinese CBMA is 
moderated by organisational resources and competences. Specifically, the 
relationship between SCB and CBMA performance is weaker in those 
MNCs with low levels of international experience and resources than ones 
with the high level 
Not 
Confirmed 
5b 
The relationship between OI and the performance of Chinese CBMA is 
moderated by organisational resources and competences. Specifically, the 
relationship between OI and CBMA performance is weaker in those MNCs 
with low levels of international experience and resources than ones with 
the high level 
Confirmed 
5c 
The relationship between CR and the performance of Chinese CBMA is 
moderated by organisational resources and competences. Specifically, the 
relationship between CR and CBMA performance is weaker in those 
MNCs with high levels of international experience and resources than 
ones with the low level 
Not 
Confirmed 
 
The moderation regression analysis showed the partial support of proposed moderating 
effects of organisational resources and competences on the relationships of three major 
antecedents to Chinese CBMA performance, while only Hypothesis 5b has been 
confirmed. According to the resources-based view, a firm is comprised of different 
resources and substantial capabilities. The firm’s size, whether large or small, reflects 
its internal ability to convert resources into value. The accumulated experience 
determine the firm’s competences in managing, reconfiguring and integrating various 
resources. Therefore, theoretically, firms could perform in varied ways according to the 
different resources and competences they owned.  
 
Organisational integration involves sharing resources and transferring competences 
and has been found positively and significantly associated with, and is the strongest 
predictor of, Chinese CBMA performance. The effectiveness of coordination and 
interaction between the merging firms in the post-transaction integration stage 
determines the degree of synergy realisation, which reflects ultimate CBMA 
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performance. However, the efficiency of conducting integration has been found to vary, 
depending on the high and low level of Chinese MNCs’ resources and competences. 
More specifically, large Chinese MNCs with more international experience could 
improve the quality of organisational integration and related operational practices. For 
example, China Wanxiang group is experienced in overseas acquisitions and has 
completed more than twenty CBMA in America. Its success has been attributed to 
effective and fast integration of acquired entities and resources (Xia, B 2005).  
 
The case-survey study also found that most Chinese MNCs are large in size but still 
lack the CBMA experience in integrating an acquired firm. More specifically, statistics 
showed that the majority of Chinese CBMA may face problems in the post-transaction 
stage, particularly in organisational integration. Therefore, Chinese executives may lack 
confidence and experience in effectively managing the acquisition. These findings are 
in line with current Chinese CBMA research. For example, Wyk (2009a) found that 
Chinese MNCs with less internationalisation experience would have low confidence in 
managing post-transaction integration. Moreover, the majority of Chinese MNCs prefer 
the state approach in terms of keeping the entire structure of the acquired firm and 
leaving its operations alone (Accenture 2010). Therefore, the organisational resources 
and competences is an important element to Chinese CBMA success, and further 
research should put more effort into exploring this area. 
 
5.5 Summary 
The overall objectives of this case-survey research were to develop and empirically test 
an integrated theoretical framework. This comprehensive framework bridged the 
fragmented conventional M&A theory developed from Western economies (Brannen & 
Peterson 2009; Larsson & Finkelstein 1999; Larsson & Lubatkin 2001) and the 
embedded and unique factors of China’s CBMA performance (Cui, L & Jiang 2009; 
Cui, L, Jiang & Stening 2011; Zhou, S & Huang 2012) referenced by multiple scholars 
across three decades. In line with the methodological suggestions from Larsson and his 
colleagues (1989, 1993; 1998; 1999; 2001), the comparable ‘powerful’ and applicable 
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case-survey method in CBMA research was chosen to examine the proposed integrated 
research framework. The reliability and validity of overall findings were ensured by 
strictly following the rigorous six steps of implementing case-survey research that was 
comprehensively expounded in Chapter 4.  
 
Strategic combination benefits, organisational integration together with cultural 
resistances, which were developed from Western ‘context-free’ assumptions, have been 
confirmed as significantly associated with Chinese CBMA performance. These findings 
are also in line with prior research. For example, the case-survey research from Larsson 
and Finkelstein (1999) found that strategic combination benefits were a type of 
synergistic benefit positively and significantly related to M&A performance. In their 
further research (Larsson and Lubatkin 2001), also empirically confirmed the positive 
effect of organisational integration and the negative effect of cultural resistances on 
M&A performance.  
 
Beyond confirming the three important antecedents of Chinese CBMA performance, 
the additional moderated regression analyses were performed to test the ‘context-
embedded’ moderators. However, the results provide partial support for moderating 
effects. First, the institutions represented by Chinese SOEs and POEs has been found to 
significantly moderate the relationship between cultural resistance and Chinese CBMA 
performance, while this moderating effect is stronger in SOEs than POEs. Second, the 
organisational resources and competences has been confirmed as moderating the 
relationship between organisational integration and Chinese CBMA performance, 
while it shows stronger moderating effect when firms have higher resources and 
competences. Those findings strongly support current theoretical development in 
institution-based view and resource based view, particularly advanced the research in 
Chinese CBMA. The above findings are meaningful and contribute to current M&A 
research. The theoretical and practical implications of this comprehensive case-survey 
study are discussed in Chapter 7 together with the findings of multiple case studies.   
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CHAPTER 6 CASE STUDY ANALYSIS AND FINDINGS 
6.1 Introduction 
This chapter presents findings and discussion of three empirical case studies and cross-
case analysis of Chinese CBMA with the aim of providing supplementary evidence to 
the findings of predominated case-survey, enhancing the understanding of how the 
mechanisms impact Chinese CBMA performance and providing additional insights to 
Chinese CBMA research.  
 
As discussed in Chapter Four, by using the analytical methods advocated by Yin (2009, 
2014), in terms of pattern matching, explanation building and cross-case synthesis,  
both single- and cross-case analysis on three leading Chinese CBMA cases are reported 
in this chapter. Specifically, the first case study investigates Lenovo, the China largest 
PC producer and vendor, and its acquisition of IBM PCD. The second case study looks 
at Geely, one of China’s largest automobile producers, and its acquisition of Volvo. 
The third case study evaluates Wanxiang Group, a serious Chinese acquirer who has 
acquired more than 19 American firms, and its acquisition of Ford’s driveshaft 
business. 
 
These three single case studies serve different purposes to support and validate the 
findings of prior case-survey: (1) the first case study provides explicit explanations and 
evidence on three major determinants, strategic combination benefits, organisational 
integration and cultural resistances, and their impact on Chinese CBMA performance; 
(2) beyond expounding upon the key mechanisms influencing Chinese CBMA 
performance, Case Two and Three provide additional evidence and explorations on two 
‘context-embedded’ factors influencing Chinese CBMA performance, ownerships and 
firm-specific resources and competences. Moreover, new insights of Chinese CBMA 
performance and post-transaction activities have been explored and provided, such as 
emerging integration approaches, dynamic characteristics of managing organisational 
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integration. Finally, a cross-case analysis that compares and explains similarities and 
differences of patterns across the three cases is presented.  
 
6.2 Case Study One: Lenovo’s acquisition of IBM PCD 
6.2.1 Case background 
Lenovo Group Limited (Lenovo) is a Chinese publicly traded multinational technology 
enterprise. It sells Personal Computers (PC), tablet computers, smart phones and 
televisions, IT software, and other products in more than 160 countries. It was officially 
formed in 1984 with the purpose of importing computers and televisions for 
Governmental use. After two-decades of fast expansion, Lenovo developed and owned 
its self-brand computer and became one of the most famous Chinese PC vendors and 
manufactures.  
 
In 2000, Lenovo launched its three-year global diversified development strategy with 
assistance from The McKinsey Company. This diversified strategy was intended to 
establish an Internet platform to integrate various businesses and achieve an optimised 
and diversified sales outcome. However, its dream quickly ended due to the burst of 
global IT bubbles. The general manager of Lenovo said ‘from the beginning of 2000 to 
October 2002, our diversified development strategy has faced huge problems… some 
areas even lost control’ (Zhang, Xiaoping 2011, p. 57).  
 
With the sinking of its diversification strategy, Lenovo decided to acquire an overseas 
company to reverse its huge setback in China's market. The acquired candidate was the 
PC Division (PCD) of International Business Machines Corporation (IBM). IBM was a 
multinational and integrated technology and consulting corporation founded in the USA 
in 1911. It manufactured and marketed computer software, hardware and provided 
services to mainframe computers with customers in more than 170 countries. In the 
1990s, IBM’s operations were in trouble. Consequently, it sold its PC division to 
Lenovo at the end of 2004. The total transaction value was approximately $1.25 billion 
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in cash and equity stakes. Appendix 13 illustrates additional background information 
about this acquisition.  
 
6.2.2 Case findings and discussions 
This section reports the key findings and discussions. Firstly, the discussion focuses on 
the key motives, combination benefits and potential synergies between Lenovo and 
IBM PCD. Secondly, a systematic examination of the post-transaction integration, its 
integration approach, integration process and other exposed managerial issues is 
provided. Thirdly, the specific cultural integration process and related cultural issues, 
such as cultural clash and resistance, are identified and discussed. Finally, a 
comprehensive evaluation of Lenovo’s post-transaction performance is conducted. 
 
 Combination benefits and synergies  6.2.2.1
Motive: Strategic-asset seeking 
Lenovo believed that acquiring a high-profile overseas company was the fastest method 
of international growth. CBMA could not only assist Lenovo to position itself in the 
international market more easily, but also might absorb resources and technology that it 
could not develop on its own. Therefore, ‘resources-, brand- and technology-seeking’ 
are three major motives that boosted Lenovo venturing overseas. Interviewee A 
expressed: ‘we believed that through this acquisition, Lenovo can reach the designated 
position at one step…and we can benefit from this acquisition in three areas: global 
market, valuable brand and advanced technology.’ 
 
Synergistic benefits 
The similar and complementary resources of joining firms have create synergistic 
potentials that could create additional value than separately. In this case, the resources, 
brand and technology from IBM PCD are main synergistic benefits. Interviewee B said:  
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Actually, the two enterprises are closely related. We not only can absorb its 
advanced technology, operational advantages, efficient distribution channels 
and existing valuable brand, but also can benefit from cross selling the joint 
products in the global market. 
 
Risks and Synergistic benefits 
While acquiring an advanced company could potentially offer a big pie to Chinese 
MNCs, the associated risks were also high, particularly after the transaction had been 
completed. At the stage of due diligence, Lenovo realised that IBM was much more 
appropriate to its internationalisation trajectory, because of its close related business 
and popularity in the global PC industry, but it was also riskier than other potential 
targets.  
 
In this case, the risks are raised from unbalanced patterns across Lenovo and IBM PCD, 
such as market differentiations, capabilities, and branding strategy. Therefore, in 
acquiring large MNCs, the coexistence of outstanding synergistic benefits along with 
the high risks of integration has occurred to most Chinese MNCs. Interviewee B said: 
However, we quickly realised this acquisition was risky: our brand is only 
popular in China and our capital was merely one quarter of IBM, and thus 
everyone was worried about ‘how does a small fish eat a big one’, because we 
may not have the ability to ‘eat’ a fish larger than us.  
 
 Organisational integration and slow touch approach 6.2.2.2
Inexperienced Chinese MNCs 
Besides the huge gaps and unbalanced power between the joining parties, the risks 
arising from the post-transaction integration stage, such as co-operations, cultural clash 
and cross-border management, were all tough issues facing the inexperienced Chinese 
MNC. As expressed by the interviewee A:  
We haven’t touched this integration area before…and we were worried about 
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the huge differences in management philosophy, operational systems and 
national and corporate culture between the joined parties… Besides that, IBM 
had a big employee team across more than 100 countries. How to manage 
them is a still a crucial problem. 
 
Speed of integration 
The extant CBMA research on Western economies argues that the speed of integration 
should be fast. Otherwise the combining firms would lose the momentum of capturing 
synergies after the deal is closed (Cogman & Tan 2010). However, Chinese CBMA 
could be different. Specifically, most of Chinese MNCs struggled with managing the 
post-transaction integration. In this case, Lenovo had been under various pressures at 
the beginning of the integration. The insufficient capital, low brand popularity, coupled 
with the invisible cultural clash behind the joining companies, had slow down the speed 
of integration between Lenovo and IBM PCD. As the CEO said:  
Integration involved major functional and personal changes…because the two 
organisations had different backgrounds… If they were integrated too fast… 
the risk was too high… we preferred keeping the two business  independent… 
let them get to know each other, and then implement integration gradually (Li, 
G. 2010, p. 23). 
 
Mixed integration mode: an emerging “slow touch” approach 
After the acquisition, Chinese CBMA usually pay much attention to stabilising the 
existing businesses of the joined parties in the short term, and then gradually and 
strategically integrate them. This finding is slightly different from traditional 
integration approaches (Haspeslagh & Jemison 1991). In this case study, the mixture of 
‘Preservation’ and ‘Symbiosis’ approaches could be identified. Theoretically, according 
to the combination of the high and low levels of organisational autonomy and strategic 
interdependence of combining parties, the Preservation approach is the low level of 
integration implementation, and the acquired firm would receive a high level of 
autonomy, while the Symbiosis approach lifts the existed autonomy and achieve 
strategic interdependence gradually (Haspeslagh & Jemison 1991). The following table 
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summarises the two-step integration process of this case. 
 
Table 6.1 The integration process of Lenovo’s acquisition of IBM PCD 
Time 
Integration 
Approach 
Integration process 
Starting time: 
May/2005 
Learning & 
Preservation 
1. Appointed new president to handle integration. 
2. Gave high autonomy to the acquired firm and treat 
the two companies independently.  
3. Integrated the few functional departments of 
headquarters, such as finance, law, and HR 
departments. 
4. Maintained existing customers and employees. 
Starting time: 
September/2005 
Symbiosis 
1. Introduced its new global organisation structure. 
2. Conducted technology transfer.  
3. Functionally and gradually integrated the two 
organisations together: business integration, R&D, 
supply chain and regional headquarters.  
 
Preservation and business stability 
In the initial transition stage, it may be a difficult task to stabilise the combined 
company.  The appointment of a new CEO, who has the same cultural background as 
the acquired company and was familiar with its rules, HR, salary and welfare systems, 
would decrease the difficulty of implementing initial integration. In this case, Lenovo 
quickly appointed the former senior vice-president of IBM as its CEO to keep the 
existing management team intact and reduce the risk of a cultural clash from the 
acquisition. The newly appointed CEO made a series of announcements in an effort to 
make this transition smooth. For example, it was announced that no changes in 
compensations were planned, and the new parent company would offer more 
opportunities for promotions (Zhang, Xiaoping 2011).  
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Besides these stabilising mechanisms, the use of the ‘Parallel managerial’ model was 
another good strategy that assisted Lenovo to overcome the potential cultural clash and 
effectively reduce staff turnover (Li, Guogang 2010). This managerial model is similar 
to the relationship between China and Hong Kong, in another word ‘One country, two 
systems’. In this model, the two companies traded separately and only a few major 
functional departments, such as finance, law and accounting departments, were initially 
integrated. After the first stage of integration, Lenovo did not suffer a great loss of key 
talent. Its employee turnover was below 2% (Zhang, Xiaoping 2011).  
 
In order to lay the groundwork for the symbiotic integration to follow, Lenovo also set 
English as the official language and emphasised the new corporate culture was 
completely open and global. Interviewee A mentioned: 
At the beginning of the integration…employees on both sides felt very 
stable…and we wanted them [employees from IBM] to realise our company 
was not a low budget traditional Chinese company… we kept the former 
welfare and salaries and didn’t cut off anything. 
 
Comprehensive integration 
Functional and operational integrations are two major tasks in the post-transaction 
integration stage (Tang, Y 2012). Along with the introduction of new global 
organisation structure, the two companies moved into their approximate five-year 
comprehensive integration, and gradually enjoyed the synergistic benefits.  
 
The well-designed organisational restructure is the key success of functional 
integration. In this case, Lenovo restructured and integrated the two firms by 
introducing the new global organisation structure, developed with the assistance of 
professional advisors.  Interviewee C mentioned: 
We took a long time to establish our new structure…[actually] the two 
companies were very close in resources, technologies and HR…so our aim 
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was to use the effective structure to integrate and control the two firms… 
Personally, I think it is a good structure. 
Based on the new structure, the supplementary and complementary resources have been 
integrated to achieve synergy realisation. Here are several major activities of synergy 
realisation addressed in this case:  
 
Technology Transfer and R&D 
Chinese MNCs also pay much attention on transferring superior technology, 
particularly for companies in the manufacturing sector. This is usually a one way 
transfer happening in Chinese CBMA: from the acquired company with advanced 
technology to the acquiring Chinese company. Interviewee A evidenced:  
In this case, the [technology] transfer is usually one way. When we purchased 
IBM, we also got its total IP (intelligence Property). That made our technology 
transfer very smooth. And we have created our new global R&D centre to 
analyse these technologies and develop new products. 
 
Branding Strategy  
Brand promotion and integration is another crucial part that Chinese MNCs usually 
focus on through acquisition. Drawing support from the acquired famous brands, 
Chinese MNCs can promote their own brands in a fast way by using their unique 
strategy. Interviewee B explained Lenovo’s brand development strategy through 
integration:  
To enhance brand recognition, we adopted a ‘dual-brand’ strategy. Relying on 
IBM’s brand that is world famous, we strengthened our own brand by putting 
the two brand names together on the new product. Although these two brands 
are positioned at different target customers, its brand integration was very 
successful. So far, our brand is very popular around the world, especially in 
America. 
 
Operational integration  
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Integrating the advanced and complementary resources from the acquired company, 
such as supply chain, marketing channel and human resources, could accelerate synergy 
realisation and strengthen the performance. Interviewee C took the integration of IBM’s 
supply chain as an example:  
We integrated IBM’s supply chain, which was the most efficient in the global 
PC industry. Because it is centralised and globally managed…costs are 
ultimately reduced, our coordination have been strengthen and we are happy 
to see that. 
 
The good organisational structure, coupled with optimised the work process ensures the 
effective coordinative and cooperative activities between the joining companies. In this 
case, under the new structure, Lenovo have optimised the working process between he 
joining firms. Interviewee C said: 
Based on our new structure, the two companies have bonded tightly. As a 
global team, we work together, just like the staff in an assembly line. Our new 
product development process is a cooperative and integrated process, it is not 
a single effort provided by a regional research centre… For example, Asian 
people have a finer finger compared with the Westerners and thus they need 
smaller keyboards. Under our global operational process, we require Japan 
centre to design the new PC based upon the customer references from the 
United States centre, and then manufacture the product in Shenzhen (China) 
and trade it through Singapore or Hong Kong sales department very 
effectively. 
 
 Cultural resistance and integration 6.2.2.3
Cultural resistance in Chinese CBMA  
For most Chinese MNCs, the most difficult task in conducting CBMA in the post-
transaction stage is how to deal with cultural issues. Interviewee A evidenced: 
‘Actually, in this acquisition, the cultural integration is the most difficult 
part…compared with others… and we have faced many problems in achieving 
acculturation.’ 
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In this case, the negative impacts of cross-cultural issues on post-transaction 
integration, such as cultural resistances and differences, have been identified. In 
responding to the impact of cultural issues, interviewee A said: 
In my experience of dealing with IBM PCD, the cultural side issues have 
reduced the effectiveness of our integration… and their staff (from IBM PCD) 
activities, their ways of thinking and their practices are really different from 
our Chinese staff… sometimes, they have negative emotion in working with 
us, so I think the effectiveness of cooperation has been reduced. 
 
Three stages of cultural integration  
To deal with cultural resistances, three steps of cultural integration, which are learning, 
mutual absorption and integration, and new cultural creation, can be identified 
according to the cultural interactions between Lenovo and IBM PCD. Table 6.2 
illustrates the process, objectives and major activities of cultural integration in this case.  
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Table 6.2 The summary of process, objectives and major activities of cultural 
integration  
Process Objectives Time Major activities 
Learning & 
initial cultural 
touch 
• Maintain the relative 
independence of two cultures 
• Stabilise the existing customer 
and employees 
• Establish the initial 
communication path between 
each other 
• Maintain the relative 
independence of two cultures, 
but understanding each other 
and reach cultural infiltration 
May, 2005 
• Set English as 
official language 
• Established the 
communication 
departments around 
the world 
Mutual 
absorption and 
cultural 
integration 
• Communications in all levels 
to overcome the culture 
barriers 
• Improve management style 
and effective communication 
path 
• Create new corporate culture 
• Cross-cultural training 
January, 
2007 
Formed ‘Global 
Integration and 
Diversification 
Department’ 
December, 
2007 
Officially announced 
the ‘Global New 
Culture’ 
December, 
2007 
Officially announced 
the beginning of 
cultural integration. 
January, 
2008 
Launched the ‘Culture 
Compass’ activities 
April, 2008 
Started cultural class 
‘East meet west’ 
Continuous 
cultural 
integration 
• Continues implementing 
cultural integration 
• Adjust the existed corporate 
culture 
• Continue sponsoring 
employees in cultural training 
• Generate an innovative and 
acceptable corporate culture 
November, 
2011 
Launched the 
‘TRUST: Culture 
salon’ for senior 
managers 
Sources: (Chuan Zhi 2007; Li, Guogang 2010; Li, Jing 2007; Liu, C 2007; Zhang, Xiaoping 
2011; Zhijun & Avery 2006; Zhou, S & Huang 2014) 
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First stage: Learning & initial cultural touch 
At the first stage of cultural integration, Chinese MNCs prefer to adopt a preservation 
approach to manage the initial cultural clash. More specifically, they maintain the 
appropriate cultural independences between joining parties, while understanding each 
other and gradually implementing cultural infiltration. This has been marked as an 
effective strategy adopted by Chinese MNCs. Interviewee A confirmed: 
Well, the initial cultural difference was very high. I can rate it as 90 (out of 
100). The employees from both sides had different thinking and beliefs on this 
acquisition. At the transition stage, we did a few things only from the cultural 
side because we wanted to relax the employees. 
 
Besides setting English as the official language, finding the common ground of the 
combined firm and creating a joint mission and value were also a good way to start 
bundling their culture together. Interviewee B said:  
We had tried our best to stabilise the emotion of employees… and we wanted 
to get a common culture… the two companies had the similar value and 
vision, such as integrity and responsibility… so, we created a unified cultural 
background to gradually strengthen cultural identity. 
 
Second stage: Mutual absorption and cultural integration 
After Lenovo completed its organisational restructuring, it officially entered into the 
stage of comprehensive cultural integration (Li, Guogang 2010). Due to different 
national and organisational cultural background of the combined firms, organisational 
problems abounded, particularly in the areas of communications and management. 
 
Compared with Western firms’ democratic and flexible organisational culture, the 
culture of Chinese MNC is very different, and so is the management style. The 
differences in top management styles of the joined companies not only can impact their 
functional integration and daily operations, but can also negatively affect the ultimate 
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CBMA performance (Datta 1991; Teerikangas, S. & Very 2006). The strict 
implementation and compliance, as well as the rigid and hierarchical management style, 
led Chinese employees to strictly follow the order from superiors in the ordinary sense. 
As an example from Lenovo, if someone came late to a meeting, he or she would be 
punished by standing in the corner of the room even though he or she is the senior 
manager (Tang, Y 2012). Interviewee B said: ‘The cultural difference between us is 
very big… the discipline of Chinese firms is very strong, just like military 
administration. And there is no room for negotiation at all.’ 
 
The executives with different national cultures may also feel conflicts when working 
together or jointly making decisions, especially between the cultures of Western 
countries and China (Morosini, Scott & Singh 1998). Chinese culture has been marked 
as hierarchical, collectivist, traditional and Confucian, and thus most Chinese managers 
have the ‘spiral’ logic while Western managers prefer a ‘linear’ logic (Stahl & 
Mendenhall 2005). Therefore, the decision making processes are different in both 
cultures. In this case, such cultural differences have hugely limited the efficiency of 
making decisions and have negatively impacted the organisational performance as well. 
To alleviate these cross-cultural problems, Lenovo requested every staff member to 
‘straight talk’ and express their ideas in every meeting and formal discussion (Liu, J 
2008). Interviewee B provided an example: 
In the meetings, the American staff like to express their ideas, especially when 
decisions need to be made…while the Chinese employees always keep 
silent… In American culture, if you don’t express your idea, people assume 
you agree with the decision, and the proposal would be passed… However, in 
Chinese culture, if you keep silent, that means you don’t agree… so at the 
beginning, we have made a few wrong decisions in joint meetings due to 
cultural differences. 
 
The huge cultural differences, coupled with the lack of experience in managing the 
overseas large-sized employee team, not only constrained the speed of conducting 
cultural integration, but also limited the effectiveness of communications (Peng 2006b). 
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Language difference is still the big problem presented to most Chinese MNCs. More 
specifically, lack of English proficiency could raise many managerial questions about 
how to communicate with acquired subsidiaries and manage overseas employees 
effectively (Huang, X 2011). In this case, the lack of English skills has been a barrier to 
effective communication. Interviewee A said: ‘…the senior managers didn’t use 
English frequently… so Lenovo has done two things: Provide English training and 
encourage the Chinese staff to use English in their ordinary work and emails.’ 
 
‘The key of cultural integration is communication. By in-depth communication, two 
parties can truly understand and recognize each other.’ (Li, Guogang 2010, p. 157). 
Therefore, the improvement of language proficiency is an essential part of creating a 
clear communication medium between the joined companies. Setting English as the 
official language and mandating the employees to use it in the daily operation are the 
noticeable strategies of improving the effectiveness of communication. The ongoing 
language training is another good initiative to improve the language proficiency. 
Interviewee C said: ‘You know, our English was not very good at the beginning…then 
the company sponsored us to learn English at a training centre… now we can 
frequently deal with daily operations in English.’ 
 
Besides improving the linguistic ability of its employees, Lenovo change the 
organisational structure and established a special communication department to ensure 
the effective communication among employees worldwide (Tang, Y 2012).  
 
Setting up a culture department that supervises the progress of overall cultural 
integration was a good strategy for the Chinese MNC. In January 2007, Lenovo formed 
the new ‘Global Integration and Diversification Department’ responsible for cultural 
creativity and innovation, and also managing staff diversity and cultural integration 
(Liu, J 2008). After the random survey of 2,300 employees from the combined 
organisations, Lenovo officially announced its ‘Global New Culture’ unifying core 
value, behaviour and mission. Interviewee C mentioned: ‘With the help of the new 
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culture department, we defined ‘Candor, Respect, and Compromise’ as three designed 
principles to guide us achieve acculturation and bond together…’ 
 
Besides creating a unified corporate culture, Lenovo adopted special culture projects to 
accelerate its cultural integration. The project dubbed as ‘culture discovery’ has been 
adopted to improve cultural sharing and understanding systematically. This project 
involved regular exchange visits, joint activities, regional parties, and group cultural 
training. Interviewee B said:  
They [foreign staff] don’t know China very much, they only know China is a 
rapidly developing country… so we frequently invite foreign managers to 
China for training and team building… such as climbing the Great Wall… 
these activities are very useful… because cultural exchange is very hard to 
improve in the conference room, but it is easier to get additional and deep 
understanding through team building and team work. 
 
Third stage: Continuous cultural integration  
After approximately five-year cultural integration, Lenovo realised the unified global 
corporate culture that intentionally bound the Chinese and overseas employees together 
was not perfect, and that a longer time was still needed to achieve acculturation. 
Therefore, it launched a fresh project called ‘Cultural Compass’, which allowed 
employees to discuss online about ‘performance pursuits, winning attitudes, embracing 
reform and open communications’ (Liu, J 2008). Additionally, Lenovo continuously 
encouraged and paid employees to take training courses in technology, management 
skills and other areas. Despite having spent five years dealing with cultural issues, 
Lenovo’s process of implementing cultural integration is not complete.  Many cultural 
problems are still present in the company. Interviewee A said: ‘Until now, I think... it 
[cultural integration] has not been completed…there still remain many cultural 
problems…I think this part is the most difficult one for the whole acquisition.’ 
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Organisational 
integration complete  
 
Learning 
Organisational Integration 
Cultural Integration 
Before acquisition Transaction 
complete 
Preservation Symbiosis Continuous culture 
integration 
After acquisition 
Dynamic process of post-transaction integration 
In this case, the cultural integration took longer than organisational integration. As 
discussed above, this phenomenon could be explained by the lack of experience in 
dealing with cross-cultural issues, and thus Lenovo has to slow down the stages of 
cultural integration.  By incorporating different perspectives of M&A, such as process, 
patterns and organisational and cultural integration, Figure 6.1 shows a dynamic 
process identified from this case.  
 
 
 Performance evaluation  6.2.2.4
Lenovo’s acquisition of IBM PCD has been marked extremely successful. Interviewee 
B evidenced: 
I think we have got a successful and good result in our overall acquisition 
performance. From the financial side, it is successful. Revenues increased 
several times, and they were really far beyond the original target set… From 
Figure 6.1 The dynamic process of post-transaction integration 
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the management side, it is also successful in taking over IBM’s PCD and 
many synergies have been gradually achieved. 
More specifically, the subjective findings (Appendix 14) have been explored based on 
the conventional theoretical background in CBMA research. First, there is a positive 
and logical relationship between combination benefits and CBMA performance: the 
higher combination benefits the greater the overall success. Interviewee A shared his 
practical explanation: ‘These potential benefits definitely affect the performance and 
success of this acquisition. That’s because they [expectations] could decide how good 
you can get… the more benefits in front of you, the greater easily to achieve success.’ 
 
Second, the well-designed organisational structure, coupled with the adoption of 
effective integration mechanisms, such as optimising work processes, allowed the 
Chinese MNC to easily and smoothly conduct competence transfer and resource 
sharing. These two major fundamental factors could have much impact on the overall 
success of post-transaction integration. These conclusions are in line with prior 
scholars’ findings (Alon, Fetscherin & Gugler 2011; Frensch 2007; Haspeslagh & 
Jemison 1991; Huang, X & Austin 2011). Interviewee A evaluated the integration in his 
personal view: ‘Well, in this case, the two companies are highly integrated, and the 
degree could be measured above 80% in my sense.’  
 
Beyond these influencing factors, interviewee C also confirmed the positive 
relationship between integration and overall success of acquisition: ‘Absolutely, the 
successful integration directly affects ultimate performance, and this can be seen from 
this case.’ 
 
Third, this case also confirmed cultural resistance has a negative impact on CBMA 
performance, and such issues are more evident in Chinese MNCs. They need longer 
time to conduct cultural integration than organisational integration. The interviewee A 
said:  
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It is a negative impact. The high cultural resistance will lead to low 
performance. In this case, we have spent five years in dealing with 
culture…until now, nearly 70% of cultural issues have been handled smoothly, 
but we still need time to do the remaining 30%. 
 
6.2.3 Case Summary  
This case is one of the leading, well-known and remarkable cases of Chinese CBMA. 
Relying on the successful integration of IBM PCD, Lenovo has become a world-
famous multinational corporation. In 2013, Lenovo was ranked as the world’s largest 
personal computer vendor based on the research from Gartner Inc. (Ohnesorage 2013). 
This story has been interpreted by many researchers, and its underlying 
internationalisation model has been copied by many Chinese MNCs when dealing with 
overseas investment. This case not only presented how a ‘Chinese snake swallows a 
Western elephant’, but also shows the remarkable strategies behind its performance. 
Based on semi-structured interviews with three senior managers of Lenovo, and a 
collection of public information, the following conclusions can be made: 
 
Firstly, Lenovo believed that acquiring an overseas firm is a faster way of expanding its 
international market than other internationalisation strategies, such as Greenfield and 
JV. As latecomers in internationalisation, Lenovo could quickly catch up with their 
competitors through CBMA. Moreover, One of FDI objectives for Chinese MNCs is to 
acquire strategic assets, particularly those operating in the manufacturing industry. 
‘Brand, technology and R&D’ are three major attractions that motive them to conduct 
CBMA.  
 
Secondly, post-transaction integration has become a challenge for most Chinese MNCs 
due to the limited internationalisation experience and resources, and lack of human 
resources in managing offshore operations and administration, particularly in acquiring 
a famous large foreign company. The case findings revealed that the careful and well-
designed integration plan, coupled with the adoption of a suitable integration approach 
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and optimised integration process not only can assist the Chinese MNC overcome 
various barriers, but also can assist implementation of the underlying integration more 
effectively and smoothly.  
 
From the theoretical perspective, the case findings fully confirmed and supported the 
propositions in current Chinese CBMA research. Consequently, in line with recent 
methodological calls (Luo, Y. & Tung 2007; Zollo & Meier 2008), this case study has 
adopted both measurements to evaluate Lenovo’s post-transaction performance, and 
make the overall findings stronger and more reliable. 
 
From the practical side, this case study revealed that the timeline of Chinese MNC- 
conducted post-transaction integration may differ from previous findings (Wang, D 
2007; Wen, J 2011; Yi 2010). As shown in Figure 6.1, the Chinese MNC prefers a slow 
approach in integrating the two companies. In this case, Lenovo did not immediately 
conduct organisational integration as soon as the transaction was completed. In 
contrast, it chose to observe and learn the new company for a short time. This emerging 
approach can make the overall integration smoother and more stable, particularly for 
small Chinese MNCs acquiring a large foreign company. That can be understood 
because of the potential negative effects from initial employee turnover and the 
exposed cultural clashes. Therefore, adopting the preservation approach is more 
favourable for Chinese MNCs at the beginning of integration. Moreover, Chinese 
MNCs are inexperienced in dealing with cultural issues. Therefore, they require a 
longer time to complete cultural integration compared with organisational integration. 
Organisational and cultural integrations are interwoven and mutually inter-dependent. 
In this case, Lenovo has conducted its organisational integration along with slow 
cultural integration. Evidence shows that Lenovo had completed its organisational 
integration by the end of 2009, while its cultural integration is still ongoing (Li, 
Guogang 2010; Zhang, Xiaoping 2011; Zhijun & Avery 2006). Moreover, this case 
study has found that effective mechanisms and projects could reduce the cultural 
resistances and improve cultural integration, such as language training, setting up new 
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cultural department, and introducing cultural projects.  
 
Finally, additional findings have been identified in implementing post-transaction 
integration, specifically in the areas of communications, organisational structure, and 
appointment of senior management. Firstly, lack of English proficiency is still an 
historical weakness for most Chinese executives. Chinese MNCs should pay more 
attention to language training and establish a clear communications path to promote the 
overall coordination more effectively. Moreover, Chinese MNCs prefer to appoint an 
insider or the acquired company’s former executive as the new CEO, given their similar 
cultural background to overseas employees. Lastly, Chinese MNCs should pay more 
attention to reconstructing the new company in the integration stage. A well-designed 
and centralised organisational structure can not only make the joining companies as an 
organic whole, but can also ensure the resource sharing and competence transfers flow 
more easily and smoothly between the two organisations. 
 
6.3 Case Study Two: Geely’s acquisition of Sweden Volvo 
6.3.1 Case background 
Zhejiang Geely Holding Group (Geely) is one of the largest privately owned Chinese 
automobile manufactures located in Zhejiang province of China. It produces 
automobiles, motorcycles, engines, transmissions and other related automobile 
products. Geely was officially founded in 1986 as a refrigerator-maker and then 
transformed to manufacture motorcycles and small vans in mid 1990s. Since receiving 
the formal approval for a car assembly licence from the Chinese state government in 
2001, Geely started to boost by recruiting the auto industry executives, building up its 
assembly plants and enlarging its automobile production base (Chu, W 2011; Li, L 
2011). By the end of 2010, Geely owned nine plants, one thousand shops, three well-
known brands and had a production capacity of 560,000 cars annually (Geely 2010). It 
had become one of China’s largest privately owned and indigenous automobile firms 
(Chu, W 2011).  
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AB Volvo Group is a Swedish multinational manufacturing company founded in 1927. 
It originally produced marine engines in heavy equipment, and then manufactured, 
distributed and supplied buses, trucks, cars and automobile equipment around 100 
nationals. In 1999, AB Volvo Group sold its car division to Ford for $6.45 billion. Ford 
was originally a ‘multi-brand strategy’ practitioner and managed many luxury auto 
brands, such as Ford, Mercury and Land Rover. However, Ford incurred a significant 
loss due to ineffective brand management and incorrect market positioning since 2004 
(Xiong, J 2012). In 2007, Ford launched its ‘One Ford’ strategy that gradually sold its 
redundant brands and focused on the existed business and focused on building its own 
brand.  
 
Volvo did not perform well under the management of Ford after the acquisition in 
1999. The negligence on brand development, coupled with a lack of capability in 
managing acquired firms has pushed Volvo down subsequently (Li, S & Zhou 2010). 
Since 2005, Volvo started to face financial loss. In 2008, Volvo has reported a $1497 
million loss (Ford 2010). At the end of 2009, Ford sold 100% of Volvo’s shares to 
Geely for $1.8 billion, representing only 30% of the price Ford paid in 1999. Appendix 
15 illustrates additional background information about this acquisition. 
 
6.3.2 Case findings and discussions 
This section reports the key findings and provides discussions as follows. Firstly, the 
key motives, combination benefits and potential synergies between Geely and Volvo 
were described. Secondly, the discussions focus on integration implementation and new 
integration approach, in terms of slow and partial touch, and its three-step integration 
process. Moreover, cultural side issues and cultural resistances have been identified. 
Third, the influence of ownership and firm-specific resources and competences on 
Chinese CBMA has been discussed. Fourth, the discussion of post-transaction 
performance has been provided.  
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 Combination benefits and synergies 6.3.2.1
There are huge gaps between Chinese and foreign manufacturers. The advanced 
technology, brand promotion and market are key motives that push Chinese automobile 
producers to conduct CBMA, which are similar to other Chinese MNCs in 
manufacturing industry, such as Lenovo acquired IBM PCD (Case One).  
 
To get rid of the poor image of low-quality cars, the Chinese car manufacturer believed 
that acquiring a foreign firm was the fast way of making up for existing shortcomings.  
The Chairman of Geely, Mr. Li mentioned that acquiring Volvo is the ‘economical and 
efficient way’ to borrow the advanced technology and promote itself (Xiong, J 2012). 
Consistently, interviewee D said: ‘We can purchase wheels, engines and other auto 
generic components from suppliers, but we don’t have the technology to make a good 
car… acquisition is the fast way, and we have tasted the sweetness from it …’ 
 
Chinese automobile manufacturers are short on advanced technology, brand and talent 
to support their development, particularly in the process of internationalisation. In this 
acquisition, Geely acted as a strategic-asset seeker and the ‘brand, technology and 
market’ were three major assets that Geely desired. More specifically, the strategic 
synergy between Geely and Volvo and the potential synergic benefits, such as resource 
sharing and competence transfer, could be gradually realised. As interviewee F 
expressed: 
Our motives of acquiring Volvo are very clear… because Geely found it very 
difficult to escape the image of a low-end car brand by itself, and that may 
need 50 to 100 years development….if we acquired Volvo, we just need to 
push Volvo into the high-end market and Geely will be famous… besides that 
Volvo’s technology and expertise will also support Geely’s development. 
 
In this case, Geely and Volvo are largely different in their characteristics, such as 
brand, technology and market, while all these differences represent the opportunities 
that could be transferred. More specifically, they could achieve strategic 
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complementarities somehow. Table 6.3 presents the key strengths and weakness 
between Geely and Volvo.  
 
Table 6.3 The summary of strengths and weaknesses between Geely and Volvo 
 
Geely Volvo 
S
tr
en
g
th
s 
 
• Possible institutional benefits 
from Chinese government and 
financing ability 
• Big Chinese automobile market 
and customers 
• Enjoy China’s low-cost 
advantages in manufacturing 
and purchasing 
• Long history and positioned in 
premium segment market world 
widely 
• Advanced High-quality with 
advanced automobile 
technology 
• Strong reputation in safety car 
and world famous luxury brand 
W
ea
k
n
es
se
s 
 
• Short history and only compete 
in China’s low-end segment 
market 
• Limited manufacturing capacity 
and technology 
• Lower quality compared with 
Western auto makers 
• Unknown brand image to 
international customers 
• Limited capitals and subjected 
to huge financial loss for many 
years 
• High cost with  low 
manufacturing capacity 
• Major market in Europe and 
America 
 
According to the contextual analysis, Geely and Volvo can achieve strategic 
complementarities to jointly make up their weaknesses and strengthen each other. On 
one side, Geely could rely on Volvo’s technology, market position and international 
channel to promote itself as an international auto manufacturer. On the other side, 
Volvo can also improve its sales in the Chinese market, reduce various costs and enjoy 
the institutional benefits that Geely can bring. 
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 Integration approach and implementation  6.3.2.2
Although there are many potential synergies identified in this acquisition, they cannot 
be realised without a well-designed integration implementation. Indeed, most Chinese 
MNCs still lack capabilities in integrating a firm from an advanced manufacturing 
industry, because such integration requires high level experience and capabilities in 
transferring the advanced technologies and managing complex manufacturing 
processes.  
 
In this case, implementing post-transaction integration is challengeable for three 
reasons. First, Geely still lacks experience in integrating an acquired firm, particularly 
an organisational-wide acquisition. Second, the differences between Geely and Volvo 
are very significant, such as culture, production and brand. Third, the IP issue, where 
the part of Volvo’s IP that was from Ford has been protected and cannot be directly 
transferred to Geely. Therefore, the huge difference between Geely and Volvo, coupled 
with limited experience in CBMA have implicated the adoption of conventional 
integration approaches was not rational here.  
 
These challenges and opportunities influenced Chinese MNCs to adopt a new 
integration approach to manage their complex CBMA. Interviewee D said:  
The differences between us are huge, such as market differences, brand 
positioning, corporate image, international status and so on. Therefore, in the 
absence of integration experience, we choose a ‘circuitous’ strategy in 
integrating Volvo. 
 
A slow and partial touch process  
In this case, the new integration approach not only requires a high level of 
organisational autonomy to avoid potential brand damage and cultural side issues of 
joining parties, but also needs to bridge them together and share strategic 
complementarities to achieve co-prosperity in a long run. Therefore, the integration 
Chapter 6 Case Study Analysis and Findings 203 
 
 
implementation in this case presents a dynamic process which involved different 
approaches. Interviewee D described this acquisition as the story of ‘a Chinese rural 
young man marries a noble princess of Sweden’ and their life after marriage is like this:  
In China a rural young man wins the favour of the noble princess of Sweden 
and gets married, even though they are different in identity and status…Their 
life after marriage is very smooth, but they have to stay in their own countries 
to  run different businesses…A couple of years later, people gradually believe 
their marriage is very rational. They are strong enough to support each other, 
while still keep an appropriate distance…People anticipate after the emotional 
run-in period [Eastern and Western cultures], what their children would look 
like…Now, it seems they are pregnant [they establish a research centre in 
Europe], and their baby might be born soon. 
 
Responding to the story in this case study, an emerging integration approach has been 
identified that is a ‘slow and partial touch process’. Figure 6.2 shows the logic of slow 
and partial touch process along with three steps of post-transaction integration. 
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Three steps, which are preservation, symbiosis and JVs, have been identified in this 
slow and partial touch process: 
 
I. Preservation. Geely and Volvo kept the appropriate autonomy between the 
joining firms and avoid potential damage on brand, market and customers. 
II. Symbiosis. Volvo transferred part of technologies to Geely, and Geely assisted 
Volvo in promoting to China market. 
III. JVs. Geely and Volvo jointly formed a series of new entities by strategic 
complementariness  
 
Preservation and strategic control  
Geely Volvo 
New 
entities 
Geely Volvo 
Geely benefit Volvo: China market 
Volvo benefit Geely: advanced 
technologies 
Step one: Preservation 
Step two: Symbiosis 
Step Three: JVs 
Figure 6.2 The slow and partial touch integration process 
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Due to the extreme differences between Chinese MNCs and the acquired firm, the 
traditional preservation approach, which maintains the existing boundaries and 
preserves the high autonomy between joining parties, is usually adopted to avoid 
potential damages from functional integration (Haspeslagh & Jemison 1991). 
Therefore, throughout this CBMA, Volvo and Geely were operated as separate entities, 
and their boundaries and autonomies have been maintained. Interviewee F said: ‘Geely 
is Geely, Volvo is Volvo…they are absolutely separate, for example, human resources, 
logistics, manufacturing group, etc.’ 
 
Moreover, Volvo’s brand is valued high-quality, Scandinavian designed with superior 
safety in the world, while Geely is marked as low-quality, low-price and unknown 
brand. After acquisition, the luxury and high-quality image of Volvo could be 
potentially ruined if producing in a low-end Chinese manufacturer. Therefore, consider 
huge characteristic differences between the joining firms and the potential risks in 
conducting organisational-wide integration, Geely decided to keep the two firms 
independent. Interviewee E evidenced: 
Here I need to clarify that, after acquisition we kept the two companies 
independent…and Volvo and Geely are absolutely two different parts…We did 
not conduct substantial integration because of huge differences… After 
acquisition, we run the two companies separately…we maintained Volvo’s 
luxury strategy, meanwhile Geely would still be positioned as the economic 
and environmentally-friendly car and would not produce luxury models like 
Volvo. 
 
Beyond preservation, Geely adopted the mechanism of strategic control to exercise its 
management power over Volvo. Here it should be noted that maintaining the existing 
structure of acquired firms and executing the strategic plans by the appointed executive 
directors is the key control mechanism in Chinese CBMA. In this case, two Chinese 
executives of Geely were appointed as senior executive directors of Volvo. One is the 
Chairman of Geely, Mr Shufu, Li who also has been assigned as the Chairman of 
Volvo; the other is Mr. Freeman H. Shen, the senior vice president of Volvo, and also 
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the former vice president of Geely. Mr Shen acted as a close advisor to Mr Li, and 
assisted him controlling Volvo strategically. Interviewee F mentioned:  
Although we did not directly manage Volvo, we controlled its board, set 
strategic plans and participated every important decision … They [Volvo’s 
managers] have to obey our decision, and actually our oriental thinking is 
superior and we could control Volvo without further interruption… 
 
Symbiosis and mutually benefit  
In the second stage, Geely and Volvo maintained interdependence to each other, while 
undertaking a series of integration activities, such as resource sharing and technology 
transfers to mutually benefit themselves (Wang, Ziliang 2011). A two-way benefit 
process can be identified in this stage. First, Geely upgraded its technologies and 
promoted its brand with assistance from Volvo; Second, Volvo expanded its market and 
enjoyed cost benefits with help from Geely. 
 
Benefiting Geely through competence transfer 
Resource sharing and competence transfer are two major activities pursued by Chinese 
MNCs in the post-transaction stage of CBMA. In this case, Geely lacked competences 
in R&D and IP, and thus it believed acquiring Volvo and directly absorbing its 
technologies and knowledge was the fast way to promote itself instead of relying on its 
own R&D ability. Moreover, even some outdated technologies from Volvo are still 
very valuable to Geely. In this case, Geely upgraded its technologies through absorbing 
Volvo’s prior technologies in safety and engine. Interviewee D said:  
China’s automobile industry started from imitation and with no systematic 
development…Volvo has the advanced technology in the auto industry, 
particular in safety technology…Its product line of S60 model was 
discontinued, but for us it is very valuable… after acquisition, we analysed its 
production process and used their existing production line to produce Geely’s 
car… 
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However, in this case, the degree of technology transfer is limited by the exposed IP 
issues. Specifically, part of Volvo’s technologies and IP are owned by Ford, and thus 
Geely cannot directly absorb them. Interviewee E mentioned: 
We have signed a confidentiality clause [with Ford], Volvo’s technology 
cannot be directly copied to Geely… because parts of Volvo’s technologies 
were created and shared with Ford, and even some models have the same 
technical parameters, such as Volvo S40 and C30 … 
 
Benefiting Volvo through market expansion  
To most foreign MNCs, accessing the China market is hard, particularly in some 
restricted sectors, such as automotive. Specifically, they have to obey China’s complex 
institutional settings and various policy restrictions and barriers (Tian, H 2011). Being 
acquired by Chinese MNCs could bypass various restrictions imposed upon foreign 
firms in expanding their China market, since Chinese acquirers have good relationship 
with government and are also familiar with local rules and practices.  
In this case, Geely assisted Volvo enter into China market by lunching ‘China strategy’. 
Interviewee D mentioned: ‘Because we have a good relationship with China’s 
government…we helped Volvo enter into China and helped them clear any barriers’. 
 
JVs and further resources sharing and competence transfer 
In the third stage, Geely and Volvo acted as the owners and cooperatively took a series 
of JVs, such as establishment of R&D centre and plants, to continuously benefit each 
other instead of implementing the traditional M&A integration. Table 6.4 summarised 
JVs between Geely and Volvo. 
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Table 6.4 The summary of JVs activities between Geely and Volvo 
Time of 
establishment 
Projects Function 
August, 2013 European R&D centre JVs 
June, 2013 Chengdu vehicle Plant 
Sole (Volvo) 
manufacturing by Geely’s 
license and plant 
August, 2013 Zhangjiakou engine plant JVs 
October, 2013 Daqing vehicle Plant JVs 
2014 Shanghai R&D centre JVs 
Sources: (Anonymous 2012; Bloomberg 2013; Fangfang 2010; Vijayenthiran 2013; Xinhua 
2013) 
 
Evidence shows that the JVs promote the technology transfer from Volvo to Geely. 
Interviewee D said:  
Actually, some invisible knowledge and technology are changing and 
improving Geely gradually from our JVs…For example, we invite the Volvo’s 
engineers to Geely, and we can access Volvo’s library to reference its design 
and technical parameters… 
 
In 2013, Volvo and Geely jointly built up their European research and development 
centre. This new centre is responsible for innovating the emerging models and 
components for them, and thus strengthen competences transfer. The present of Geely 
holding group Mr. An Conghui mentioned (Xinhua 2013): ‘The centre will allow Geely 
to improve its product quality and functions (from Volvo)… Volvo can prompt 
industrialisation of its advanced technologies and tap into Geely's supply network in 
Asia.’ 
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On the other side, the JVs also assisted the market expansion of Volvo. In Volvo’s 
‘China strategy’, maintaining Volvo’s existing structure, producing in China trough JVs 
and further expanding China market are three key patterns (Wang, Ziliang 2011).  The 
Chengdu plant that JVs by Geely and Volvo, in June 2013, is the important milestone to 
Volvo’s China strategy. Interviewee E said: 
We helped Volvo to establish its “second home market” in China. We followed 
Volvo’s global standards, such as unified research, development, procurement 
and production, and assisted them to build up the Chengdu plant…we believe 
the localisation of Volvo in China would accelerate entry into China’s market 
and be closer to Chinese customers. 
 
The JVs not only improve the large-scale manufacturing of Volvo, but also successfully 
promote its market sales. Interviewee E said: ‘We expanded Volvo’s China market 
actively, and the result of localising Volvo improved its sales. For example, during 
2009-2010, Volvo’s sales in China surged 80%.’ 
 
Therefore, the JVs in this acquisition improved resource sharing and competences 
transferring between Geely and Volvo. Specifically, Geely gradually bypassed IP issues 
and upgraded its technologies, meanwhile Volvo expanded its China market. Interview 
D mentioned:  
After launching the China strategy and JVs, Geely and Volvo were more 
collaborative and closer than before… Geely gradually transformed from 
“low-quality Geely” to “technology Geely”, and we have earned more credit 
to promote ourselves… Volvo also got into China’s market and survival 
finally…’ 
 
The additional findings about cost control strategy in JVs can be founded in Appendix 
16. 
 
Cultural resistances and acculturation 
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At the beginning of post-transaction integration, Geely did not face huge cultural 
resistances due to the two firms are traded separately under different strategies. They 
learn to each other’s culture and conduct slow cultural exchange. Interviewee E said: 
‘At the beginning, we did not face a huge cultural clash and resistance… because Volvo 
is Volvo, Geely is Geely…but we respect each other and both learn cultural through 
cultural exchange programs…’ 
 
Along with deep resource sharing and competence transfer between Geely and Volvo, 
the interaction and coordination between staffs was strengthened, particularly in the 
stage of JVs. Therefore, the cross-cultural issues appear in the process of technological 
interpenetration. In responding to this, interviewee E further mentioned: ‘We sent over 
our technicians to the European R&D centre to learn new technologies from Volvo, 
because Swedish staff are too conservative… so the efficiency of their learning has 
been reduced.’ 
 
Recruiting the overseas talent and employees with international experience would 
improve the efficiency of managing cultural issues. More specifically, their advantages 
in foreign language and cross-cultural experiences would benefit Chinese MNCs. 
Interviewee F said:  
We have employed many staff with overseas experience. They have no 
problems in English, and could quickly accept foreign cultures …Like our 
executives above the level of vice president all have overseas work 
experiences in big companies…. Therefore, the cultural differences are not a 
big challenge in this acquisition [Geely acquired Volvo]. 
 
 Influence of ownership  6.3.2.3
As illustrated in Chapter Three, current research on Chinese CBMA encourages the 
debate of institutional issues on the Chinese MNCs’ strategy and performance. 
Specifically, Chinese POEs exposed low levels of institutional constraints and 
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government support and interventions, and thus show different characteristics in 
conducting Chinese CBMA compared with Chinese SOEs.  
 
Case findings suggest that when Chinese POEs conduct CBMA, China’s institutions 
may have a double-edged effect to them. First, in the pre-transaction stage, Chinese 
POEs receive less institutional support from the Chinese government (Cui, L & Jiang 
2009) and cannot access favourable financing policies (Zhou, S & Huang 2014). 
Therefore, in regard to the received low level of institutional supports from Chinese 
government, the institutions may have a negative impact on the CBMA performance of 
Chinese POEs.  
 
In this case, Geely received less government support in completing this acquisition. In 
response to this, interviewee F said:  
In completing CBMA, our POEs lack government support, particularly in 
financing the project and receiving favourable policies. However, Chinese 
SOEs could easily get them from Chinese government, such as land, resources 
and finance … 
 
Second, compared with Chinese SOEs, Chinese POEs have more flexible mechanisms 
in integrating the acquired entities due to less government intervention and institutional 
constrains. The chairman of Geely, Mr. Li, commented that ‘Compared with Chinese 
SOEs, we are more flexible in our mechanisms and more innovative in managing 
CBMA’ (CBN 2011). Therefore, in regard to the low level of institutional constraints 
and pressures, the institutions may have a positive impact on the CBMA performance 
of Chinese POEs. 
 
In this case, Geely exposed less institutional pressures and interventions from Chinese 
government, and thus was more flexible and active in integrating Volvo and dealing 
with organisational changes. Interviewee E said: 
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Actually government look down on private enterprises…Various policies from 
Ministry of Commerce are very big, we [Chinese POEs] are too small 
compared with large SOEs, and therefore we cannot get these benefits and full 
support from the government…however, we are more flexible and we can 
quickly respond in a changing environment. Take our acquisition as an 
example, if a Chinese SOE acquired Volvo they cannot be as flexible as us. 
 
 Influence of firm-specific resources and competences 6.3.2.4
Chinese MNCs are short of CBMA experiences in managing the acquired company 
with different institutional settings, particularly worried about potentially damage the 
acquired asset (Dikova, Desislava & Van Witteloostuijn 2007). In this case, Geely has 
little experience in conducting organisation-wide integration, and thus it has to slow 
down the process of implementing post-transaction integration. Interviewee F said: 
Geely may not get good results in directly integrating Volvo, because Geely is 
inexperienced in managing overseas firms... Particularly Volvo, which is the 
top brand in the world auto industry…Geely is afraid the comprehensive 
integration could ruin Volvo eventually… so we have to slow down our steps 
and spend more time in learning from Volvo. 
 
Moreover, the case study also found that Geely had limited resources and talent in 
negotiating, analysing and further conducting the CBMA. Therefore, it has to rely on 
the services provided by several consulting firms to make up for its limited resources 
and competences. For example, Geely hired the world famous 250-year-old Rothschild 
& Sons Co., Ltd (Rothschild) as its CBMA advisor in acquiring Volvo. Reuters reported 
that without the help from Rothschild, the inexperienced Geely could not finish this 
complicated acquisition (She 2010).  Table 6.5 summarises the employed consulting 
firms and their roles in assisting Geely’s acquisition of Volvo. 
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Table 6.5 The summary of employed consulting firms and their roles 
Type of firm Company name Roles in acquisition 
M&As 
Advisory 
firm 
Rothschild 
 Improve the efficiency of overall acquisition 
process.  
 Assist the relationships between acquisition 
team members. 
 Help Geely negotiation with Volvo’s 
employees, labour union, suppliers, IP issues 
and etc. 
 Improve relationship with Chinese 
government and access institutional benefits. 
Law firm 
Freshfields 
Bruckhaus 
Deringer 
 Conduct legal due diligent, such as IP rights, 
and employment. 
Accounting 
firm 
Deloitte & 
Touche 
 Conduct financial due diligent and providing 
financial advices. 
Strategy 
consulting 
firm 
Roland Berger 
 Provide the overall strategic plan for this 
acquisition, such as improving operation and 
post-transaction integration. 
Public 
relation firm 
Brunswick Group 
 Responsible for the overall public relations of 
this acquisition, design and plan media 
strategy.  
 
As soon as Geely announced plans to acquire Volvo in 2009, it formed a big acquisition 
team that comprised more than 200 professional members from Rothschild and other 
companies, such as Deloitte & Touche and Brunswick Group (Wang, Z 2011). Mr. Li 
said: ‘we have recruited the advisory team, and done very good preparation’ (Wang, Z 
2011, p. 87).  
 
In this case, Geely has limited experience of managing foreign language, conducting 
due diligence and having talent to deal with Volvo. Therefore, the involvement of 
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consulting firms improved the acquisition process to be smoother and more effective. 
Interviewee D said: 
It is very hard to make contact with the world-famous companies, particularly 
as a small Chinese POE due to the background and language issues… The 
works for the pre-transaction stage all relied on Rothschild. They helped us to 
convince Volvo and assisted in negotiations. 
 
 Performance evaluation 6.3.2.5
CBMA usually needs at least two years in completing post-transaction integration, and 
then the post-transaction performance could be precisely assessed (Larsson & 
Finkelstein 1999). However, to most Chinese CBMA, their performance requires a 
longer period to be reflected, such as five to ten years, due to the slow and complicated 
process in integration implementation. 
 
In this case, in the short run, Geely’s acquisition of Volvo has been described 
successful by interviewee D:  
Until now, our top managers internally evaluate this acquisition as 
successful…After it acquired Volvo, Geely’s brand was promoted 
significantly…Now Geely has become a big brand, at least premium than 
BYD and Chery… According to last year financial report, Geely has profited 
more than RMB$8 billion… On the other side, Volvo has successfully 
expanded its China market and the sales increased dramatically. 
 
However, the organisation-wide integration that comprehensively integrates the 
functions between Geely and Volvo, has not started yet. The current JVs and 
cooperation activities identified between them all reflect the learning and running-in 
process. Therefore, the deeper integration will happen in the future. Interviewee E said: 
We have spent three years learning the differences between Geely and Volvo 
and gradually shortened the gaps…therefore, current success is only a short 
term outcome…in the future, we will fully integrate Volvo, but it needs more 
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time to be completed.  
 
Moreover, this case study provided additional contributions to support the influence of 
three major determinants of Chinese CBMA performance. First, the positive 
relationships between combination benefits and Chinese CBMA performance has been 
identified in this case study. Interviewee E said: ‘The potential benefits of our 
acquisition would affect overall success …because we have to identify what we can get 
from and share with Volvo, but it depends on how we realise the benefits.’ 
 
Second, despite that this acquisition represents a new integration approach, the 
integration activities, such as resource sharing and competence transfer, still happened 
in the JVs stage instead of conventional organisational integration stage. Therefore, the 
process of synergy realisation happened and was confirmed in this case study. 
Interviewee E said: 
Although we are not as fully integrated as other traditional acquisitions, such 
as Lenovo’s acquisition of IBM PCD, the JVs has bonded us together [Geely 
and Volvo]. We share and transfer resources and technologies and we believe 
more than 80% of defined benefits has been realised. 
 
Third, the cultural resistances were not highlighted in this case, however they are still 
tough and unmanaged issues to Geely in a long run. The cross-cultural issues, identified 
in transferring technologies between Geely and Volvo, have been found to have a 
negative impact on efficiency and performance. Interview F said:  
Although we did not face a huge cultural clash … and employee resistance is 
very low…because we did not conduct cultural integration in the short 
term…However, in the long run, we have to face these cross-cultural 
problems, because we have to work together and understand each other. 
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6.3.3 Case summary  
The acquisition of the world-famous Swedish Volvo by a small Chinese auto producer 
has earned much attention in the global media. On one hand, this acquisition has posed 
the complex conditions that the two involved companies were so different from each 
other. Specifically, Geely and Volvo had few strategic similarities but significant 
differences in many aspects, such as operations, technology, and even market position. 
On the other hand, Chinese cars have been symbolised as the low-cost, low-price, low-
technology and low-quality. The acquisition of the high-quality, high-cost, premium 
brand and advanced technology Volvo has placed big challenges on the inexperienced 
Chinese automobile manufacturer. Moreover, Geely has a short history and is a cost-
saving company with the apparently different developed strategy compared with the 
century-old Volvo. Therefore, how to strategically manage the two companies and 
avoid potential damage to both existing businesses were the key challenges presented to 
them.    
 
Given the huge differences and challenges, this acquisition has been described as the 
‘unbelievable case’ in Chinese CBMA. Therefore, the story of ‘China's rural young 
man marries a noble princess of Sweden’ has attracted much attention from academic 
researchers. However, current research on this ambitious Chinese CBMA did not 
provide adequate findings. Some scholars even came to wrong conclusions, such as that 
Geely and Volvo have conducted traditional organisational integration (Gu, Yu & Chen 
2011) and cultural integration (Tang, Y 2012). This case presented an emerging 
integration approach that was quite different to current Western CBMA. Moreover, the 
impact of ownership, coupled with the firm-specific resources and competences should 
also be noted.  
 
The three hour in-depth interviews with three top executives from Geely and Volvo, 
along with the analyses of sufficient secondary data from journal papers, financial 
reports, books and leading case studies, made the overall findings much more robust 
than others. More specifically, the following conclusions are presented:  
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First, case findings suggested that CBMA was a fast way of improving Chinese MNCs’ 
technologies, expanding their market and promoting the brand, particularly for firms in 
auto manufacturing industry. In this case, advanced technologies, resources and brand 
are important synergistic benefits that Geely want to achieve from acquiring Volvo.  
 
Second, beyond explaining three major determinants and their influences on Chinese 
CBMA performance, this case study also explored several new insights. It indicated 
that Chinese MNCs still lack expertise and capabilities in integrating the acquired firms 
from advanced manufacturing industry, with particular concern about damaging the 
acquired asset. The significant differences between the Chinese acquirer and the 
acquired firm, coupled with the limited experience in managing the acquired assets, 
promoted the adoption of an emerging integration approach, that is slow and partial 
touch approach. 
  
This approach not only synergises the characteristics of traditional preservation and 
symbiotic integration approaches, but also integrates a series of JVs activities. 
Therefore, it provides additional contribution to current M&A research. The features of 
this new approach has been summarised here:  
 
(1) To avoid potential damage of acquired assets, the joining parties maintained 
operations independent of one another.  
(2) A two-way beneficial has been identified in the later symbiosis stage. Chinese 
MNCs assist the acquired firms in accessing China's market, leveraging capital 
to development and enjoying low-cost competitive advantages, in return the 
acquired firms also transferred their advanced technology, shared resources and 
enhanced Chinese MNCs’ brand. 
(3) Rely on the strategic complementariness of joining parties and jointly form a 
series of new entities to conduct further resource sharing and competence 
transferring. 
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This new integration approach shows emerging features of Chinese CBMA because it 
incorporates the feathers from both M&A and JVs. In this case, there are two 
considerations of taking JVs, one is bypassing IP issues and the other is entering into 
the China market. More specifically, Geely cannot directly transfer Volvo’s 
technologies because part of this IP is owned and protected by Ford. The further JVs 
between Geely and Volvo, such as European research and development centre, promote 
technologies flow and transfer, and thus Geely gradually upgraded its technologies 
which it could not touch before. On the other side, through JVs, Geely provided more 
assistance to Volvo in expanding its China market. After establishing several plants 
through JVs, Volvo’s manufacturing capabilities and sales have increased dramatically, 
particularly in the China market. Therefore, the involvement of JVs is a strategic choice 
that aims to avoid mutual weaknesses, benefit each other through realising strategic 
complementariness and achieve co-prosperity in a long-run.  
 
Third, the adoption of JV initiatives in this CBMA also reflects the flexibility of 
Chinese POEs in strategically managing the challengeable post-transaction integration.  
Therefore, it provides new evidence as to the impact of ownership on Chinese CBMA. 
Additionally, despite existing literature that indicates that Chinese POEs have received 
institutional constraints in overseas acquisition, such as political support and financing, 
case findings suggested that Chinese POEs were more flexible, responded quickly and 
were innovative in dealing with CBMA compared with Chinese SOEs. Moreover, the 
employment of consulting firms was found to positively promote the transaction 
completion and effectively improved the acquisition process.  
 
Finally, case findings suggested that Chinese CBMA is a dynamic process and its 
performance needs a longer time to be observed compared with Western CBMA due to 
Chinese MNCs’ limited resources and competences. It is believed that the deeper 
integration that allows organisation-wide and functional combinations between Geely 
and Volvo will happen in the future. 
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6.4 Case Study Three: Wanxiang’s acquisition of Ford’s 
driveshaft business 
6.4.1 Case background 
Wanxiang Group Corporation (Wanxiang) is the China’s largest privately-owned 
automotive component producer and the second largest Chinese POE located in 
Hangzhou, China. Its major auto productions cover eight series, such as universal 
joints, bearings, constant velocity drive shafts (Wanxiang 2013a). Wanxiang was 
officially founded as a small machinery repair plant by Mr Guanqiu Lu (Alon, 
Fetscherin & Gugler 2011). Through approximately five centuries of development, 
Wanxiang has become a truly large Chinese enterprise with more than 40,000 
employees, $19 billion sales and $1.25 billion profits at the end of 2012 (Wanxiang 
2013a). Moreover, as the pioneer of internationalisation, Wanxiang was also far ahead 
of most Chinese MNCs. Until now, the ‘Wanxiang Empire’ has comprised 31 
enterprises across the world, which includes 19 companies through CBMA, and its 
products have accessed more than 60 countries through its large global marketing 
network (Yuan 2012).  
 
Under Mr Lu’s ambitious business philosophy: ‘earn foreigners’ money, integrate 
foreign resources and be bosses in the foreigners’ land’, Wanxiang focused on 
internationalisation and gradually built up its empire in the global automotive 
component industry (McFarlan et al. 2008). Three steps of Wanxiang 
internationalisation could be identified so far: Export to America, Compete in America 
and Acquire in America. Appendix 17 provides detailed background information about 
Wanxiang’s three stages of internationalisation and series acquisitions in America. 
 
Wanxiang’s success is not only a miracle to most Chinese enterprises but also a 
mystery story to worldwide researchers. Compared with other Chinese MNCs, 
Wanxiang has a long history of internationalisation and a high level of experience in 
conducting CBMA. Hout and Michael (2014, p.105) pointed out that Wanxiang was 
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flexible in conducting overseas investment and its success was reasoned by 
continuously absorbing superior technologies, production designs and market channels 
from acquiring American companies, while Wanxiang did not have significant control 
over them.  
 
As a pioneer in Chinese CBMA, Wanxiang’s acquisitions showed typical 
characteristics and thus its model has been imitated by latecomers. Due to the complex 
background of Wanxiang’s acquisitions, this empirical case study take its important 
acquisition of Ford Motor Company’s driveshaft business (part of Automotive 
Components Holdings) by Neapco Drivelines LLC (a division of Wanxiang group) as 
an example. This acquisition shows consistency in relation to Wanxiang’s existing 
business and operations. The background of Neapco and this acquisition is briefly 
summarised:  
 
In 2006, Wanxiang acquired majority control of Neapco LCC, which was a major 
supplier to Ford and provided original equipment manufacturer (OEM) in drivelines, 
steering shafts and other items to top auto producers around the world.. After the 
acquisition, Neapco became an important affiliate of Wanxiang to implement its 
internationalisation and it strategically acquired a few companies. The president and 
CEO of Neapco, Mr Robert Hawkey said ‘The Wanxiang Group and Neapco are 
growing globally through strategic acquisitions of innovative driveline products and 
technologies’ (Anonymous 2008). In 2008, Neapco acquired Ford’s driveshaft 
manufacturing from its subsidiary business (Automotive Components Holdings) with 
the support of Wanxiang and further established Neapco Drivelines LLC. After 
acquisition, Ford’s driveshaft product line was moved, integrated with Neapco’s 
driveline plant and became a division of Wanxiang. President of Wanxiang America, 
Mr Ni said: ‘this acquisition is the most strategic CBMA to Wanxiang’ (Ye, H 2013).  
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6.4.2 Case findings and discussions 
This section reports the key findings and provides discussions. Overall, the findings 
showed that Wanxiang was a serious Chinese acquirer and also an expert in integrating 
different resources and managing cultural resistances. Firstly, the combination benefits 
of this acquisition were identified and discussed. Secondly, this case study focused on 
exploring Wanxiang’s effective integration, control mechanisms and technological 
transfer. Thirdly, the cultural side issues implied in this case was discussed and the 
influence of firm-specific resources and competence on Chinese was also covered. 
Finally, the performance of this acquisition was discussed and summarised.  
 
 Combination benefits and synergies 6.4.2.1
Chinese firms in auto parts manufacturing industry still lack technology innovation 
compared with world class producers, such as Bosch and Delphi (Li, S & Zhou 2010). 
They rely heavily on exporting low-tech and low-value added products, which has 
constrained their development of being among the top auto parts producers in the 
world.  Acquiring an overseas advanced company has been marked as a fast way of 
absorbing technologies and expanding international marketing. The chairman of China 
Auto Parts Industry Association, Mr Yiguang, Huo mentioned (Zhao, W 2007):  
China's auto parts industry has developed rapidly in recent years, while most 
companies in this industry relay on exporting low-tech and low-value added 
products… the acquisition of overseas companies could accelerate the access 
of advanced technologies and avoid restrictions of various trade barriers… 
Wanxiang has shown a good example to us…  
 
Synergistic benefits 
Wanxiang is a serious Chinese acquirer and also an expert in integrating different 
resources. The president of Wanxiang America, Mr Ni said (Xia, B 2005, p. 58): 
We have the good abilities of recognition and judge the acquired resources. 
That is how to achieve the complementary between China-made and 
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American-made from a strategic perspective. To determine which products 
would be produced in China and America, and form ultimate ability of 1 +1> 
2. 
 
In this case, after acquiring Ford’s driveshaft business, Wanxiang could directly enter 
into Ford’s procurement system and thus becoming its tier one supplier. Moreover, the 
innovative design and manufacturing technologies could also upgrade Wanxiang’s 
existed products. Therefore, advanced technologies and market expansion are identified 
synergies that promote Wanxiang acquired Ford’s driveshaft business. Interviewee G 
said:  
In this acquisition, we want to get access into Ford’s network and absorb its 
advanced technologies. First, we could improve the prospects of being an 
important supplier of Ford. Second, we want to get their advanced design and 
manufacturing technologies, which would be very hard to develop by 
ourselves. 
 
Moreover, as a big auto parts producer in China, Wanxiang has many local advantages 
that could potentially benefit the acquired driveshaft business, such as cost advantages 
through suppling low-cost components that are produced in Wanxiang China. 
Interviewee H mentioned:  
We have very good manufacturing advantages in China, such as low-cost and 
massive manufacturing capability. Therefore, after acquisition, we could 
cross-sell our low-cost products and thus reduce overall productive cost. Then, 
both sides of acquisitions would benefit.  
 
 Integration approach and implementation  6.4.2.2
As discussed in the previous two cases, in the post-transaction integration stage, 
Chinese MNCs prefer to offer high organisational autonomy and keep low strategic 
interdependence to the acquired firms. Therefore, keeping the existing business 
acquisition intact, maintaining the low managerial involvement and slowly integrating 
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the joining firms are three identified patterns in Chinese CBMA. However, this case is 
different to the prior two cases for two reasons. First, Wanxiang is experienced in 
conducting CBMA and has conducted more than 19 CBMA in America. Therefore, 
Wanxiang has its mature pattern of conducting post-transaction integration. Second, the 
size of acquisition is small and the scope is modular acquisition. Therefore, Wanxiang 
focused on absorbing the technologies and manufacturing capabilities from Ford’s 
driveshaft business only, while other functional integration it did not touch.  
 
Quick and selective integration 
In this case, Wanxiang preserved the acquired business, and further absorbed the 
technologies and manufacturing capabilities at a fast speed. Therefore, the mixed 
traditional integration approaches, which combine the preservation and absorption 
approach, can be identified. This thesis named Wanxiang’s specific integration 
approach as ‘quick and selective integration’, as it captured the patterns of fast speed of 
integration and what functions of the acquired firm were selected to be integrated.  
 
Preservation and financial control 
After the deal completed, Wanxiang quickly moved Ford’s overall driveshaft plant to 
Wanxiang’s new factory (a division of Neapco), which included all employees and the 
entire manufacturing capacity. However, Wanxiang did not participate significant 
management and operational control over the new factory. Therefore, in this case, the 
preservation approach, that preserved the acquired Ford driveshaft business, was 
identified. Interviewee H shared his experiences:  
Our logic of integration was that we just moved the old factory to a new one, 
which is in Detroit, and did not touch its organisational structure at all. We 
kept very low interdependencies with the acquired firm, and we were in a 
separate autonomy. We also maintained everything, which included the 
original HR and previous management team. We did not fire the employees or 
cut their salaries. 
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Unlike strategic control, which was identified in the previous Geely case, financial 
control was found to be another important control mechanism over the acquired firms. 
Specifically, controlling financial performance and setting targets for the acquired 
companies are two major characteristics in financial control.  
 
In this case, Wanxiang did not adopt significant management and operational control 
over the acquired business and new factory. Controlling its financial performance is a 
unique characteristic in this acquisition.  Interviewee H mentioned the financial control 
was a good way to Chinese MNCs:  
After acquisition, we left the autonomy of the new factory and did not get 
involved in operational management of the driveshaft business … We just 
assigned a financial manager and supervised their financial performance…. If 
there were no financial problems in everyday performance, then everything 
would be alright.  
 
Moreover, interviewee H added that setting the targets to the acquired firms was 
another effective approach in the long-term control: ‘Despite we did not interfere in 
their management, we have still given tasks and set targets to them. If few months 
passed, they still cannot reach the goals, and then we would change the management 
team and relevant personnel.’ 
 
Absorption and technology Transfer  
Absorbing the advanced technologies and manufacturing capabilities from the acquired 
driveshaft business were key objectives that Wanxiang want to achieve. Therefore, in 
the second stage of post-transaction integration, Geely paid more attention in absorbing 
technology. Interviewee G said: ‘After acquisition, we absorbed every detail of 
technologies and manufacturing capabilities from Ford, including the driveshaft design 
and assembly line. Besides them we did not touch anything.’ 
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A two-way process of technological transfer between Wanxiang and the acquired 
driveshaft business was identified in this case. Figure 6.3 shows the logic of two-way 
technological transfer.  
 
 
Figure 6.3 A two-way process of technological transfer between Wanxiang and 
acquired business 
 
In the first instance, Wanxiang absorbed the advanced design and manufacturing 
technologies through sending technical staff to the acquired driveshaft plant. After that, 
the absorbed technologies were analysed and integrated into Wanxiang’s R&D and 
technical centre (Wanxiang 2013b). In the second instance, Wanxiang sent the 
upgraded technologies back and improved the acquired driveshaft manufacturing. 
Therefore, both sides shared and accumulated additional technologies. In explaining the 
technology transfer, interviewee G said: 
In this acquisition, I believe it is a two-way process of technological transfer. 
We firstly absorbed their overseas technology through technical staff. After 
that we used the facilities in our R&D centre to test them and further add some 
new elements to create an innovated technology. Finally, we transferred them 
back to upgrade our productions. 
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Moreover, to improve technology exchange, Wanxiang China also regularly assigned 
its Chinese technical staff to American subsidiaries and at the same time received 
exchanged staff. In this case, exchange programs were adopted to improve cross-
cultural management and upgrade technologies. Interviewee H said: 
After acquisition, we did regular HR exchange. For example, Wanxiang 
assigned more than ten staff to the acquired firm to learn its technology and 
management every few months. In return, we requested the acquired firm to 
send their technical staff to our China plants, visiting and guiding our 
production process. 
 
Additional findings about managing cultural resistances and conducting cost control 
strategy by Wanxiang can be found in Appendix 18. 
 
 Influence of ownership and firm-specific resources and 6.4.2.3
competences 
Prior to integrating Ford’s driveshaft business, Wanxiang has acquired approximate ten 
American firms through Wanxiang America. Through a series of CBMA, Wanxiang 
not only increased its profit, enhanced its global market share, but also absorbed the 
technological capabilities from acquired companies (Li, S & Zhou 2010). Appendix 17 
summarises the identifiable CBMA that Wanxiang has completed. Therefore, 
Wanxiang is experienced in conducting CBMA and good at integrating the absorbed 
resources and competences. President of Wanxiang America, Mr Ni said: ‘Our 
comparative advantages come from combination and configuration of Chinese 
resources and overseas resources by M&A.’ (Wu, X, Ding & Shi 2009, p. 1226) 
 
Compared with other Chinese MNCs, which only completed few overseas acquisitions, 
Wanxiang is more experienced in integrating an overseas company and conducting 
resources sharing and competences transferring. As a serious acquirer, the accumulated 
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rich experiences in CBMA have effectively improved Wanxiang’s post-transaction 
integration. Interviewee H described:  
I think Wanxiang is different to other Chinese MNCs in CBMA, such as 
Lenovo. Because we are experienced and the expert in CBMA… We have 
acquired many American firms…we know how to effectively and efficiently 
integrate Ford’s driveshaft business. We also know how to strategically deal 
with post-transaction integration. 
 
Moreover, as a Chinese POE, Wanxiang is flexible in conducting organisational 
integration. Less government intervention and allowing freedom to develop is a 
key precondition that boosted Wanxiang’s glory. Interviewee G said: 
Compared with SOEs, we were not subject to institutional intervention in 
CBMA…we have been venturing overseas since 1993, at that time there was 
no Chinese SOE that had conducted internationalisation… therefore, through 
two decades of ‘free’ development, we are more flexible in doing what we 
want… 
  
Therefore, in this case, the rich experience in CBMA, coupled with the flexible 
mechanisms in choosing, dealing and even integrating the acquired asset, has ensured 
the Wanxiang’s post-transaction integration was stable and fast. Interviewee G said: 
‘Unlike other Chinese MNCs, we have figured out a specific integration approach from 
our prior CBMA, and therefore, we quickly integrated Ford’s business and got what we 
want…’ 
 
 Performance evaluation  6.4.2.4
In this case, the identified synergistic benefits have been gradually realised and the 
overall performance of Wanxiang’s acquisition of Ford’s driveshaft business has been 
marked successful. Interviewee H said:  
This acquisition is one of our successful stories, and we are very proud of our 
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performance. Through the buyout of Ford’s business (driveshaft), we not only 
directly upgraded to a tier one supplier, but also received advanced 
manufacturing technologies and designs. On the financial side, our new 
driveshaft factory has generated approximately $420 million gross revenue in 
the recent year…therefore Wanxiang has benefited from this acquisition.   
 
By integrating Ford’s driveshaft business, manufacturing and technologies, Wanxiang 
has upgraded to become a tier one auto parts supplier to large automobile producers, 
such as Ford and Chrysler, and thus strengthened its marketplace. Interviewee H said:  
Although this acquisition is not a very big one compared with our previous 
CBMA, acquiring driveshaft’s advanced technologies and plant have helped 
us upgrade from tier two to tier one supplier … Now, we have strong 
competences in design, manufacturing and suppling high quality driveshaft. 
 
As a serious Chinese acquirer, Wanxiang has shown good expertise in efficiently 
integrating the acquired business and effectively reducing cultural resistances. 
Therefore, this case sheds some light on the impact of CBMA experiences on 
integration performance.  Interviewee G said: 
Overall, we are experienced in CBMA. We knew how to effectively and 
efficiently manage the acquired business from Ford, and we knew how to deal 
with labour unions and reduce cross-cultural issues… therefore, the post-
transaction performance (this acquisition) was improved and the new 
driveshaft business was running the right way. 
 
6.4.3 Case summary  
After decades of rapid expansion, Wanxiang became a pioneer of Chinese MNCs in 
going global. The serious overseas acquisitions and the integrations of global resources 
not only promoted Wanxiang’s technological accumulation and enhanced its 
productivity, but also offered competitive advantages in the global auto parts market. 
Building its empire in the world automobile component industry, Wanxiang’s 
development has passed from exporting to America, competing in America and 
Chapter 6 Case Study Analysis and Findings 229 
 
 
acquiring in America. As a matchmaker and strategic performer, Wanxiang America 
diligently bridged world resources with Wanxiang and seriously conducted CBMA. 
Wanxiang’s footprint has crossed more than 60 countries and controls over 29 
subsidiaries in America. Maintaining an annual growth rate of 25.9%, Wanxiang’s 
profits had reached $1.25 billion at the end of 2012 (Kirby, Dai & Zendell 2013). 
 
As a miracle of Chinese MNCs, Wanxiang’s mystery of overseas acquisitions has been 
interpreted by several researchers. However, the majority of them examined only a few 
aspects of its acquisitions, for example, its strategy (McFarlan et al. 2008), international 
process (Jin, Z 2009), technological transfers (Wu, X, Ding & Shi 2009), or simply 
summarised a few transactions (He & Ke 2010). There was still a lack of in-depth 
understanding of its CBMA performance, particularly its specific characteristics in 
conducting overseas acquisitions, such as accumulated experience.  
 
This case study explored the inside story of Wanxiang’s acquisition of Ford’s 
driveshaft business, and provided additional evidence of how the mechanisms, such as 
SCB, OI and CR, influence Wanxiang’s CBMA performance. It explained the 
influencing factors: ownership and firm-specific resources and competences. Therefore, 
this case study cast some light on understanding of Chinese CBMA research. The 
following conclusions can be made: 
 
First, Chinese automotive component producers still lack capabilities in technology 
innovation and design. Therefore, CBMA have been marked as the fast way of 
absorbing advanced technologies and capturing manufacturing capabilities and 
expanding overseas markets. Case findings reveal that, in the acquisition of Ford’s 
driveshaft business, advanced technologies and market expansion are two important 
synergistic benefits that flowed to Wanxiang. Moreover, Wanxiang enjoyed cost 
advantages through internalisation, in terms of suppling and cross-selling its 
components products, which were produced in China, to its acquired driveshaft 
business.  
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Second, this case study identified an emerging integration approach, in terms of the 
quick and selective approach, which combined the characteristics of traditional 
preservation and absorption integration approaches. Wanxiang chose this approach due 
to the small size of the acquired driveshaft business and the absorption of related 
technologies.  
 
Specifically, Wanxiang preserved the acquired business and did not put significant 
effort into managing its operations. Financial control, which involved setting targets 
and overseeing financial performance, was identified as the major control mechanism 
that Wanxiang adopted. Moreover, Wanxiang absorbed the overall technologies and 
manufacturing capabilities from Ford’s driveshaft plant. There is a two-way process of 
technology transfer found in this case. Wanxiang receive the technologies from Ford 
and then upgraded these technologies in its R&D centre. Finally, Wanxiang transferred 
the innovated technologies back to the acquired business and improved manufacturing.  
 
Third, this case study sheds some light on the impact of accumulated experience on 
managing post-transaction integration and dealing with cultural resistances. More 
specifically, it found that prior experience may improve the efficiency of integrating the 
acquired firm, such as resource sharing and competence transfer, and enhance 
capabilities in reducing cross-cultural issues. Case findings show that, as a serious 
acquirer, Wanxiang was experienced in managing integration and cultural resistances, 
and thus accelerated synergy realisation and promoted integration performance. For 
example, in this case, the technological transfer between Wanxiang and the acquired 
business was found in two-ways, and the efficiency of such transfers has been 
improved by Wanxiang’s accumulated experience. On the other side, in reducing 
cultural resistances, Wanxiang kept the majority of existing staff and offered good 
welfare for their relocation.  
 
In summary, Wanxiang’s success lies in its accumulated experience in CBMA and 
successful integration of the acquired resources. Therefore, beyond confirming the 
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major mechanisms that influence Chinese CBMA performance, this case study pointed 
out that experience is another important crucial factor that impacts on the overall 
CBMA and effectively and efficiently promotes post-transaction integration and 
reduces cultural resistances.  
 
6.5 Cross-case analysis and discussion 
The previous sections present three empirical case studies which elaborately discussed 
the findings and provided additional insights regarding the proposed mechanisms’ 
impact on Chinese CBMA performance based on the conceptual lens in Chapter Three. 
Drawing on findings of three empirical case studies, the similarities and differences 
across cases on the mechanisms identified in this thesis were compared and identified, 
and thus the complementary and contradictory findings were discussed and concluded.  
 
6.5.1 Strategic combination benefits and Chinese CBMA 
Strategic combination benefits have been defined as a series of expected gains or 
synergies, that the acquisition could bring (Larsson & Finkelstein 1999; Zhou, S & 
Huang 2012). Existing literature showed that, compared with Western MNCs, Chinese 
MNCs still lack sufficient resources, advanced technologies and R&D capabilities to 
compete in international markets (Huang, X 2011; Zhou, S & Huang 2014). Therefore, 
Chinese MNCs were motivated by seeking strategic assets and resources, such as 
advanced technologies, manufacturing capabilities and global networking, through 
acquiring an overseas firm (Cui, L, Jiang & Stening 2011; Huang, X & Austin 2011).   
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Table 6.6 Cross-case analysis: strategic combination benefit 
Items 
Case One 
(Lenovo acquired IBM 
PCD) 
Case Two 
(Geely acquired Volvo) 
Case Three 
(Wanxiang acquired 
Ford’s driveshaft 
business) 
Country of acquired 
firm 
America Sweden America 
Size of acquired 
firm compared with 
Chinese MNC 
Medium Large Small 
Scope of acquisition Divisional Organisation-wide Modular 
Strategic 
combination 
benefits 
Market, Technology 
and Brand 
Technology, Market, 
Brand and others 
Technology and Market 
Characteristics of 
SCB by priority 
• Position in global 
market through 
integrating IBM's 
global marking 
network and 
efficient operations 
• Absorb PC 
technology and 
R&D 
• Promote brand by 
IBM's famous 
brand 
• Absorb and learn 
advanced 
technologies 
• Promote Geely's 
brand  by acquiring 
a famous and 
worldwide 
recognised brand 
• Expand global 
market 
• Share resources 
and competences 
and achieve 
additional benefits 
• Absorb 
technologies and 
manufacturing 
capacity 
• Expand market and 
enter into new 
market 
 
 
As shown in Table 6.6, the advanced technologies, international market and brand are 
the defined strategic combination benefits across three case studies, which are in line 
with prior literature. However, these benefits have different priority based on the 
prioritised motivations of conducting CBMA. Specifically, in Case one, Lenovo 
believed the acquisition of IBM PCD would be the fast way to position itself into the 
global market. Therefore, the primary combination benefit is expanding international 
market, while the absorptions of IBM’s technologies, R&D, brand and worldwide 
supply chain were found to be the supplementary benefits in this case.  
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In Case two, Geely insisted its acquisition was the economical and efficient way to 
promote itself in the areas of global market position, technology and brand. Therefore, 
the primary combination benefits of this CBMA were to absorb Volvo’s advanced 
technologies, such as safety technology, as well as enter into the global market. The 
brand promotion and worldwide reorganisation are the supplemental potential benefits. 
 
In Case three, Wanxiang had completed more than 10 acquisitions before acquiring 
Ford’s driveshaft business, and thus it had clear objectives and rich experience in this 
acquisition. The absorptions of Ford’s driveshaft technology, design and manufacturing 
capabilities, and direct entry into Ford’s supply chain were two identified major 
benefits in this case. Therefore, across three cases, the advanced technologies, premium 
brand and global market entry were found to be three major combination benefits.  
 
In addition, case findings also showed that the strategic combination benefits was 
determined and constrained by nature of acquisition, in terms of the size of the acquired 
firm and scopes of acquisition, such as organisation-wide, divisional and modular 
acquisitions. More specifically, the large and small size of acquired firm, as well as the 
acquisition scope, determined how many strategic benefits could be potentially 
realised.   
 
Moreover, the strategic combination benefits in Case One and Three are all constrained 
by their specific scope of integration. Case One is categorised as a divisional 
acquisition where Lenovo purchased a PC division from IBM. Therefore, the 
combination benefits in this case are constrained within the certain divisional 
integration in terms of the PC business. In Case three, Wanxiang acquired a small 
business unit from Ford through its subsidiary, Neapco. Therefore, the combination 
benefits and synergies are limited within integrating the parallel units. Unlike Case one 
and three, in Case two, Geely acquired a large sized company and presented the scope 
of an organisation-wide acquisition. Therefore, there were more opportunities for 
deeper resource sharing and functional integrations between Geely and Volvo. It thus 
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showed greater synergistic benefits compared with other two cases. 
Case findings also showed that Chinese MNCs believed the low-cost advantages of 
manufacturing in China could bring additional benefits to the joining parties. More 
specifically, moving manufacturing activities to China (as shown in Case one and two) 
or cross-selling low-cost product from Chinese MNCs to acquired entities (as shown in 
Case three) were two identified potential benefits in leveraging low-cost advantages.  
 
In summary, cross-case analysis shows that three empirical studies reflect similar 
strategic combination benefits of Chinese CBMA, such as advanced technologies, 
international market and brand. However, these benefits may be prioritised and differ 
by the size and scope of acquisition. Specifically, organisation-wide acquisition shows 
greater synergistic potential compared with functional and modular acquisitions due to 
the nature of the acquisition and functions of further integration.   
 
6.5.2 Organisational integration and Chinese CBMA 
Post-transaction integration is the way of functionally achieving resource sharing and 
competence transfer and rationally realising strategic potentials. Therefore, a well-
implemented organisational integration, in terms of effectiveness and efficiency of 
post-transaction integration, largely depends on the degree of strategic combination 
benefits realisation and also speed of execution.  
 
Case findings suggested that the degree of realising strategic potentials in the 
organisational integration stage was heavily influenced by the nature of CBMA. More 
specifically, the scope and size of CBMA, such as organisational, divisional and 
functional acquisitions, not only influence and constrain strategic combination benefits, 
but also influence the difficulty of realising these benefits in the post-transaction 
integration stage.  
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Across three cases, Case Two showed greater challenges and difficulties as it required 
organisation-wide and comprehensive integration, while Case Three was smaller in size 
and the activities and technologies were more easily to be shared within divisions and 
units of joining firms. Therefore, compared with the small ones, the CBMA with large 
size and scope were more difficult when conducting organisational integration and 
thus a greater challenge to the inexperienced and less resourced Chinese MNCs. 
 
Case findings also revealed that Chinese MNCs still lacked capabilities (as in Case one) 
and even confidence (as in Case two) in conducting post-transaction integration. 
Therefore, they had to match their strengths and weaknesses, then strategically and 
slowly integrate the acquired entities and assets. However, how quickly the Chinese 
MNCs completed organisational integration determined how efficiently they realised 
strategic combination benefits and achieved synergistic benefits. The patterns of 
organisational integration across three cases have been summarised in Table 6.7.  
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Table 6.7 Cross-case analysis: organisational integration 
Items Case One Case Two Case Three 
Scope of integration Divisional Organisational-wide Modular 
Difficult of 
integration 
Easy Hard Easy 
Experience in 
CBMA
 Low Low High 
Speed of integration Slow Very Slow Fast 
Identified integration 
approaches 
Slow touch 
Slow and partial 
touch 
Quick and selective 
integration 
(Preservation + 
Light symbiosis) 
(Preservation + 
JVs) 
(Preservation + 
Absorption) 
Technological 
transfer 
One-way 
technology transfer  
(IBM PCD to 
Lenovo) 
One-way 
technology transfer  
(Volvo to Geely 
through JVs) 
Two-way 
technology transfer 
(Wanxiang absorb 
technologies from 
Ford and then send 
the innovated 
technologies back ) 
Resource sharing 
New organisational 
structure and 
integrate IBM 
PCD's supply chain, 
marketing channel 
Jointly establish 
new factories in 
China 
Plant relocation 
Control mechanisms 
Comprehensive 
control 
Strategic control Financial control 
 
Overall, due to firm-specific factors and the nature of acquisition, the organisational 
integration of Chinese CBMA represented a more progressive and dynamic routine 
which was slightly different to traditional static approaches. It is the natural choice to 
leverage the strengths and avoid the weaknesses between the joining parties, and thus 
Chinese MNCs select the emerging integration approaches: slow touch (as in Case one), 
slow and partial touch (as in Case two) and quick and selective integration (as in Case 
three). However, it may raise arguments regarding whether the JVs in Case two should 
be included into M&A research. These identified cooperative activities were found 
valid in gradually reducing the differences between Geely and Volvo. Therefore, the 
identified JVs could be treated as a learning process and a preparation stage for further 
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organisation-wide integration as well. 
 
Therefore, based on above discussion, the patterns of integration across three cases 
could be categorised into: slow touch and quick touch, in consideration of the time 
taken to conduct organisational integration: 
 
 Slow touch approach which preserves the acquired firm for a few years, and then 
conduct light symbioses and/or JV activities between joining parties to achieve 
synergistic benefits at a low speed.  
 Quick touch approach which preserves and intact the acquired firm, and absorb 
the technologies and manufacturing capabilities from the acquired entity at a very 
fast speed. 
 
The Chinese MNCs who followed the slow touch approach demonstrated lack of 
expertise in cross-cultural management, overseas talent and substantial foreign 
language proficiency when integrating the acquired firms (as in Case one and two). 
They were also afraid of damaging the acquired brand reputation due to the significant 
difference between the joining parties (as in Case two). Moreover, Chinese MNCs still 
needed a longer time to learn the new things and gradually build up their superior 
management system to integrate the acquired entity. Therefore, to avoid adverse effects 
from acquisitions and potential damage to the acquired brand, Chinese MNCs chose the 
right strategy of preserving the acquired firms and ‘doing little things’ (Zhou, S & 
Huang 2014).  
 
Further, with the aims of achieving co-prosperity of the joining parties through 
balancing their strengths and weaknesses and sharing complementary advantages, 
Chinese MNCs chose to conduct light symbiosis and/or JVs with the acquired entities. 
Specifically, they either preserved the acquired firm and integrated hard functions, such 
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as supply chain and marketing channel (as in Case one), or leveraged firm’s cost 
advantages by cooperating with the acquired firms to establish the new plants in China 
(as in Case two). Therefore, the important activities of resource sharing and 
competences transfer can be gradually and strategically achieved.  
 
Moreover, the pattern of technology transfer in slow touch is usually one-way flow that 
is flowing from the acquired firms to Chinese MNCs. This also reflects the realisation 
of acquiring advanced technologies in strategic combination benefits. However, the 
new pattern of involving JVs in the organisational integration (as in Case two) and 
whether it should be included into M&A research may raise further debate and promote 
theoretical development. 
 
As showed in Table 6.7, compared with Case one and two, the post-transaction 
integration in Case three is much quicker as Wanxiang was experienced in dealing with 
integration. Being a serious acquirer who has completed more than 10 CBMA, 
Wanxiang formed its own style and specific pattern of post-transaction integration. In 
Case three, it adopted the financial control over the acquired business, maintained low 
managerial involvement and absorbed the technologies and manufacturing capabilities 
of acquired business at a very fast speed. For example, Wanxiang relocated the 
acquired plant and manufacturing line as soon as the deal completed. Moreover, the 
technology transfer in this case was found to be a two-way process, where Wanxiang 
firstly absorbed the technologies from the acquired business, upgraded these 
technologies in its R&D centre, and then sent the innovated technologies back to 
promote the manufacturing. Therefore, all these patterns of quick touch required 
accumulated CBMA experience and good expertise in efficiently integrating the 
acquired business and assets. 
 
6.5.3 Cultural resistances and Chinese CBMA 
The success of post-transaction integration in CBMA is found significantly associated 
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with how to deal with social side issues, such as organisational and national cultural 
differences and cultural clash (Accenture 2010). The exposed cultural resistances would 
decrease the efficiency of implementing post-transaction integration (Liu, Yipeng & 
Woywode 2013).  
 
Case findings revealed that the differences from organisational and national cultural 
backgrounds between Chinese MNCs and acquired firms have a negative impact on the 
efficiency of conducting pot-transaction integration and thus reduce performance. 
Moreover, how to deal with cultural side issues and conduct cultural integration is still 
an important task to Chinese MNCs. Therefore, Chinese MNCs prefer to maintain the 
entire organisational structure of acquired firms and keep minimal management 
involvement to avoid confrontations from huge cultural resistances. 
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Table 6.8 Cross-case analysis: cultural resistances and integration 
Items Case One Case Two Case Three 
Experience in deal 
with cultural 
resistance 
Low Low High 
Degree of overall 
cultural resistance 
Medium Low Low 
Sequence of 
conducting 
organisational and 
cultural integration 
OI goes first for a few 
years and then conduct 
CI 
OI goes first and CI 
happen in JVs 
Only OI 
Key mechanisms 
adopted to deal 
with culture 
resistances 
• Set English as 
official language 
and ensure effective 
communication 
• Set up culture 
department 
• Culture exchange 
program 
• Regularly exchange 
staff 
• Regularly exchange 
staffs 
• Recruit foreign 
staffs with language 
and cross cultural 
experiences 
• Recruit local staff 
with same cultural 
background 
• Regularly exchange 
staff 
• Maintain a 
consistent corporate 
image 
 
As shown in Table 6.8, case findings suggested that organisational and cultural 
integrations are interwoven and mutually interdependent. In reality, MNCs may 
conduct organisational integration and cultural integration simultaneously. However, 
the sequence of conducting organisational and cultural integrations are largely decided 
by what functions, in terms of hard and soft functions, should be integrated first. 
 
 The integration of hard functions, such as accounting, manufacturing and office 
admin, are much easier due to low involvement of social side and inter-human 
activities.  
 The integration of soft functions, such as inter-human function in HR and 
Chapter 6 Case Study Analysis and Findings 241 
 
 
corporate culture and knowledge-intensive functions in technology transfer, 
R&D and marketing, are harder and require a gradual process.   
 
Therefore, MNCs could choose what kind of functions ought to be integrated first 
according to their own strengthens and weaknesses. For example, organisational 
integration could go first for integrating hard functions, or cultural integration my go 
first for integrating those soft functions. 
 
Findings from Case one and two indicate that, Chinese MNCs still lack capabilities in 
handling cultural side issues, such as employee resistances, cross-cultural issues and 
others, and thus push back the integration of soft functions. Therefore, they choose to 
integrate the hard functions first and take longer to learn the exposed cultural 
differentiations. In the later stage, along with integrating the soft functions the cultural 
integration can be achieved, particularly by technology transfer and staff exchange.  
 
Case one provides a good example to explain the above discussion. In this case, after 
the deal completed, Lenovo quickly integrated several hard functions, such as 
accounting, finance and legal departments to stabilise the combined company. 
However, due to limited capability to integrate soft divisions and deal with cross-
cultural differences, Lenovo maintained the relative independence of organisational 
culture of IBM PCD and conducted initial cultural touch instead of traditional cultural 
integration. After two years, Lenovo started to implement a series of cross-cultural 
activities and specific acculturation projects to promote cultural exchange and gradually 
achieve cultural integration.  Compared with Case one, Geely in Case Two, did not 
expose significant cultural resistances as the joining parties traded separately in the 
post-transaction integration stage. In this case, the cultural integration happened in the 
technological interpenetration stage - the JV with Geely. 
 
Case three shows another story as Wanxiang is a serious acquirer and experienced in 
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dealing with organisational and cultural integrations. In this case, Wanxiang prioritised 
the organisational integration, while it did not conduct cultural integration. Moreover, 
this case provides additional evidence to show firms’ capabilities impact on the 
effectiveness of managing cultural resistances in the post-transaction integration stage. 
Findings indicated that due to their familiarity with American laws and past experience 
in negotiating with labour unions, Wanxiang effectively reduced and controlled the 
initial cultural clashes and resistances from factory relocation and rumours of job-
cutting.  
 
Therefore, as a part of post-transaction integration, the traditional perspective of 
cultural integration may vary in Chinese CBMA. It not only depends on the prior 
experience and competences in CBMA, but is also associated with the functions of 
organisational integration. Case findings support that beyond giving full respect to 
different corporate cultures within an acquired firm, the adoption of effective cultural 
integration mechanisms, such as maintaining the same official language, cultural 
training and activities, staff exchange program, would also promote acculturation and 
decrease the potential conflicts between joining parties. However, national level 
cultural differences, such as China’s hierarchical, collectivist, spiral logic and 
traditional cultural background, would conflict the counterparty when working together 
or jointly taking decisions. Therefore, those national level cultural differences could be 
resolved by recruiting internationalised talents, who have cross-cultural background 
and understand how to balance cultural differentiations.    
 
6.5.4 Ownership and firm-specific resources and competences with 
Chinese CBMA 
Recent literature showed that the context-embedded factors, in terms of ownership and 
firm-specific resources and competences from theoretical perspectives of Institution-
based view and resources based view, significantly influence the overall process of 
Chinese CBMA (Huang, X & Chi 2014; Peng 2013), and thus moderate the 
relationships between important antecedences with Chinese CBMA performance 
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(Zhou, S & Huang 2012). Case findings supported these arguments and further 
elaborated how these two embedded factors influence Chinese CBMA.  
 
All three case studies have shown that Chinese POEs are efficient in choosing the 
acquisition candidate (as in Case three), flexibly managing organisational integration 
and effectively dealing with cultural resistances. Case findings suggested that, China’s 
institutional constraints and interventions may be double-edged to Chinese POEs when 
conducting CBMA. More specifically, compared with Chinese SOEs, Chinese POEs 
exposed low levels of institutional constraints and government support. Therefore, at 
the pre-transaction stage, Chinese POEs cannot easily access favourable support to 
complete the transaction, such as financing policies and government funding. However, 
due to low institutional intervention, Chinese POEs are more flexible in conducting 
CBMA. More specifically, the mechanisms adopted in the organisational integration 
used to handle cultural resistances were found to be more effective in Chinese POEs 
than Chinese SOEs. For example, in Case one, Lenovo set English as its official 
language and improved the effective communication between the joining firms. In Case 
two, Geely understood the significant challenges to integrate Volvo, such as IP issues 
and potential brand damage, and thus it took JVs with Volvo and chose an alternative 
approach to realise synergies. In Case three, Wanxiang did not assign any Chinese 
executives to manage the acquired business but trusted the existing management team 
and relied on American staff. All these identified mechanisms were valid and effective 
in integrating the acquired firms, while they could not be easily adopted in Chinese 
SOEs due to inflexible management and tight control and constraint by Chinese 
government authorities (Huang, X & Chi 2014; Peng, Tan & Tong 2004). 
 
On the other side, firm-specific resources and competences was another important 
factor that impacted upon Chinese MNCs in conducting CBMA. More specifically, the 
degree of self-owned resources and prior experience may influence the effective 
conduct of CBMA, thereby leading to different practices and ultimate performance.  
Findings from Case one and two suggested that the Chinese MNCs that are 
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inexperienced and lack sufficient capabilities, have weak absorptive capacity and can 
slow integration speed. Specifically, in Case one, Lenovo did not have prior experience 
in CBMA and did not even know how to manage the acquired firms or deal with cross-
cultural issues. Therefore, it chose to preserve the acquired IBM PCD and take longer 
to absorb the strategic assets and technologies. Case two is more obvious as Geely is a 
young and low-end Chinese manufacturer which had limited experience in 
internationalisation. The fear of potentially ruining the luxury and high-quality image 
of Volvo, coupled with the challenge of conducting organisational-wide integration, 
forced Geely to carefully deal with acquired assets. Therefore, Geely choose to 
establish JVs with Volvo and gradually absorb its advanced technologies.  
 
Case three shows a different story, as Wanxiang is mature and experienced in 
conducting CBMA. Prior to acquiring Ford’s driveshaft business, Wanxiang had 
acquired many American firms and formed its own pattern of post-transaction 
integration. Therefore, Wanxiang showed strong absorption capability and quick 
integration compared with Lenovo and Geely. For example, as soon as the deal 
completed, Wanxiang relocated the acquired driveshaft plant and business to its 
division of Neapco. The little cultural resistances, quick consolidation of the joining 
parties and fast speed to transfer and upgrade acquired technologies reflected the 
expertise and sophisticated practices of Wanxiang.  
 
6.6 Summary  
This chapter reports on three empirical case studies along with cross-case analysis. 
More specifically, findings from three case studies largely supplement the findings of 
case-survey and elaborate how the defined mechanisms impact Chinese CBMA 
performance. Additional evidence has been contributed through identifying and 
comparing patterns and discussing differences and similarities among three cases.  
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CHAPTER 7 CONCLUSION  
7.1 Overview 
Over five decades, the OFDI along with CBMA have been intensively researched in 
Western economies, while empirical and theoretical contributions to emerging 
countries’ CBMA activities are still limited. China has become one of the largest 
sources of international capital (UNCTAD 2014). The CBMA that dominated 
significant amount of Chinese OFDI has become the most effective internationalised 
strategy adopted by Chinese MNCs (MOFCOM 2013; UNCTAD 2014c). Tens of 
thousands of Chinese MNCs have been actively participating in China ‘going global’ 
and significantly acquiring and buying out overseas assets. However, being the 
latecomers in globalisation, Chinese MNCs are relatively young and have several 
unique characteristics compared with Western and matured MNCs. Of most concern is 
the influence of China’s institutions and the Chinese MNC’s own ability in their 
practices when conducting CBMA.  
 
Existing research on Chinese CBMA centred on pre-transaction study, such as 
motivations and entry mode selection, while the post-transaction studies, particularly 
the effect of important factors on Chinese CBMA performance, have received only 
scant research effort due to the complexity of research content and the shortage of 
theoretical foundation. This thesis provides significant evidence and contributes 
additional theoretical development towards current Chinese CBMA study by exploring 
the major research question: ‘what crucial factors influence the performance of Chinese 
CBMA?’ Specifically, three major research objectives have been achieved: (1) 
identifying the key antecedents and moderating factors of Chinese CBMA performance 
and examining their theoretical relationships; (2) explaining how the mechanisms 
identified influence Chinese CBMA performance; and (3) exploring additional context-
specific insights into current Chinese CBMA research. 
 
A two-stage mixed method design, which combined the quantitative case-survey and 
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qualitative multiple case studies, has been rationally and rigorously adopted to answer 
the research questions and achieve research objectives. Specifically, this thesis 
primarily offered a theoretical synthesis and proposed a more advanced conceptual 
framework that integrated the ‘context-free’ model, which was developed and widely 
used in explaining Western CBMA performance, with the ‘context-embedded’ factors 
of Chinese CBMA from recent literature, such as institutions and firm-specific 
resources and competences.  
 
At the first stage of this research, the conceptual framework and causal relationships, 
including determinants and moderating effects, were tested with a case-survey approach 
from 55 leading case samples. In the second stage, this thesis provided detailed 
explanations on these mechanisms by three supplementary case studies. In addition, the 
new insights into Chinese CBMA performance were empirically explored. Therefore, 
this thesis is one of few studies that systematically investigated Chinese CBMA 
performance by using mixed method design.  
 
This chapter draws the conclusions of this thesis, and discusses the theoretical 
contributions, practical implications and limitations and further research directions of 
this thesis based on the conclusions. Firstly, drawn from the thesis findings presented in 
Chapter Five and Six, key conclusions from both crucial and other identified factors 
influencing Chinese CBMA performance are integrated and presented. Secondly, based 
on the conclusions, the theoretical contributions and practical implications of this thesis 
are discussed. Finally, the limitations of this thesis and directions for future research are 
discussed and suggested. 
 
7.2 Conclusions  
Managing Chinese CBMA is a dynamic and complex process because it involves 
significant functional integrations and cross-cultural management in the post-
transaction stage. Compared with Western CBMA, the various activities, such as 
resource sharing, integration and redistribution, competence transferring and learning, 
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R&D upgrade and innovation and human resources integration, coordination and 
cooperation, coupled with the specific considerations of Chinese MNCs including 
limited capabilities, resources and experiences and institutional environment, produced 
more complexity for Chinese CBMA.  
 
Several conclusions can be drawn by emerging the findings from both case-survey and 
multiple case studies of this thesis, including the five conclusions on crucial factors that 
influence Chinese CBMA performance and an additional three conclusions on other 
unique influencing factors explored in this thesis.  
 
7.2.1 Crucial factors influence the performance of Chinese CBMA  
The first conclusion that can be drawn from this thesis is that strategic combination 
benefits has a positive impact on the Chinese CBMA performance. The case-survey 
outcomes show that the strategic combination benefits is an important predictor and 
antecedent of Chinese CBMA performance (β=0.290, p<0.01). Specifically, it confirms 
the effect of how many synergies or synergistic potentials a CBMA could potentially 
bring to the joining parties to significantly predict Chinese CBMA performance. The 
multiple case studies outcomes, particularly findings from Cases One and Two, 
supplement that strategic assets and resources, in terms of advanced technologies, 
international market and brand, are important synergistic benefits that Chinese MNCs 
want to achieve through CBMA. Additionally, it is found that Chinese MNCs have 
clear and explicit expectations of what benefits and additional values that the 
underlying CBMA could bring. They target these identified potential benefits and 
realise them through conducting resource sharing and competence transfers in the post-
transaction stage.  
 
The second conclusion that can be drawn from this thesis is that organisational 
integration is an important predictor and antecedent of Chinese CBMA performance. 
The case-survey outcomes show that the organisational integration is the strongest 
determinant compared with the other two antecedents of Chinese CBMA performance 
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(β=0.582, p<0.001). This confirmed that the organisational integration captures the 
effectiveness of functional integration and operational coordination and interaction 
between the joining firms. Thus, it strongly contributed to Chinese CBMA performance 
as an important process of functionally, technically and rationally realised synergistic 
potentials in the post-transaction integration stage. The multiple case studies outcomes 
also supported the importance of organisational integration in determining Chinese 
CBMA performance and suggest that effectively managing organisational integration is 
a challengeable task. Indeed, it not only requires the effective coordination and 
cooperation between the joining firms, but also needs a high level of competence in 
managing the whole integration process, including deep resource sharing and 
competence transfer as well as other functional integrations. 
 
The third conclusion that can be drawn from this thesis is that the cultural resistance 
has a negative impact on Chinese CBMA performance. Specifically, the case-survey 
outcomes show that the cultural resistances has been found significantly but negatively 
associated with Chinese CBMA performance (β=-0.182, p<0.05). This confirms that the 
cultural and social side issues could reduce the effectiveness of synergy realisation, 
decrease the cooperation, coordination and effective communication between Chinese 
MNCs and the acquired firms. Such social side issues in implementing the post-
transaction process of CBMA, such as employee resistances, perceived cultural 
distance and cultural clash, have severe effects on and negatively influence Chinese 
CBMA performance. Moreover, the multiple case studies outcomes, specifically those 
of Cases One and Two, supplement that the cultural side issues are complicated and 
present inter-human problems and in turn barriers to organisational change to Chinese 
MNCs. The limited experience in handling cross-culture issues, coupled with the lack 
of international talent, resulted in the inefficient management of resistances. Therefore, 
Chinese MNCs would benefit from slowing down the overall process of organisational 
integration and take the time to recognise, appreciate and learn the values, attitudes and 
beliefs associated with culture differences.  
 
The fourth conclusion that can be drawn from this thesis is that China’s institutions, 
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which is represented by type of ownerships (SOEs and POEs) in this thesis, have a 
significant moderating effect on Chinese CBMA performance, particularly on the 
relationship between cultural resistances and performance. The case-survey outcomes 
confirm that the relationship between Chinese CBMA performance and cultural 
resistances is moderated by institutions (β=-0.224, p<0.05). Specifically, Chinese SOEs 
show a stronger moderating effect on this relationship compared with Chinese POEs. It 
demonstrates that involvement of high levels of government control, coupled with the 
formal and informal institutional constrains, may significantly limit Chinese SOEs 
practices in managing cultural side issues. Specifically, the inherent hard-to-change 
corporate culture, coupled with inflexible management styles, has decreased Chinese 
SOE’s effectiveness in handling cultural resistances. This suggests that a less 
institutional intervention, in terms of a decrease of government power in controlling the 
activities of Chinese SOEs, may improve their flexibility in managing cultural issues.  
 
The multiple case studies outcomes provide additional understanding about the 
influence of the China’s institution and its impact on Chinese CBMA activities and 
performance. They contributed how Chinese institutions influence the CBMA 
behaviours of Chinese POEs. It suggests that the embedded institutional conditions to 
Chinese SOEs and POEs greatly impact on their practices in conducting CBMA. 
Specifically, the case findings show that Chinese POEs are more flexible and efficient 
in the whole process of conducting CBMA integration, including the selection of an 
acquisition candidate, employment of consulting firms to assist the CBMA project, 
recruitment of local and former staff of acquired firms, and dealing with labour union 
and cultural resistances. Therefore, the low level of institutional constraints and 
government interventions improved the freedom of Chinese POEs in CBMA.  
 
The fifth conclusion that can be drawn from this thesis is that organisational resources 
and competences are other important factors that may significantly impact on Chinese 
CBMA performance, particularly on the relationship between organisational 
integration and performance. The case-survey outcomes show that the relationship 
between Chinese CBMA performance and organisational integration is moderated by 
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the organisational resources and competences (β=0.286, p<0.01). It confirms that 
Chinese MNCs that often have more resources and competences can effectively and 
efficiently manage the complex organisational integration compared with those with a 
low level of resources and competence. It suggests that, in order to improve the synergy 
realisation and ensure the effective coordination, cooperation and functional integration 
between the joining firms, Chinese MNCs should be large in size and more experienced 
to gain integration success.  
 
The multiple case studies outcomes contribute additional evidence about the influence 
of firm-specific resources and competences and their impact on Chinese CBMA 
performance. It suggests that the effectiveness of managing Chinese CBMA is 
significantly influenced by the level of Chinese MNCs’ resources and competences, 
thereby leading to different practices and performance. It finds that Chinese MNCs lack 
capabilities and even confidence in conducting post-transaction integration. Therefore, 
they prefer integrating hard functions first rather than soft and human related functions. 
To some experienced Chinese MNCs, the whole acquisition process is stable and 
smooth, and it can effectively manage cultural side issues at the same time of 
integrating hard functions. 
 
7.2.2 Other factors influence the performance of Chinese CBMA  
In addition to the five major conclusions described above, several additional 
conclusions about the unexplored issued in the current literature can be drawn from the 
multiple case studies of this thesis.  
 
First, the degree and scope of the synergy benefits a CBMA can bring to the acquirer 
and the difficulty of organisational integration are affected by the size of the acquired 
firm and scope of integration. Specifically, compared with the acquisition of a small-
sized firm and with the scope of modular and functional integration, the acquisition of a 
large one with organisational-wide scope of synergy can generate greater synergistic 
benefits as it shows more opportunities for wider resource sharing and functional 
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integration between the two firms. However, integrating the later ones may be 
challengeable to Chinese MNCs, because it requires higher competences and greater 
expertise in managing a wider and more comprehensive integration process.  
 
Second, Chinese MNCs tend to conduct organisational integration on hard functions 
first and then implement cultural integration due to limited competences. Specifically, 
the organisational and cultural integrations are interwoven and mutually 
interdependent, while they are not simultaneously implemented in Chinese CBMA. 
Indeed, to most Chinese MNCs, the cultural integration, including acculturation and 
inter-human management issues, is still a challenging task. Therefore, because of 
limited experiences in handling cultural issues, they may conduct ‘hard functional’ 
integration first, such as accounting and manufacturing, in their organisational 
integration, while the soft functions, which involve high levels of social side and inter-
human activities, such as knowledge-intensive and human resources functions, are 
often integrated later. 
 
Third, post-transaction integration in Chinese CBMA is a dynamic and complex 
process that shows a time dimension. Specifically, it suggests that managing Chinese 
CBMA is a very dynamic and complex process due to the involvement of significant 
activities in the post-transaction integration as well as the influences from specific and 
imponderable factors, such as firm’s own competences and unpredictable employee 
resistances. Moreover, the huge differences between Chinese MNCs and acquired firm 
in culture, structure, management style, institutions and others, coupled with the limited 
capabilities and other specific issues, such as IP protection, meant that Chinese MNCs 
need to strategically and slowly integrate the acquired assets. Therefore, in explaining 
Chinese CBMA, some of the traditional theories, such as four static integration 
approaches contributed by Haspeslagh and Jemison (1991), need to be further refined to 
reflect practical reality. Additionally, several emerging integration approaches in 
Chinese CBMA that show the combinations of different static traditional integration 
approaches as well as additional investment strategy, such as JVs, have been identified 
in this thesis.  
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7.3 Contributions and implications 
This thesis makes several substantive theoretical contributions to current Chinese 
CBMA studies and practical implications to business executives. 
 
7.3.1 Theoretical contributions  
This thesis contributes considerable knowledge, concepts and theoretical development 
toward current Chinese CBMA studies, particularly in the area of what crucial factors 
influence Chinese CBMA performance.   
 
The major contribution of this thesis is that it provides an advanced and integrative 
theoretical model to explain Chinese CBMA performance. Specifically, it contributes 
the overwhelming support for combining the antecedent effects of strategic 
combination benefits, organisational integration and cultural resistances, which are 
borrowed from conventional Western ‘context-free’ model developed by Larsson and 
his colleagues (1989;1998; 1999; 2001; 2004; 2011) across two decades, and the 
influencing effects of institutions and organisational resources and competences, 
which are contemporarily defined in China’s ‘context-embedded’ factors (Ju & Zhao 
2009; Peng, Tan & Tong 2004; Zhang, Jianhong, Zhou & Ebbers 2011), to explain 
Chinese CBMA performance.  
 
Regarding the importance of conventional theoretical perspectives in explaining 
Western CBMA performance (Larsson & Finkelstein 1999), this thesis has considered, 
consolidated, justified and extended their applications to the Chinese CBMA. By 
incorporating a broad range of strategic, organisational and cultural perspectives, this 
thesis contributes a holistic view of three major determinants of Chinese CBMA 
performance. Specifically, the identification and confirmation of three determinants 
contributes a theoretical extension of Western perspectives to the Chinese CBMA 
context, and thus significantly provide theoretical considerations for future Chinese 
CBMA studies. Therefore, this thesis contributes a complementary view to current 
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Chinese CBMA literature by taking the important determinants into account to predict 
Chinese CBMA performance.  
 
Additionally, by incorporating China’s unique ‘context-embedded’ factors of China’s 
institutions from institutional perspectives and firm-specific resources and competences 
from the resource-based view, this thesis provides significant theoretical contributions 
to current theoretical development of Chinese CBMA research. The contemporary 
literature vigorously debates the different characteristics between Chinese and Western 
CBMA (Buckley 2010), and places more attention on exploring the important 
contextual factors influencing Chinese CBMA activities from the institutional 
perspective and resource-based view (Cui, L & Jiang 2010, 2012; Huang, X & Austin 
2011; Peng, M 2009; Peng 2013). This thesis follows these steps and is one of the first 
studies to empirically test how the ‘context-embedded’ factors impact Chinese CBMA 
performance. Thus, it contributes new understanding and extends the institutional and 
resource theories to the studies of CBMA performance. Specifically, the findings 
highlighted the importance of incorporating these two perspectives in explaining 
Chinese CBMA activities and performance, particularly their moderating effect on the 
performance between organisational integration, cultural resistances and CBMA 
performance.  
 
Another major theoretical contribution of this thesis is that the findings shed new light 
on the dynamic perspectives of Chinese CBMA. The findings suggest that the context 
in Chinese CBMA is dynamic and complex over the past decade. To better understand 
Chinese CBMA, some of the Western mentalities, for example, the static integration 
approaches proposed by Haspeslagh and Jemison (1991), should be improved and 
modified to show a more dynamic view. For example, the post-transaction integration 
of Chinese CBMA may be constrained by specific size and scope of CBMA. That is the 
natures of organisation-wide, functional and modular acquisitions may further 
determine what functions will be integrated and how to integrate the two companies.  
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7.3.2 Practical implications 
The thesis findings enhance current understanding of what crucial factors determine 
and influence Chinese CBMA performance and highlight some key issues of Chinese 
MNCs in managing their post-transaction integration. Though CBMA could offer 
competitive advantage and create value to Chinese MNCs such as surpassing local 
competitors, there are still big challenges to Chinese executives in deciding how to 
efficiently select the acquisition targets, effectively manage CBMA in the post-
transaction integration stage, integrate the acquired resources and assets, transfer 
competences and achieve superior business performance. Therefore, this thesis offers 
significant practical guidance and important messages to Chinese executives, policy-
makers, and institutional investors in comprehensively understanding, strategically 
analysing and implementing CBMA, avoiding potential pitfalls and taking appropriate 
actions towards the acquisition success. Several practical implications can be suggested 
based on the conclusions drawn in the previous section.  
 
First, this thesis highlights the important role of strategic combination benefits in 
Chinese CBMA performance.  The conceptual arguments and empirical findings of this 
thesis found that the identification of various synergies based on the similarity and 
complementarity of joining firms, such as operational, managerial and financial 
synergies, show the important sources of value creation in Chinese CBMA. Therefore, 
this thesis suggests that corporate managers should conduct detailed analysis about the 
combination potentials and synergistic benefits that a CBMA can bring to different 
levels of acquisitions, such as organisational, divisional and modular acquisitions. 
Moreover, managers should explicitly acknowledge what kind of competences, such as 
skills, technologies and knowledge, can be transferred to improve CBMA performance, 
and the directions of competence transfer, such as from Chinese acquirers to target 
companies or in a opposite direction. Furthermore, this thesis suggests that Chinese 
managers and executives should be well pre-prepared in strategic formulation and 
accurately understand the acquisition candidate rather than making an arbitrary and 
emotional selection.  
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Second, this thesis emphasised that the organisational integration is the strongest 
predictor and determinant of Chinese CBMA performance. This implies that 
organisational integration is a key issue that impacts on Chinese CBMA performance.  
It is through functionally integrating the joining firms that combination potentials are 
realised. The findings of this thesis suggest that Chinese managers and executives 
should be aware of the importance of organisational integration in CBMA and develop 
the appropriate integration approach to deal with organisational integration issues. In 
particular, they should understand how to effectively manage the functional integration 
and operational coordination and interaction between the joining firms and conduct 
resource sharing and competences transfer to improve Chinese CBMA performance. 
Moreover, they should also understand the difficulties of conducting different levels of 
integrations, in terms of organisational, divisional and modular acquisitions, and be 
skilful to implement a selective integration focus according to firm-specific capabilities. 
This thesis suggests that Chinese MNCs and decision makers should have a strategic 
and long-term view of integration They may adopt a slow integration process and 
gradually adjust their practices to ensure stability and smooth integration and to 
improve the efficiency of synergy realisation at the beginning stage of their 
internalisation process, then they can speed up the integration process as they 
accumulate their experience and skills in doing so.  
 
Third, this thesis highlights the negative impact of cultural resistances on Chinese 
CBMA performance. Specifically, the cultural and social side issues can decrease the 
effectiveness of conducting organisational integration and therefore adversely affect the 
Chinese CBMA performance. The findings of this thesis indicate that cross-cultural and 
human resources management are still major problems for most Chinese MNCs due to 
their limited experience in this area. It also suggests that Chinese MNCs and decision 
makers could retain the executive of the acquired company because he or she can lead 
the acquired company in the initial or transitional stage. The benefits are two-fold: (1) 
he or she has the same cultural background as local employees and is trusted by them 
and thus the overall employee resistances could be effectively managed; (2) he or she 
knows the strengths and weaknesses of the acquired company, and thus could provide 
important information to the Chinese acquirer, thereby promoting effective integration. 
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Furthermore, in practise of CBMA, it is advisable that Chinese executives should 
address the following issues to ensure the effectiveness of managing cultural resistances 
in the long run: (1) challenges in different management styles and leadership clash; (2) 
dynamic cultural changes in the post-transaction integration stage; (3) low collaboration 
and ineffective communication between the joining firms; and (4) loss of talent and 
executive departure.  
 
Fourth, this thesis conceptualises and highlights the types of ownership (SOEs and 
POEs) and firm-specific resources and competences as two important unique 
influencing factors and moderating mechanisms for Chinese CBMA performance. The 
findings suggest that the embedded institutional differences between Chinese SOEs and 
POEs show pro and con to their practices of CBMA and, more importantly, influence 
their performance. In particular, though Chinese SOEs receive many government 
supports, such as financing and low rate and long-term bank loans, to support their 
overseas acquisitions, they are inflexibly conducting and managing CBMA due to the 
high level of government intervention. While Chinese POEs cannot access favourable 
government support as SOEs, they are more flexible and efficient in conducting 
organisational integration and managing cultural issues. Therefore, this thesis provides 
several suggestions to policy makers as well as the executives of Chinese SOEs and 
POEs for improving Chinese CBMA performance and effective practices.  
 
Considering the imbalanced and varied CBMA policies on Chinese SOEs and POEs, 
this thesis suggests that Chinese government and policy makers should adjust current 
policies towards being more liberal. In particular, shifting more favourable political 
support to Chinese POEs including tax deduction, financial incentive polices and key 
information sharing in CBMA should be greatly encouraged. Moreover, the executives 
of Chinese SOEs should be more flexible, accept organisational and operational 
changes and be less bureaucratic in dealing with CBMA. 
 
Moreover, this thesis highlights the importance of firm-specific resources and 
competences and their influence on Chinese CBMA performance. In particular, the 
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findings uncovered that although several Chinese MNCs made acquisitions of several 
large, world-class companies, such as Lenovo’s acquisition of IBM PCD and Geely’s 
acquisition of Volvo, most of them still lack resources and capabilities and even 
confidence in integrating them. Therefore, these firm-specific characteristics should be 
considered in managing the dynamic and complex process of Chinese CBMA.  This 
implies that Chinese MNCs have to dynamically manage the post-transaction 
integration and strategically deal with various changes and differences on acquiring a 
firm, because of the exposed complex conditions: (1) the size and scope of target 
acquisition, (2) the extent of institutional and cross-cultural influences, and (3) the high 
and low levels of Chinese MNCs’ resources and capabilities in managing CBMA. For 
example, they may first preserve the acquired firm and take a long time to observe the 
organisational and cultural differences, and then conduct light symbiosis to slowly 
integrate the functions between the joining firms. They may practice JVs with the 
acquired company to bypass the weaknesses of conducting organisation-wide 
integration. They may integrate hard functions first and then soft and inter-human 
functions to avoid cultural side conflicts. Therefore, the findings suggest that executives 
of Chinese MNCs should be open-minded and ready to change for balancing firm-
specific characteristics with strategic focus of CBMA.  
 
Finally, the findings of this thesis suggest that Chinese executives are not versed, nor 
trained, in the capabilities of effective cross-culture management. These include, 
foreign language proficiency and hands-on experiences and expertise in cross-cultural 
management. Their English proficiency is an essential part of effective communications, 
and is also important to the quality of information exchange between the Chinese parent 
company and the acquired firm. The findings here imply that Chinese executives should 
receive more training in foreign language and cross-culture management, and employ 
experienced, cross-cultural staff to improve the effectiveness of cross-cultural 
engagement and efficiency of information exchange. Furthermore, the case studies 
findings suggest that the professional expertise and services from external consulting 
firms could facilitate the post-transaction integration and significantly make up for any 
Chinese MNC’s shortages in analysing, evaluating, and negotiating with target 
candidates. Therefore, it could improve CBMA performance if Chinese executives 
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employ and use consulting firms to assist with transaction completion.  
 
7.4 Limitation and recommendations for future research  
This thesis aims to provide generalisable theoretical findings and shed substantial 
insights into several important factors influencing Chinese CBMA performance. Since 
this thesis is one of the very first studies by using a mixed method approach to studying 
Chinese CBMA performance, there are several limitations that should be recognised 
and considered in interpreting the findings.   
 
First, this thesis focuses only on related Chinese CBMA and investigates the important 
factors that influence acquisition performance. However, other types of international 
investment, such as unrelated CBMA, joint ventures and Greenfield investment, have 
not been taken into account. Although this thesis is more comprehensive than prior 
research on Chinese CBMA, it did not include all types of Chinese OFDI and thus may 
not provide a generalised view of the performance of Chinese OFDI. Moreover, this 
thesis considered only the home country’s institutional effects on Chinese CBMA 
performance, and did not consider the institutions of host countries and their impact 
Due to the complexity of many countries involved in Chinese CBMA, the effects of the 
host country’s institutions has not been covered in this thesis. Therefore, future research 
can consider both home and host country’s institutions and their impact on CBMA 
performance. 
 
Second, there are two methodological limitations in this thesis, particularly its sample 
size and sampling procedure. Though the sample size in this thesis is reasonably large 
compared with other case-survey research in Western CBMA (Larsson et al. 1998; 
Larsson & Finkelstein 1999; Stahl et al. 2011) and prior multiple case study research in 
Chinese CBMA (Cai, W 2006; Danis, Chiaburu & Lyles 2010; McFarlan et al. 2008; 
Zhang, Jianhong & He 2014), it is still smaller than many of those M&A studies from 
the perspectives of financial, economic and accounting, and thus offers limited 
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generalisability of findings. Moreover, the limited available case studies, coupled with 
the difficult accessibility of potential case companies and challenges in contacting 
appropriate interviewees, prevent the random sampling in both case survey and multiple 
case study research of this thesis. 
 
For case-survey, the available case studies addressing Chinese CBMA performance by 
now are limited since it is at the early stage of internationalisation by Chinese MNCs. It 
is believed more empirical case studies would be available in the future. In this 
situation, future research can conduct broader empirical tests to explore Chinese 
CBMA issues, for example cross-industry analysis as the number of available case 
study materials increases. Moreover, future research, where is it possible, should 
develop a case study bank of broad empirical Chinese CBMA to improve the case 
coverage. For multiple case studies, all three case studies in this thesis are interesting, 
classical and leading Chinese CBMA cases and thus they significantly contribute 
additional insights to current Chinese CBMA studies. Future research can focused on 
Chinese CBMA conducted by SOEs and provide more comparative studies with the 
findings of this thesis.  
 
Additionally, there are several important areas for future research. First, this thesis calls 
for a dynamic view in future Chinese CBMA studies. The empirical findings of this 
thesis indicate that Chinese CBMA is very different to Western CBMA as Chinese 
MNCs expose varied institutional conditions, resources, competences and strategic 
intentions. Therefore, the overall process of Chinese CBMA is more dynamic beyond 
current understanding. This thesis suggest that future research should explore (1) what 
crucial factors induce the dynamic process of Chinese CBMA, and (2) how Chinese 
MNCs address their weaknesses of resources and capabilities at the level of 
implementing CBMA and improve their CBMA performance. Second, this thesis calls 
for theoretical extensions on the perspectives of dynamic capabilities, a time dimension 
of CBMA process and the unique integration approach explored in this thesis. 
Particularly, this thesis suggests that future research should pay more attention on 
exploring what new theories can be used to accurately position Chinese CBMA 
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performance and dynamically measure Chinese MNCs’ engagements in CBMA beyond 
current institutional perspectives and resource-based view. 
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APPENDICES 
Appendix 1 The steps of conducting case-survey research 
 
The following table reviews and compares seven leading case-survey studies, which 
comprises five classical CBMA studies from Larsson and colleagues across three 
decades and other three most recent organisational studies.  
  
 
3
0
0
 
Elements of Case-survey Larsson and colleagues Other authors 
References (Larsson 1989) 
(Larsson & 
Finkelstein 1999) 
(Larsson & 
Lubatkin 2001) 
(Stahl et al. 
2011) 
(Chen, WH 1999) 
(De Reuver, 
Bouwman & 
MacInnes 2007) 
(De Reuver, 
Bouwman & 
MacInnes 2009) 
Research field 
Analyse M&A 
synergy 
potential 
analysis 
Analyse M&A 
synergy potential 
analysis 
Investigate 
achievement of 
acculturation in 
M&A 
Investigate 
antecedents of 
trust in M&A 
Investigate 
competitive 
priorities and 
strategic decisions 
of SMEs in Taiwan 
Examine 
external factors 
that drive 
business model 
dynamics 
Examine external 
drivers that 
influence 
business model 
change 
1. Case selection criteria 
1. Describe a 
specific M&A 
case 
2. Demonstrate 
combination 
3. At least six 
months of 
integration  
4. At least 2 
papers for both 
human and 
business sides 
integration 
1. Describe a 
specific M&A 
case 
2. At least one 
year of 
integration period 
3. At least 2 
pages contain 
strategic, 
organizational 
and HRM issues 
1. Describe a 
specific M&A 
case 
2. At least one 
year of 
integration period 
3. At least 2 
pages contain 
strategic, 
organizational 
and HRM issues 
1. Describe a 
specific and 
real-life M&A 
case 
2. Must 
contain post 
acquisition 
integration 
3. Must 
address issues 
related to trust 
No specific criteria, 
only exclude:  
 
1. cases in service 
industry 
2. cases that lack 
descriptions of 
operational 
management 
1. Teaching 
cases between 
1999 and 2004 
2. Need to fulfil 
three phases of 
research model 
1. Need to 
describe the 
business model 
of U.S. Company 
2. Cases from 
business school 
repositories 
during 1999 to 
2004 
3. Need to fulfil 
requirements, 
such as three 
phases, firm 
ages, size and 
etc. 
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2. Collection samples 55 case studies 61 case studies 50 case studies 50 case studies 33 case studies 97 cases 45 cases 
3. Coding scheme yes yes yes yes No No No 
-No. of variables 27 27 12 24 17 8 5 
-Typical scale 
3 to 5-points 
scales +1 point 
(insufficient 
information) 
3 to 5-points 
scales +1 point 
(insufficient 
information) 
3 to 5-points 
scales +1 point 
(insufficient 
information) 
3 to 5-points 
scales +1 point 
(insufficient 
information) 
yes or no scale 
4-point scales 
(strong, weak, 
questionable, or 
absent) 
2-point scales 
(influence or no) 
4. Raters per case 2.84 2.84-3 2.1-2.8 2.0-3.0 Only author 2 2 
5. Interrater reliability 
Detect by APPA 
above 65%, 
reconcile by 
consensus 
approach 
Detect by APPA 
above 65%, 
reconcile by 
consensus 
approach 
Detect by APPA 
above 65%, 
reconcile by 
consensus 
approach 
Interclass 
correlation 
coefficient 
(ICC) above 
70%, 
Not specific control 
tool 
Recode the 
external drivers 
to binary values 
Use Cohen’s 
Kappa to 
correct 
interrater 
reliability.  
Finally, keep 
ratings 
agreement more 
than 70 %. 
Recode the 
external drivers 
to binary values 
Use Cohen’s 
Kappa to correct 
interrater 
reliability.  
Finally, keep 
ratings 
agreement more 
than 70 %. 
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6. Data analysis 
Multiple 
regression 
analysis 
Structural 
equation model 
Regression 
analysis 
Multiple 
regression 
analysis 
Only weight the 
ratings 
Logistic 
regression 
analysis 
Logistic 
regression 
analysis 
Comments 
More comprehensive, rigour and advance than other case-survey research, 
good development in reliability and credibility. 
Less rigour, rating 
rely only on 
authors' view, lack 
of professionalism. 
Less reliability development, lack of 
sufficient measurements 
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Across seven case-survey studies, their methodology sections can be broken down and 
concluded into six major steps and thus their patterns have been compared: 
 
Step One: develop case selection criteria.  
Based on the research questions and theoretical domains, case-survey design begins 
with setting specific case selection criteria, defining sample frame and collecting case 
materials. An appropriate sample frame will be developed to reflect the research 
purposes. For example, in the thesis of M&A research, Larsson (1989) investigated the 
synergy realisation and tests the hypotheses of different antecedents’ impact on such 
realisation. They defined the sample frame of case studies which describe the M&A 
(include CBMA) events in USA and Europe during 1948-1988. Authors further develop 
the specific selection criteria to screen the cases, such as the case sample must 
demonstrate focal combination, describe more than six months post-transaction 
integration, and contain at least two page descriptions about both human side and 
business side integration. In their later research (Larsson & Finkelstein 1999; Larsson 
& Lubatkin 2001; Stahl et al. 2011), they replicated the developed case selection 
criteria into new research and improved it to be progressively more rigorous, such as 
the case study should describe at least one year post-transaction integration instead of 
six month. On the other side, although other researches (Chen, WH 1999; De Reuver, 
Bouwman & MacInnes 2007, 2009) defined their case selection criteria based on the 
theoretical domains and research questions, they appear less rigorous than Larsson’s 
studies. For example, Chen (1999) explored the competitive priorities and strategic 
decisions of SMEs in Taiwan with no specific selection criteria, while he only set few 
exclusions such as sample cases should be rich in descriptions of operational 
management and not within service industry. Therefore, a well developed case selection 
criteria is essential to determine the methodological rigour throughout the case-survey 
research.  
 
Step Two: collect cases and form case samples.  
After defining a specific and rigorous case selection criteria, a systematic case 
collection will be conducted. Larsson and colleagues (1989, 1993; 1999; 2001; 2011) 
employed computerised and manual search strategies in collecting cases. They 
suggested case samples should be collected from as many sources as possible to not 
only ensure the richness of information absorbed, but also minimise the biases of 
specific sources (Larsson 1993). Several sub steps may be involved. Firstly, they started 
out from exploring the titles, keywords and abstracts from a wide range of sources, 
such as published and unpublished studies, journals, books, theses, conference papers, 
teaching cases, and popular media. After that, an initial references list, which contained 
around 105 M&A case studies, was created. Secondly, based on the reference list, 
authors strictly followed the developed selection criteria and began to screen cases. The 
screening reduced the initial case samples to 55, and excluded those not fulfilled the 
selection criteria. Finally, a second reference list was created and a visual comparison 
of case data was conducted to reflect the characteristics of the existing population. To 
enhance external generalisability, they engaged a series of t-tests to ensure the final 
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sample cases represent the population of M&A through comparing them with several 
large samples set (Larsson 1993; Larsson & Finkelstein 1999).  
 
An important concern in this step is how many case studies should be collected. 
Apperently, in order to test the hyphoses statistically, the sample size should be large 
enough. Larsson in his thesis (Larsson 1989) insisted that, the sample size of case-
survey research should be constrained within 100 case samples. Chen (1999) collected a 
relative small size of only 33 case studies, compared with 97 case studies in De Reuver 
and MacInnes (2007). Therefore, to some extent, one can comment that Chen’s (1999) 
research is less rigorous than others.   
 
Step Three: design a detailed coding scheme.  
The coding scheme has been described as the soul of case-survey method, which 
provides core guidance to converting qualitative data extracted from sample cases into 
operationally defined quantified variables (Larsson 1993). Basically, a designed coding 
scheme normally involves numbers of operational descriptions of variables, initial 
coding procedures, and detailed coding instruments. The main purposes to develop a 
desired coding scheme are to ensure maximal information can be extracted from 
selected case studies with reliable rating scales. For example, a detailed coding scheme 
of M&A research has been developed by Larsson’s (1989) previous study, and 
expanded in later research (Larsson & Finkelstein 1999; Larsson & Lubatkin 2001; 
Stahl et al. 2011). The preliminary version of the coding scheme contained 84 variables 
and primarily rated by three-point scales. Larsson also tested the primary version by 
some excluded cases and modified it in accordance with feedback from other 
colleagues to increase the coding reliability. Such modifications include (1) extending 
the original three-point scales to five-point scales; (2) collapsing three-point scales into 
high or low position; and (3) include one alternative scale (insufficient information) 
into each variable (Larsson & Finkelstein 1999). Therefore, the well-designed coding 
scheme is essential to achieve overall success in case-survey research, it ensures more 
information can be extracted and different variables can be coded reliably. However, 
compared with detailed and rigorous coding scheme employed in Larsson’s studies, 
other studies (Chen, WH 1999; De Reuver, Bouwman & MacInnes 2007, 2009) do not 
mention it, thus the overall reliability of findings cannot be measured.  
 
Step Four: use multiple raters to code selected cases.  
Multiple raters participate in coding the sample cases, which is another unique pattern 
of case-survey method compared with others. Most case-survey research has used two 
or three raters. For example, the average raters per case in Larsson’s studies (1989, 
1993; 1999; 2001; 2011) is around two to three, while De Reuver and MacInnes’s 
(2007, 2009) works used two raters and Chen’s (1999) research relied only on his own 
effort to code the variables. Apparently, the more raters per case, the more information 
will be extracted and fewer mistakes can occur. However, using more raters can also 
increase the risk of receiving low interrater reliability and using more resources. 
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Therefore, a well-developed approach to detect the interrater reliability and resolve 
discrepancies is needed.  
 
On the other side, some raters may not familiar with the framework and hypotheses and 
avoid undue influences from designers’ theoretical background. Meanwhile, at least one 
rater is experienced in the research topic and can contribute their feedback to increase 
coding reliability and validity. It also encouraged designer participation in coding 
procedure as a rater, since the designer has the knowledgeable background in the 
research topic, is familiar with coding process and thus can save resources and make 
the overall coding more efficient (Larsson 1993). Additionally, all raters should conduct 
a pilot test on one excluded case to become familiar with the coding scheme. Finally, all 
raters are encouraged to take notes throughout the coding procedure, because their 
valuable notes not only can facilitate resolving coding discrepancies, but also can 
record suggestions for possible change of original coding scheme. After raters coded 
the entire variables, the reliability of their coding needs to be measured and any coding 
discrepancies need to be solved.  
 
Step Five: measure interrater reliability and resolve coding discrepancies 
The tests of reliability in case-survey research is significantly mentioned and practically 
performed in prior research to unsure the validity and consistence of findings (Larsson 
& Lubatkin 2001; Stahl et al. 2011). Although case-survey method is superior to others 
in M&A research, it still suffers a few potential problems, since it relies on subjective 
coding and statistical analysis of all variables (Larsson & Finkelstein 1999). Therefore, 
the major considerations in case-survey research are how to improve its reliability.  
 
Reliability refers to the consistency of findings or results overtime and across others 
(Bryman & Bell 2007; Golafshani 2003). It is normally concerned in quantitative 
research about whether a measure is stable (Bryman & Bell 2007). In quantitative 
research, Kirk and Miller (1986) identified three types of reliability: (1) when repeating 
the measure, the results need consistency; (2) a measure needs to be stable over time; 
and (3) the results from multiple respondents should be similar to each other.  
Meanwhile, in both qualititive and quantitive research, Bryman and Bell (2007) also 
defined three crucial factors, in determining whether a measure of concept or variable is 
stable and reliable: (1) stability, the results need to be stable over time; (2) internal 
reliability, the respondent’s result needs consistency with others; and (3) inter-observer 
consistency, the observer’s decision needs to be consistent with others. Therefore, the 
methodological reliability can be determined by investigating the stability and internal 
consistency of measures in quantitive research.  
 
Golafshani (2003) argued that ‘a high degree of stability indicates a high degree of 
reliability’ (p. 599). Basically, stability of a measurement can be tested by test-retest 
method, in which you conduct a test on one occasion and then repeat it on another 
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occasion to compare their difference. For example, suppose in a quantitative study 
which involves a set of measures, the respondent tests a measure and retests it 
sometime later. If the correlation between two results is high, the measure appears to be 
stable, and thus respondent’s answers can be relied upon (Bryman & Bell 2007). 
Otherwise, low correlation indicates unstable measure and thus unreliability. However, 
there are a number of issues with this test-retest method and rarely do researchers carry 
out this test. Both the perception from prior tests and external events may impact this 
evaluation.  
 
Another prominent criterion of investigating the consistency of a measure is internal 
reliability, which indicates the coherence of multiple respondents’ answers to each 
other (Bryman & Bell 2007; Creswell 2009). For example, when coding an item, 
multiple raters may provide their own answers to it. These answers will be aggregated 
to form an overall score to reflect the result of coding. However, raters’ answers are 
possibly varied to each other. The higher degree of discrepancies may result in the 
lower coherence of overall rating (Bryman & Bell 2007). Therefore, researchers need to 
ensure answers are consistent with each other, and the overall scale is reliable (Bryman 
& Bell 2007; Creswell 2009).  
 
Interrater reliability measures the coding quality, a particular concern in case-survey 
research (Larsson 1993; Larsson & Finkelstein 1999; Larsson & Lubatkin 2001; 
O'Leary & Bingham 2003). The methods of Cohen’s (1968) weighted kappa, Bullock 
and Tubbs’s (1987) percent absolute agreement and Larsson’s (1989) average pairwise 
percent agreement are all most employed to test the interrater reliability of case-survey 
and detect the quality of coding. Cohen’s (1968) kappa (κ) coefficient measures the 
interrater agreement through observing the scenario of rating yes or no (Carletta 1996). 
However, this method has been argued as being overly conservative and cannot test 
complex coding (Larsson 1993; Strijbos et al. 2006). The Percent Absolute Agreement 
(PAA) from Bullock and Tubbs’s (1987) is another method of testing the coding quality 
through calculating the interrater agreements. While it is still subject to a few 
drawbacks in applying it to the complex case-survey project: (1) it discriminates against 
using more than two raters; and (2) it discriminates using more detailed scales and 
ignores discrepancy magnitudes (Larsson 1989, 1993). Larsson (1989) in his thesis 
extended PAA theory and developed a new approach, namely Average Pairwise 
Percent Agreement (APPA) to avoid these drawbacks.  
 
               
                                
                                
 
 
APPA is specifically designed for case-survey research, and is more advanced than 
PPA method in two aspects: (1) it is neutral on the number of raters and scales, (2) it 
considers the discrepancy magnitudes and provides a solution to improve the overall 
reliability (Larsson & Finkelstein 1999; Larsson & Lubatkin 2001). For example, 
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suppose within the same case, three raters coding an item with the scores of 4, 4 and 5. 
PAA will be 0 since one rater is against the others, while APPA will be 33% which 
captures the degree of pairwise similarity of codes across total codes. The acceptable 
level of APPA is recommended as 65% in numerous research (Larsson 1989, 1993; 
Larsson et al. 1998; Stahl, Kremershof & Larsson 2004), which means the coding 
quality must above 65% of APPA benchmark. However, most case-survey research 
cannot achieve 65% APPA in the initial test, due to the raters’ coding mistakes and use 
of inappropriate coding scale (Hine & Carson 2007; Larsson 1993).  
 
Larsson and colleagues (1989, 1993; 1999; 2001) adopted Bullock and Tubbs’s (1987, 
pp. 202-03) ‘consensus resolution approach to resolve the coding discrepancies’ and 
improve the interrater reliability. This approach has been argued superior to other 
methods in detecting and resolving mistakes, and specifically suited for case-survey 
research (Bullock & Tubbs 1987; Riege 2003). The process of conducting consensus 
resolution approach can be concluded as, all raters will join together to (1) re-examine 
the major and minor discrepancies from initial coding results; (2) discuss raters’ 
supplementary notes and any doubtful points in initial coding; (3) collapse the 
unreliable variable scales until reliable distinctions have been confirmed; (4) provide 
joint solution to any detected coding mistake, such as misreading of text and coding 
scheme; (5) fix coding discrepancies and reconcile the unreliable variables until the 
interrater reliability is at a reasonable level; and (6) compare the recoding result with 
the initial one and show the improvement (Bullock & Tubbs 1987; Larsson 1989, 1993; 
Larsson & Finkelstein 1999).  
 
Step Six: quantitatively analyse the coded quantitative data.  
The quantitative data exacted from case studies can be analysed through conventional 
statistics. For example, Larsson and Finkelstein (1999) employed structural equation 
modelling to test the proposed hypotheses. Larsson and Lubatkin (2001) used 
regression analysis to investigate the acculturation achievement in M&A. Stahl et al. 
(2011) adopted multiple regression analysis to explore the important antecedents of 
trust in M&A. Therefore, the coded quantitative data can be quantitatively analysed 
(Larsson 1989, 1993).  
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Appendix 2 The complied list of Chinese CBMA deals 
No. of 
deals 
Year Name of Chinese acquirer 
Target 
country 
Name of target company 
Target 
industry 
Percentage 
1 May-00 Sinobull Group Hong Kong Logic Space Ltd Others 100% 
2
a,b
 Apr-00 Wanxiang Group USA Zeller Corporation Manufacture 100% 
3 Oct-00 China Broadband Corporation Canada Big Sky Network Canada Ltd 
Bank & 
Finance 
100% 
4 Feb-01 Lafarge Boral Gypsum (Asia) Thailand Siam Gypsum Co., Ltd Manufacture 71% 
5 Jun-01 Lacquer Craft Manufacturing Co., Ltd USA Universal Furniture Ltd Manufacture 100% 
6 Nov-01 TrustAsia Pte Ltd Singapore CyberCash Merchant Services Others 100% 
7
 a
 Nov-01 Zoomlion Group UK Powermole Ltd Manufacture 100% 
8
 a
 Sep-02 TCL Group Germany Schneider Electronics AG Technology 100% 
9 Oct-02 Shanghai Huayi (Group) Company USA Moltech Power Systems Inc. Manufacture 100% 
10
 a
 Feb-03 BOE Technology Group Korea 
Hyundai Display Technology (TFT-LCD 
business) 
Manufacture 100% 
11 Apr-03 Petroliam Nasional Berhad Indonesia Amerada Hess Indonesia Holdings Ltd Energy 100% 
12 Oct-03 Cleveland-Cliffs Inc. USA Eveleth Mines LLC Energy 100% 
13
 a
 Oct-03 Dalian Machine Tool Group Co., Ltd USA 
Ingersoll Milling Machine Company's 
Production Machines Division 
Manufacture 100% 
14
 a
 Oct-03 Shanghai Electric Group Japan IKEGAI Machinery Company Manufacture 65% 
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15 Dec-03 SAGA Ltd Spain Majorica S.A. Manufacture 100% 
16 Dec-03 Shenyang Hejin Holding Co., Ltd USA Murray Inc. Manufacture 100% 
17
 a
 Jan-04 TCL Group France Thomson SA (TV manufacturing unit) Technology 67% 
18 Mar-04 Northern Light Group Ltd Hong Kong Emper Industrial Ltd Manufacture 75% 
19 Mar-04 
Xinjiang Chalkis Tomato Products Co., 
Ltd 
France Conserve De Provence Sas 
Food & 
Beverage 
55% 
20 Apr-04 
China Minmetals Nonferrous Metals 
Co., Ltd 
USA Sherwin Alumina Lp Metals 51% 
21 Apr-04 
China Ocean Shipping (Group) Co., 
Ltd 
Singapore Cosco Corporation (Singapore) Ltd Transport 54.35% 
22 Apr-04 Xinjiang Chalkis Co., Ltd France Conserves De Provence Le Cabanon Sas 
Food & 
Beverage 
55% 
23 May-04 Qinchuan Machine Tool Works Germany Schiess AG Manufacture 51% 
24
 a
 Jun-04 Shanghai Electric Group Japan Akiyama International (AIC) Manufacture 100% 
25 Jul-04 Elec-tech International Co., Ltd Hong Kong Applica Durable Manufacturing Ltd Manufacture 100% 
26 Jul-04 Ygm Studio Ltd France Guy Laroche SA Others 100% 
27 Sep-04 Weifang Yaxing Chemical Co., Ltd USA 
Bayer Chemicals Ag's Texas-Based Hydrazine 
Hydrate Plant 
Resources 100% 
28
 a
 Oct-04 
Sinopec International Petroleum 
Exploration and Production 
Corporation 
USA First International Oil Corporation Energy 100% 
29 Oct-04 Yanzhou Coal Mining Co., Ltd Australia Southland Coal Mine Metals 100% 
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30 Nov-04 Greencool Group Co., Ltd France Nevers Hose Operation In France Manufacture 100% 
31 Nov-04 Guangdong Midea Holding Co., Ltd Hong Kong Hualing Holdings Ltd Manufacture 
42.4% to 
100% 
32 Jan-05 Seksun Electronics SDN Bhd USA ZFArray Technology Inc. Manufacture 100% 
33
 a,b
 Jan-05 Lenovo Group USA IBM (PC Division) Technology 100% 
34 Feb-05 Orient Ventures Ltd 
British Virgin 
Islands 
Anglo Alliance Co., Ltd Others 100% 
35 Mar-05 Keppel Land China Holdings Pte., Ltd. Singapore China World Investment Pte., Ltd. Real East 50% 
36
 a
 Apr-05 Dalian Machine Tool Group Co., Ltd Germany Zimmermann AG Manufacture 70% 
37 Apr-05 
Harbin Measuring & Cutting Tool 
Group Co., Ltd 
Germany Kelch Gmbh & Co. KG Manufacture 100% 
38 Apr-05 Weifang Yaxing Chemical Co., Ltd Germany 
Bayer Ag's Porofor Blowing Agents Factory In 
Leverkusen, Germany 
Resources 100% 
39
 a
 May-05 TCL Group France Alcatel (T&A) Technology 100% 
40 Jun-05 Tonghua Grape Wine Co., Ltd Canada Vitibev Farms Ltd 
Food & 
Beverage 
75% 
41
 a
 Jun-05 BenQ Group Germany Siemens ( Mobile Division) Manufacture 100% 
42 Jul-05 China Marine Bunker Supply Company Hong Kong Pan Nation Petro-Chemical Co., Ltd. Others 55% 
43
 a
 Jul-05 
Nanjing Automobile (Group) 
Corporation 
UK Powertrain Ltd (MG Rover Group) Transport >50% 
44
 a
 Jul-05 
China National Offshore Oil 
Corporation  
Norway Awilco Offshore ASA Energy 100% 
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45 Aug-05 
Dalian Changhai Ocean Fishery Co., 
Ltd. 
Indonesia P.T. Daya Guna Samudera TBK 
Food & 
Beverage 
100% 
46
 a
 Aug-05 Alibaba Group USA Yahoo (China) Group Technology 100% 
47
 a
 Oct-05 Beijing No.1 Machine Tool Plant Germany 
Werkzeugmaschinenfabrik Adolf Waldrich 
Coburg Gmbh & Co. KG 
Manufacture 100% 
48
 a
 Oct-05 
China National Chemical Corporation 
(Chemchina) 
Australia Qenos Pty Ltd Manufacture 100% 
49 Oct-05 
Shandong New Beiyang Information 
Technology Co., Ltd 
Netherlands Orient Technologies B. V. Manufacture 51% 
50
 a
 Oct-05 Qianjiang motor Group Italy Benelli Manufacture 100% 
51
 a
 Oct-05 
China National Petroleum Corporation 
(CNPC) 
Kazakhstan Petro Kazakhstan Energy 67% 
52
 a
 Oct-05 
China National Chemical Corporation 
(Chemchina) 
France Rhodia (Part) Resources 100% 
53 Apr-06 Suncraft International Corporation UK 
Kennametal Inc's Uk-Based Presto Brand High 
Speed Steel Assets 
Manufacture 100% 
54 Jun-06 
China Petroleum & Chemical 
Corporation 
Russian 
Federation 
Udmurtneft OAO Energy 96.90% 
55 Jun-06 
Sinopec International Petroleum 
Exploration and Production 
Corporation 
Russian 
Federation 
Rosneft OAO Energy 97% 
56
 a,b
 Jun-06 Wanxiang Group USA Neapco Holdings Manufacture 100% 
57 Jul-06 Verisilicon Holdings Co Ltd USA 
Lsi Logic Corporation's Zsp(R) Digital Signal 
Processor Business Division 
Technology 100% 
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58
 a
 Aug-06 China Construction Bank Corporation Hong Kong Bank of America (Asia) Ltd 
Bank & 
Finance 
100% 
59 Sep-06 
Sinopec International Petroleum 
Exploration and Production 
Corporation 
Colombia Omimex Resources, Inc. Energy 50% 
60
 a
 Sep-06 Suntech Power Solar System Pty.Ltd Japan MSK Corporation Manufacture 100% 
61
 a
 Oct-06 China National Chemical Corporation France Adisseo SAS Resources 100% 
62 Oct-06 Jiangxi Copper Canada BC Metals Metals 75% 
63 Oct-06 Qingdao Haier Co., Ltd Japan Haier Sanyo Electric Co., Ltd Manufacture 60% 
64 Nov-06 SinoSteel South Africa Samancor Chrome Mines Metals 50% 
65 Dec-06 
Industrial and Commercial Bank of 
China Ltd 
Indonesia P.T. Bank Halim Indonesia 
Bank & 
Finance 
90% 
66
 a
 Jan-07 
China Mobile Communications 
Corporation 
Pakistan Paktel Ltd Technology 88.86% 
67 Jan-07 
China National Petroleum Corporation 
(CNPC) 
Chad Encana Corporation Energy 50% 
68 Jan-07 Huaxiang Group Co., Ltd UK Interautomotive Interiors Ltd Manufacture 100% 
69 Feb-07 
Shenzhen Acto Digital Video 
Technical Co., Ltd 
Norway South Mountain Technologies Ltd Manufacture 100% 
70 Feb-07 
Xiamen Zijin Tongguan Investment 
Development Co., Ltd 
UK Monterrico Metals Plc Metals 89.90% 
71 Mar-07 Bluestar Fibres Company Ltd UK Technical Absorbents Ltd Manufacture 100% 
72 Mar-07 Longtop International USA Minecode LLC Technology 100% 
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73 Apr-07 Biz Outsourzing, Lnc. 
British Virgin 
Islands 
Free World International Ltd Technology 100% 
74 May-07 Linkglobal logistics Co., Ltd Germany Fpm Flughafen Parchim Mecklenburg Gmbh Others 100% 
75
 a
 May-07 SAIC motor Froup Korea SSANGYONG Motor Company Manufacture 51% 
76 Jun-07 China International Marine Containers Netherlands Burg Industries Transport 80% 
77 Jun-07 Chinalo Peru Peru Copper Metals 91% 
78 Jul-07 Inspur Group Japan Shinwa's Software Outsourcing Business Others 100% 
79 Sep-07 
Hunan Sunward Intelligent Machinery 
Co., Ltd 
Italy Hpm Europe Spa Manufacture 51% 
80 Nov-07 Youngor Group Co., Ltd Hong Kong Smart Shirts Ltd's Business Manufacture 100% 
81 Dec-07 Sinosteel Corporation Mauritius Zimasco Consolidated Enterprises Ltd Energy 92% 
82 Jan-08 
Industrial and Commercial Bank of 
China Limited 
Macau Seng Heng Bank Limited 
Bank & 
Finance 
>50% 
83 Feb-08 K-9 Concepts Inc. Canada Aussie Soles International LLC Manufacture 100% 
84 Feb-08 
Xinjiang Goldwind Science & 
Technology Co., Ltd 
Germany Vensys Energy AG Energy 70% 
85
 a
 Mar-08 Huaneng Power International Inc. Singapore Tuas Power Energy 100% 
86 Mar-08 
Sinopec Pnternational Petroleum 
Exploration and Production 
Corporation 
Australia AED Oil Energy 60% 
87
 a
 Mar-08 Ping An Insurance (Group) Co., Ltd Belgium Fortis Investments 
Bank & 
Finance 
50% 
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88 Apr-08 China Minmetals Corporation Germany Siegfried Pilz Sottrum Metals 100% 
89 Apr-08 
China National Offshore Oil 
Corporation (CNOOC) 
Indonesia Husky Energy Energy 50% 
90 Apr-08 Huaneng Power International Lnc. Singapore Sinosing Power Pte Ltd Energy 100% 
91
 a
 Apr-08 China Dongxiang (Group) Co., Ltd Japan Phenix Manufacture 91% 
92 May-08 China Merchants Bank Co., Ltd Hong Kong Wing Lung Bank Ltd 
Bank & 
Finance 
53.12% 
93 May-08 
Hunan Nonferrous Metals Corporation 
Ltd 
Australia Abra Mining Ltd Metals 
17.8% to 
74.27% 
94 Jun-08 China Resources Cement Ltd 
British Virgin 
Islands 
Clear Bright Investments Ltd Manufacture 100% 
95 Jun-08 China Resources Cement Ltd 
British Virgin 
Islands 
Flavour Glory Ltd Manufacture 100% 
96 Jun-08 Goldman Sachs Group Inc. Italy Compagnia Italiana Forme Acciaio Spa Manufacture 100% 
97 Jul-08 Honiton Energy Group UK Honiton Energy Holdings Plc Energy 100% 
98 Aug-08 Zhuzhou Csr Times Electric Co., Ltd UK Dynex Power Inc. Manufacture 75% 
99 Sep-08 
Beijing Oriental Electronics 
Technology Group Co., Ltd 
Korea Hynix Semiconductor Inc.(TFT LCD Business) Technology 100% 
100
 a
 Sep-08 SinoSteel Group Australia Midwest Corp. Metals 100% 
101 Sep-08 DLB Capital LLC 
British Virgin 
Islands 
Success Gateway Investments Ltd 
Bank & 
Finance 
56.79% 
102
 a
 Sep-08 Sinochem Group Singapore GMG Resources 51.00% 
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103
 a
 Sep-08 Zoomlion Group Italy Compagnia Italiana Forme Acciaio Others 60% 
104 Oct-08 Tianshui Spark Machine Tool Co., Ltd France 
SociÉTÉ De MÉCanisme Et D'automatisme Du 
Bourbonnais Sa 
Manufacture 81% 
105 Dec-08 Respironics Italy SRL Hong Kong Melhk Ltd Manufacture 100% 
106 Dec-08 Respironics Italy SRL Italy Medel Spa's Aerosol Therapy Business Manufacture 100% 
107
 a
 Dec-08 Sinopec Group Canada Tanganyika Oil Co. (TYK) Energy 100% 
108 Dec-08 Sany Heavy Industry Co., Ltd 
British Virgin 
Islands 
Sany Heavy Machinery Investment Co., Ltd Manufacture 100% 
109
 a
 Dec-08 
Shenzhen Zhongjin Lingnan Nonfemet 
Company Limited (NONFEMET) 
Australia Perilya Ltd Metals 50.10% 
110 Jan-09 Markor International Furniture Co., Ltd USA Schnadig Corporation's Net Operating Assets Manufacture 100% 
111 Jan-09 Weichai Power Co., Ltd France Moteurs Baudoin Transport 100% 
112 Mar-09 
Beijing Automotive Industry Holding 
Co., Ltd (BAIC) 
USA 
Delphi Corporation's Global Suspension And 
Brakes Business 
Transport 100% 
113 Apr-09 
Shandong Longsheng Import & Export 
Co., Ltd 
France Plyrosol Sas Manufacture 100% 
114 Apr-09 Winca Tech Ltd USA 
Timminco Ltd's Magnesium and Specialty 
Metals Business 
Metals 80% 
115
 a
 Jun-09 China Minmetals Corporation Australia Oz Minerals Metals 100% 
116 Jun-09 
Industrial and Commercial Bank of 
China Ltd 
Canada Bank Of East Asia 
Bank & 
Finance 
70% 
117
 a,b
 Jun-09 
Zhejiang Geely Holding Group Co., 
Ltd 
Australia 
Drivertrain Systems International company 
(DSI) 
Manufacture 100% 
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118
 a,b
 Jun-09 
Zhejiang Geely Holding Group Co., 
Ltd 
UK MBH Group Manufacture 51% 
119 Jun-09 
Ningxia Zhongyin Cashmere Co., Ltd's 
subsidiary 
UK 
Todd & Duncan Kinross Ltd's Business And 
Certain Assets 
Others 100% 
120
 a
 Jun-09 Sinopec Group Switzerland Addax Energy 100% 
121
 a
 Jun-09 
Industrial and Commercial Bank of 
China Ltd 
USA Bank Of East Asia (USA) 
Bank & 
Finance 
70% 
122 Jul-09 Millennium Marine Co., Ltd Italy Dalla Pieta Yachts Srl Technology 100% 
123 Jul-09 
Zhejiang New Jack Sewing Machine 
Co., Ltd 
Germany Bullmer Manufacture >50% 
124
 a
 Aug-09 China Construction Bank Corporation Hong Kong AIG Finance (Hong Kong) Ltd 
Bank & 
Finance 
100% 
125 Aug-09 
China National Petroleum Corporation 
(CNPC) 
Canada Athabasca Oil Sands Energy 60% 
126 Sep-09 
China Guangdong Nuclear Power 
Holding Co.,Ltd (CGNPC) 
Australia Energy Metals Metals 69% 
127 Sep-09 
China National Petroleum Corporation 
(CNPC) 
Singapore Singapore Petroleum Energy 96% 
128 Sep-09 
China National Petroleum Corporation 
(CNPC) 
Iran National Iranian Oil Energy 70% 
129
 a
 Sep-09 
Industrial and Commercial Bank of 
China Limited 
Thailand ACL Bank Public Company Limited 
Bank & 
Finance 
100% 
130 Sep-09 
Jinzhou Wanyou Mechanical Parts Co., 
Ltd 
Hong Kong Friend Birch Ltd Manufacture 100% 
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131
 a
 Oct-09 Yanzhou Coal Mining Co., Ltd Australia Felix Resources Ltd Metals 100% 
132 Nov-09 Beijing West Industries USA Delphi Corporation (Parts) Transport 100% 
133 Nov-09 
China National Petroleum Corporation 
(CNPC) 
Costa Rica Recope Energy 50% 
134 Dec-09 
Beijing Automotive Industry Holding 
Co., Ltd (BAIC) 
USA Saab Automobile Transport 100% 
135
 a
 Dec-09 
Avic Xian Aircraft Industry (Group) 
Co., Ltd 
Austria Fischer Advanced Composite Components Ag Manufacture 91.25% 
136 Dec-09 Jinjiang International Hotels USA Interstate Hotel And Resources Real East 50% 
137 Dec-09 Shanghai Auto India GM Transport 50% 
138
 a,b
 Dec-09 
Zhejiang Geely Holding Group Co., 
Ltd 
Sweden Volvo Personvagnar Holding Ab Transport 100% 
139 Jan-10 
Baiyin Non-Ferrous, CITIC & Chang 
Xin 
Uzbekistan Oxus Metals 60% 
140 Mar-10 
China National Offshore Oil 
Corporation (CNOOC) 
Argentina Bridas Energy 50% 
141 Mar-10 
China National Petroleum Corporation 
(CNPC) 
USA INOVA Geophysical Equipment Energy 51% 
142 Mar-10 
China National Petroleum Corporation 
(CNPC) 
Australia Arrow Energy Energy 50% 
143 Apr-10 Hanlong Group Australia Moly Mines Metals 55% 
144 Apr-10 
Hans-Gronhi Graphic Technology Co., 
Ltd 
Japan Shinohara Co., Ltd Manufacture 100% 
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145 Jun-10 
Alcoa Closure Systems International 
(Tianjin) Co., Ltd 
UK Mcg Closures Ltd 
Food & 
Beverage 
100% 
146 Jun-10 
Guangzhou Automobile Group Co., 
Ltd 
Hong Kong Denway Motors Ltd Transport 
37.9% to 
100% 
147
 a
 Jun-10 Shanghai Electric Group USA Goss International Corporation Manufacture 100% 
148 Jul-10 China merchants Group Australia Loscam Ltd Transport 100% 
149
 a
 Aug-10 Bright Dairy & Food Group Newzealand Synlait Milk 
Food & 
Beverage 
100% 
150 Sep-10 Bosai Minerals Group Co., Ltd Ghana Ghana Bauxite Metals 80% 
151 Sep-10 
China National Cereals Oils and 
Foodstuffs Import and Export 
Corporation 
Chile 
Viña Bisquertt's Four Fields And Wineries In 
The Colchagua Valley 
Food & 
Beverage 
100% 
152 Sep-10 Globelink China Logistics Co., Ltd UK CBI Global Freight Management Ltd Transport 100% 
153 Sep-10 
Grand China Logistics Holding 
(Group) Co., Ltd 
Norway Offshore Heavy Transport As Energy 60% 
154 Oct-10 
Dalian Rubber & Plastic Machinery 
Co., Ltd 
Canada Macro Engineering & Technology Inc. Manufacture 100% 
155 Oct-10 
Isoftstone Information Technology 
(Group) Co., Ltd 
USA Ascend Technologies Inc. Technology 100% 
156 Oct-10 Le Rainbow International Ltd Hong Kong Guanping Ltd Others 100% 
157 Nov-10 Huaneng Power International inc. USA Intergen Energy 50% 
158 Nov-10 Jiangsu Jinsheng Industry Co., Ltd Germany EMAG Holding Gmbh Manufacture 50% 
159 Nov-10 Shanghai Pharmaceuticals Holding Cayman China Health System Ltd Others 65.24% 
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Co., Ltd Islands 
160 Dec-10 
Capitaland China Development Fund 
Co., Ltd 
Singapore Fernwood Investment Pte Ltd Real East 90% 
161 Dec-10 China Petrochemical Corporation 
Cayman 
Islands 
Occidental Argentina Exploration & Production 
Inc. 
Energy 100% 
162 Dec-10 Jinchuan Group Ltd Canada Continental Minerals Corporation Energy 100% 
163 Dec-10 
Sinopec International Petroleum 
Exploration and Production 
Corporation 
Colombia Hupecol Dorotea And Cabiona Llc Energy >50% 
164 Dec-10 State Grid Corporation of China Brazil 7 Brazilian Power Transmission Companies Energy 100% 
165 Dec-10 
Taiyuan Mining Machinery Group 
Goal Machine Co., Ltd 
Australia Valley Longwall International Pty Ltd Energy 90% 
166 Jan-11 
China National Agrochemical 
Corporation 
Israel Makhteshim-Agan Industries Ltd Manufacture 60% 
167 Jan-11 
China National Bluestar (Group) 
Gorporation 
Norway Elkem Silicon Materials Manufacture 100% 
168 Jan-11 
China National Chemical Corporation 
(Chemchina) 
Australia Orkla Group Resources 100% 
169 Jan-11 
China National Petroleum Corporation 
(CNPC) 
UK INEOS (Grangemouth) Energy 50% 
170 Jan-11 
China National Petroleum Corporation 
(CNPC) 
France INEOS (Lavera) Energy 50% 
171 Jan-11 Shenzhen New World Group Co., Ltd USA Sheraton Universal Hotel, The Others 100% 
172 Jan-11 Wuhan Iron and Steel Canada Adriana Resources Metals 60% 
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173 Feb-11 
Beijing automotive industry holding 
co., ltd (BAIC) 
Sweden Weigl Transmission Plant Ab Transport 100% 
174 Feb-11 
China National Offshore Oil 
Corporation (CNOOC) 
Argentina Exxon Mobil Energy 100% 
175 Feb-11 Jingri Diamond Industrial Co., Ltd Korea Hyosung D&P Co., Ltd Manufacture 100% 
176 Feb-11 Wanhua Industrial Hungary Borsodchem Resources 58% 
177 Mar-11 
China Resources Coal Holdings Co., 
Ltd 
Hong Kong Saadec (Hk) Energy 100% 
178
 a
 Mar-11 Ausnutria Group Netherlands Hyproca Group Corporate Others 51% 
179 Apr-11 Yotrio Group Co., Ltd Germany Mwh Metallwerk Helmstadt Gmbh Manufacture 100% 
180 Apr-11 ZTE Corporation Brazil Celestica Do Brasil Ltda Technology 100% 
181 May-11 
China Development Bank Capital Co., 
Ltd 
Cayman 
Islands 
New Capital International Investment Ltd 
Bank & 
Finance 
66.16% 
182 May-11 
Sinopec International Petroleum 
Exploration and Production 
Corporation 
Cameroon Shell Energy 80% 
183 May-11 Wondershare Software Co., Ltd USA Spotmau Corporation Technology 100% 
184 Jul-11 
China National Cereals, Oils and 
Foodstuffs Corporation (CNCOFC) 
Australia Tully Sugar Agriculture 99% 
185
 a
 Jul-11 Lenovo Group Japan NEC (PC Business) Technology 51% 
186 Jul-11 
China National Offshore Oil 
Corporation (CNOOC) 
Canada Opti Canada Energy 100% 
187 Jul-11 Haier Group Corporation Japan Panasonic (Part) Others 100% 
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188 Jul-11 
Northwest Non-Ferrous International 
Investment Co., Ltd 
Australia Meridian Minerals Ltd Metals 
41.33% 
to 100% 
189 Jul-11 
Xcmg Construction Machinery Co., 
Ltd 
Germany Fluitronics Gmbh Manufacture 70% 
190 Aug-11 Bright Foods Australia Manassen Foods 
Food & 
Beverage 
75% 
191 Aug-11 Shanghai Tangjiu (Group) Co., Ltd Australia Manassen Foods Australia Pty Ltd 
Food & 
Beverage 
75% 
192 Aug-11 Yanzhou Coal Mining Co., Ltd Australia Syntech Holdings Pty Ltd Energy 100% 
193 Sep-11 Yanzhou Coal Mining Co., Ltd Australia Wesfarmers Energy 100% 
194
 a
 Sep-11 
Fushi International (Dalian) Bimetallic 
Cable Co., Ltd. 
USA Copperweld Bimetallics, LLC Manufacture 100% 
195 Sep-11 Zijin Mining Group Co., Ltd Kyrgyzstan Altynken Llc Metals 60% 
196 Oct-11 
Sinopec International Petroleum 
Exploration and Production 
Corporation 
Canada Daylight Energy Ltd Energy 100% 
197
 a
 Oct-11 Haier Group Corporation Thailand Sanyo Universal Electric PCL Technology >50% 
198 Nov-11 Ningbo Huaxiang Electronics Co., Ltd Germany Sellner Gmbh Transport >50% 
199 Nov-11 Ningbo Huaxiang Electronics Co., Ltd Germany Ipg Industrie-Palast Gmbh Transport 100% 
200 Nov-11 Ningbo Huaxiang Electronics Co., Ltd USA Sellner Corporation Transport 100% 
201 Nov-11 Ufida Software Co., Ltd France Yunano Technology 100% 
202 Dec-11 
China National Petroleum Corporation 
(CNPC) 
Madagascar Varun Industries Energy 51% 
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203 Dec-11 King & Wood Australia Mallesons Stephen Jaques Others 100% 
204 Dec-11 Yanzhou Coal Mining Co., Ltd Australia Gloucester Energy 77% 
205
 a
 Dec-11 LiuGong Machinery Co., Ltd Poland Huta Stalowa Wola SA (HSW) Manufacture 100% 
 
Note:  
1. The deals marked with ‘a’ have been chosen for the case-survey research.  
2. The deals marked with ‘b’ have been chosen for the multiple case studies research. 
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Appendix 3 The summary of data sources and specific 
databases used in screening the case samples 
 
Computer Search 
English databases 
 Business Source Premier (BCP) 
 ProQuest Academic 
 EBSCO 
 Harvard Business Review (HBR) 
 Ivey Business Case Publishing (IBCP) 
 European Case Clearing House (ECCH) 
 
Chinese databases 
 China National Knowledge Internet Database (CNKI) 
 China's Outstanding Academic Dissertation Databases (Wanfang) 
 National Digital Library of China 
 China Academic Journal Electronic Publishing House 
 Case Research Centre of Cheung Kong Graduate School Of Business (CKGSB) 
 China Management Case-sharing Center 
 China Case Clearing House (CCCH)  from China Europe International Business 
School (CEIBS) 
Manual search  
 National Library of China (City of Beijing) 
 Shenzhen Library (City of Shenzhen) 
 Shanghai Library (City of Shanghai) 
 Hong Kong Public Library (Hong Kong) 
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Appendix 4 The summary of collected case samples, sources and references 
 
No. Year 
Name of Chinese 
acquirer 
Name of target 
company 
Target 
country 
Percen-
tage 
Industry Sources 
Reference 
number 
Page 
numbers 
1 Apr-00 Wanxiang Group Zeller Corporation USA 100% 
Manufacture 
(Automotive) 
Thesis 108 p.41-48 
Book 110 p.97-101 
Book 112 p.225-251 
Book 113 p.237-241 
2 Nov-01 Zoomlion Group Powermole Ltd UK 85% 
Manufacture 
(Concrete) 
Thesis 147 p.10-63 
Thesis 149 p.42-45 
Journal 148 p.30-33 
Journal 76 p.21-23 
Journal 150 p.44-47 
3 Sep-02 TCL Group 
Schneider Electronics 
AG 
Germany 
above 
50% 
Manufacture 
(Technology 
TV) 
Book Chapter 6 p.107-118 
Book Chapter 112 p.260-262 
Journal 100 p.55-56 
Thesis 101 p.26-29 
4 Feb-03 BOE Technology Group 
Hyundai Display 
Technology (TFT-
LCD business) 
Korea 100% 
Manufacture 
(Technology 
LCD) 
Thesis 42 p.13-45 
Thesis 43 p.10-24 
Thesis 44 p.1-31 
Journal 45 p.51-53 
Journal 46 p.68-69 
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Journal 90 p.116-134 
Case study 77 p.346-360 
Book Chapter 111 p.68-78 
5 Oct-03 Shanghai Electric Group 
Ikegai Machinery 
Company 
Japan 65% Manufacture 
Research report 157 p.60-72 
Journal 159 p.23-26 
Journal 160 p.28-30 
6 Oct-03 
Dalian Machine Tool 
Group 
Ingersoll production 
systems Co.,Ltd; 
Ingersoll Crankshaft 
Machining Systems 
Co., Ltd. 
USA 
above 
50% 
Manufacture 
Book Chapter 125 p. 38-42 
Journal 85 p.111-119 
7 Jan-04 TCL Group 
Thomson SA (TV 
manufacturing unit) 
France 67% Manufacture 
Book Chapter 5 p.071 
Book Chapter 112 p.252-286 
Book Chapter 113 p.276-284 
Thesis 13 P.24-35 
Thesis 15 p.16-51 
Thesis 17 p.17-57 
Thesis 18 p.20-47 
Thesis 19 p.18-22 
Thesis 101 p.26-29 
Thesis 70 p.27-31 
Thesis 84 p.36-44 
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Journal 2 p.147-150 
Journal 14 p.15-19 
Journal 16 p.48-50 
Journal 20 p.66-69 
Journal 21 p.56-58 
Book 110 p.105-109 
8 Jun-04 Shanghai Electric Group 
Akiyama International 
(AIC) 
Japan 100% Manufacture 
Book Chapter 5 p.54-70 
Book Chapter 113 p.232-236 
Book Chapter 158 p.123-128 
Research report 157 
p.60-72, 
167-171 
Journal 56 p.38-41 
9 Oct-04 Sinopec Group 
America First 
International Oil Co. 
(FIOC) 
USA 
(Kazakhst
an) 
100% Energy 
Thesis 73 p.11-44 
Thesis 70 p.19-25 
Journal 142 p.116-119 
10 Jan-05 Lenovo 
IBM (Personal 
computer department) 
USA 100% 
Manufacture 
(Technology 
Computer) 
Report 120 p.50-52 
Book 124 p.1-220 
Book Chapter 1 p.142-147 
Book Chapter 5 p.114-139 
Book Chapter 8 p.209-225 
Book Chapter 110 p.250-256 
Book Chapter 111 p.81-84 
Book Chapter 112 p.55-73 
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Book Chapter 113 p.199-207 
Thesis 11 p.10-25 
Thesis 24 p.9-24 
Thesis 25 p.10-63 
Thesis 26 p. 1-30 
Thesis 27 p.10-73 
Thesis 28 p.30-52 
Thesis 29 p.42-44 
Thesis 52 p.53-61 
Thesis 66 p.15-18 
Thesis 70 p.24-27 
Thesis 84 p.25-36 
Thesis 108 p.48-53 
Journal 3 p.573-577 
Journal 19 p.22-27 
Journal 30 19-21 
Journal 31 p.231-234 
Journal 32 p.252-254 
Journal 33 p.58-69 
Journal 83 p.573-577 
11 Apr-05 
Dalian Machine Tool 
Group 
Zimmermann AG Germany 70% Manufacture 
Journal 85 p.111-119 
Journal 164 p.53-57 
12 May-05 TCL Group Alcatel (T&A) France 100% Manufacture Thesis 29 44-46 
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(Technology 
Mobile) 
Thesis 70 p.31-34 
Thesis 15 p.16-51 
Thesis 101 p.26-29 
Journal 152 p.36-37 
Journal 153 p.165-168 
13 Jun-05 BenQ 
Siemens ( Mobile 
Division) 
Germany 100% 
Manufacture 
(Technology 
Mobile) 
Book Chapter 5 p.140-158 
Thesis 61 p.7-60 
Thesis 62 p.10-39 
Book 110 p.215-216 
Journal 63 p.201-203 
Book 109 
p.139,167-
169, 256-
262 
14 Jul-05 
China National Offshore 
Oil Corporation 
(CNOOC) 
Awilco Offshore ASA Norway 99% Energy 
Book 112 p.190-224 
Book 113 p.258-262 
Book 146 p.103-106 
Journal 138 p.40-49 
Thesis 139 p.37-40 
15 Jul-05 
Nanjing Automotive 
(Group) Corporation 
MG/Rover 
The 
United 
Kingdom 
100% 
Manufacture 
(Automotive) 
Book Chapter 5 p.98-113 
Book Chapter 113 p.208-212 
Thesis 47 p.22-44 
Thesis 70 p.37-40 
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Journal 48 p.151-160 
Journal 49 p.146-148 
Journal 96 p.41-15 
Journal 97 p.20-21 
16 Aug-05 Alibaba Group Yahoo (China) USA 100% Others 
Book 126 p.123-127 
Thesis 189 p.26-40 
Thesis 190 p.37-46 
Journal 191 p.60-62 
17 Oct-05 
Beijing No. 1 Machine 
Tool Plant 
Waldrich Coburg Germany 100% Manufacture 
Book Chapter 5 p.159-175 
Book Chapter 110 p.213-214 
Journal 57 p.138-146 
Journal 58 p.63-65 
Conference 
paper 
59 p.1-7 
Case study 82 p.1-13 
18 Oct-05 
China National 
Petroleum Corporation 
(CNPC) 
Petro Kazakhstan Canada 100% Energy 
Book Chapter 7 p.156-164 
Book Chapter 9 
p.125-132 
p.284-286 
Book Chapter 111 p.103-108 
Book Chapter 125 p.472-478 
Book Chapter 146 p.28-39 
Thesis 70 p.14-19 
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Journal 69 p.18-21 
Journal 71 p.89-91 
Journal 78 
p.2947-
2962 
19 Oct-05 Qianjiang motor Group Benelli Italy 100% 
Manufacture 
(Automotive) 
Book Chapter 1 p.355-375 
Case study 80 p.1-16 
Case study 155 p.20-22 
Thesis 156 p.23-56 
20 Oct-05 
China National Bluestar  
Company Limited 
(Chemchina Group) 
Rhodia France 100% Resources 
Book 107 p.208-202 
Book 111 p.121-126 
Book 146 p.179-189 
Journal 106 p.40-45 
21 Nov-05 
China National Bluestar  
Company Limited 
(Chemchina Group) 
Qenos Australia 100% Resources 
Journal 72 p.19-22 
Book 5 p.176-195 
Book 111 p.121-126 
Book 146 p.179-189 
22 Jul-06 Wanxiang Group Neapco Holdings USA 100% 
Manufacture 
(Automotive) 
Case study 117 p.1-14 
Case study 118 p.1-18 
Report 120 p.55-60 
Book Chapter 1 p.113-115 
23 Aug-06 
China Construction 
Bank 
Bank of America 
(Asia) Ltd 
HK 100% 
Bank & 
Finance 
Thesis 129 p.28-32 
Journal 130 p.27-29 
Journal 131 p.21-22 
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Journal 132 p.70-73 
Journal 133 p.52-54 
24 Sep-06 
Suntech Power Solar 
System Pty.Ltd 
MSK Japan 100% Manufacture 
Research report 157 p.33-49 
Journal 161 p.73-75 
Book Chapter 158 p.130-132 
25 Oct-06 
China National Bluestar  
Company Limited 
(Chemchina Group) 
Adisseo France 100% Resources 
Journal 105 p.10-11 
Journal 72 p.19-22 
Journal 106 p.40-45 
Book 110 p.214-215 
Book 5 p.176-195 
Book 111 p.121-126 
Book 146 p.179-189 
26 Apr-07 
China Mobile 
Communication 
Corporation (CMCC) 
Paktel  Ltd
（Millicom） 
Pakistan 100% Others 
Book 111 p.142-146 
Thesis 181 p.18-22 
Journal 180 p.105-109 
27 May-07 SAIC motor Group 
SSANGYONG Motor 
Company 
Korea 51.33% 
Manufacture 
(Automotive) 
Book Chapter 5 
p.94-98, 
113 
Book Chapter 126 p.143-149 
Thesis 50 p.16-60 
Thesis 51 p.8-40 
Thesis 52 p.61-67 
Thesis 70 p.34-37 
Journal 53 p.73-76 
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Journal 54 p.297-298 
Journal 55 p.70-73 
28 Mar-08 China Huaneng Group Tuas Power Ltd Singapore 100% Energy 
Book Chapter 9 p.231-238 
Case study 67 p.35-49 
Journal 94 p.80-81 
Thesis 134 p.16-44 
Thesis 135 p.21-56 
29 Mar-08 
Ping An Insurance 
(Group) Co., Ltd 
Fortis Investments Belgium 50% 
Bank & 
Finance 
Book 111 p.176-181 
Thesis 182 p.8-36 
Journal 183 p.61-65 
30 Apr-08 
China Dongxiang 
(Group) Co., Ltd 
Phenix Japan 91% Manufacture 
Research report 157 p.72-88 
Book Chapter 158 p.171-174 
Case study 162 p.1-21 
31 Sep-08 Sinochem Group GMG Singapore 51% Resources 
Book 146 p.89-99 
Journal 148 p.163-164 
32 Sep-08 Sinosteel Group Midwest Group Australia 99% Mining 
Book Chapter 4 p.3-219 
Book Chapter 112 p.157-189 
Thesis 95 p.103-113 
Thesis 145 p.4-28 
Journal 143 p.95-97 
Journal 144 p.247-248 
33 Sep-08 Zoomlion Group Compagnia Italiana Italy 100% Manufacture Report 120 p.35-37 
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Forme Acciaio 
S.p.A.(CIFA) 
(Concrete) Book Chapter 4 p.216 
Book Chapter 5 p.196-217 
Book Chapter 111 p.170-175 
Book Chapter 113 p.263-269 
Book Chapter 126 p.149-152 
Thesis 75 p.25-52 
Journal 76 p.21-23 
Report 98 p.32-64 
Report 99 p.1-4 
Thesis 108 p.26-34 
34 Dec-08 Sinopec Group 
Tanganyika Oil Co. 
(TYK) 
Canada 95% Energy 
Thesis 140 p.26-42 
Journal 141 p.99-100 
Book Chapter 12 p.290-296 
35 Dec-08 
Shenzhen Zhongjin 
Lingnan Nonfemet 
Company Limited 
(NONFEMET) 
Perilya Ltd Australia 50% Resources 
Thesis 165 p.21-54 
Journal 166 p.117-118 
Journal 167 p.13-15 
36 Jun-09 
China Minmetals 
Corporation 
OZ Minerals Australia 100% Mining 
Book Chapter 10 p.195-199 
Book Chapter 7 P.185-202 
Book Chapter 9 p.287-289 
Book Chapter 113 242-252 
Book Chapter 127 p.122-124 
Book Chapter 146 p.58-74 
Thesis 136 p.35-57 
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Thesis 137 p.19-49 
Conference 
paper 
91 3 pages 
38 Jun-09 Geely Holding Group 
Drivertrain Systems 
International company 
(DSI) 
Australia 100% 
Manufacture 
(Automotive) 
Report 120 p.28-29 
Book Chapter 12 p.281-283 
Book 112 p.225-251 
Book Chapter 113 p.188-119 
Book Chapter 122 p.67-70 
Book Chapter 123 p.240-242 
39 Jun-09 
Industrial and 
Commercial Bank of 
China Limited 
Bank of East Asia 
(Canada) 
Canada 70% 
Bank & 
Finance 
Thesis 173 p.1-90 
Journal 172 p.44-51 
Journal 174 p.91-95 
40 Jun-09 Sinopec Group Addax 
Switzerlan
d 
100% Energy 
Book Chapter 9 p.227-280 
Book Chapter 12 p.289-295 
Book Chapter 110 p.101-105 
Journal 74 109-122 
41 Jun-09 Geely Holding Group MBH Group UK 
100% 
(Effective 
Control 
from 2009) 
Manufacture 
(Automotive) 
Book 113 p.188-119 
Book 122 p.64-56 
Book 123 p.242-244 
37 Aug-09 
China Construction 
Bank 
AIG Finance (HK) Ltd 
（AIGF） 
HK 100% 
Bank & 
Finance 
Book Chapter 12 p.279-281 
Journal 68 p.183-185 
Thesis 128 p.39-46 
Thesis 129 p.28-31 
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42 Sep-09 
Industrial and 
Commercial Bank of 
China Limited 
ACL Bank Public 
Company Limited 
Thailand 100% 
Bank & 
Finance 
Book 111 p.131-134 
Journal 172 p.44-51 
Journal 175 p.7-9 
43 Oct-09 Yanzhou Coal Mining Felix Resources Ltd. Australia 100% Mining 
Book Chapter 10 p.152 
Book Chapter 12 p.274-276 
Book Chapter 111 214-220 
Book Chapter 113 p.220-224 
Thesis 65 p.21-57 
Journal 151 p.47-62 
44 Dec-09 
AVIC Xi'an Aircraft 
Industry (Group) 
Company Limited 
Fischer Advanced 
Composite 
Components AG 
(FACC) 
Austria 91.25% 
Manufacture 
(Aircraft) 
Book Chapter 9 p.305-307 
Book Chapter 12 p.282-284 
Book Chapter 146 p.24-25 
Journal 22 p.67-70 
Journal 23 p.38-40 
Thesis 93 p.35-55 
45 Dec-09 Geely Holding Group Ford (Volvo cars) Sweden 100% 
Manufacture 
(Automotive) 
Case study 121 p.1-60 
Book Chapter 1 p.115-117 
Book Chapter 1 p.380-388 
Book Chapter 12 p.304-312 
Book Chapter 110 p.262-269 
Book Chapter 113 p.188-193 
Book Chapter 122 p.1-262 
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Book Chapter 126 p.119-123 
Thesis 41: Thesis p.10-70 
Thesis 64: Thesis p.18-63 
Thesis 66: Thesis p.20-22 
Thesis 79 p.5-15 
Thesis 108 p.37-40 
Journal 35 p.120-121 
Journal 36 p.25-28 
Journal 37 p.38-40 
Journal 38 p.28-29 
Journal 39 p.11-31 
Journal 40 p.12-35 
Journal 88 p.509-535 
Journal 89 
p.1235-
1276 
Conference 
paper 
86 
p.3504-
3507 
Conference 
paper 
87 p.343-345 
46 Jun-10 Shanghai Electric Group 
Goss International 
Corporation 
USA 100% Manufacture 
Book 111 p.245-249 
Book 187 p.150-153 
Journal 188 p.91-106 
47 Aug-10 
Bright Dairy & Food 
Group 
Synlait Milk 
New 
Zealand 
51% 
Food & 
Beverage 
Book 111 p.232-238 
Journal 184 p.44-45 
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Journal 185 p.123-125 
Journal 186 p.38-44 
48 Mar-11 Ausnutria Group 
Hyproca Group 
Corporate 
Netherlan
ds 
51% Others 
Journal 178 p.1-3 
Journal 34 p.66-68 
Thesis 179 p.15-28 
Report 21 p.1-3 
49 Jul-11 Lenovo NEC (PC Business) Japan 51% Manufacture 
Book Chapter 158 p.137-140 
Journal 163 p.20-24 
50 Sep-11 
Fushi International 
(Dalian) Bimetallic 
Cable Co., Ltd. 
Copperweld 
Bimetallics, LLC 
USA 100% Manufacture 
Thesis 66 p.25-45 
Journal 102 p.47-50 
Journal 154 p.58-59 
51 Oct-11 Haier Group 
SANYO Electric's 
refrigerator, washing 
machine and other 
business 
Japan 100%  Manufacture 
Book 109 p.162-164 
Thesis 169 p.40-46 
Journal 170 p.70-71 
Journal 171 p.35-39 
52 Dec-11 
LiuGong Machinery Co., 
Ltd 
Huta Stalowa Wola SA 
(HSW) 
Poland 100% Manufacture 
Book 109 p.21-22 
Journal 176 p.58-62 
Journal 177 p.54-55 
53 2005-2010 
China National Offshore 
Oil Corporation 
(CNOOC) 
Mixed targets.  
e.g. Pepsol-YPE,  
BP,BG,MEC and OML 
Mixed 
country 
above 
50%  
Energy 
Book Chapter 10 p.130-137 
Book Chapter 10 p.283-285 
Book Chapter 111 p.239-244 
Thesis 60 P.13-32 
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54 2004-2010 
Li &Fung Group (32 
CBMA deals) 
Mixed targets. 
e.g. Dodwell & Co., 
Colby and Cgroup 
Mixed 
Country 
above 
50% 
Others 
Book Chapter 5 p.001-036 
Thesis 103 p.43-70 
Book 104 p.1-251 
55 2000-2011 Wanxiang Group 
Two acquisitions in 
USA: Scheler, US PS 
Company 
USA 
above 
50% 
Manufacture 
(Automotive) 
Case study 117 p.1-14 
Case study 118 p.1-18 
Case study 119 
p.1224 - 
1228 
Report 120 p.55-60 
Book Chapter 1 p.113-115 
Book 115 p.1-267 
Book 114 p.1-246 
Book 116 p.1-202 
Journal 81 p.1-14 
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Appendix 5 The list of detailed references for case samples 
No. Title of references References 
1 Chinese International Investments Alon, Fetscherin and Gugler (2011) 
2 Chinese enterprises in Germany: Establishment modes and strategies to mitigate the liability of foreignness Klossek, Linke and Nippa (2012) 
3 Lenovo: An Example of Globalization of Chinese Enterprises Liu, CZ (2007) 
4 Latest classic M&A Cases Evaluation Peng, G (2009) 
5 Ten cases on the Transnational M&A of Chinese Enterprises He and Ke (2010) 
6 Strategic choice of cross-border mergers and acquisitions of Chinese enterprises Xie, H (2009) 
7 Study of SOEs' international competitiveness: the perspective of mergers and acquisitions Liu, W (2011) 
8 Empirical study on Chinese companies' cross-border M&A performance Li, M (2010) 
9 Report on Foreign Direct Investment of Central State-owned Enterprises (2010) Li, Guifang (2010a) 
10 Report on Foreign Direct Investment of Central State-owned Enterprises (2011) Li, G (2011) 
11 
China's investment in the United States and the public relations implications: A case study of the Lenovo-IBM 
acquisition 
Liang (2011) 
12 Report on Chinese Enterprises Foreign Direct Investment analysis (2010) Li, Guifang (2010a) 
13 Determinants of success of cross-border M&A from emerging markets: a case study of TCL and Videocon Wu, Z and Zhu (2010) 
14 Motivation, Risks and Integration of TCL's Action of Taking Over Thomson Wu, Li (2005) 
15 The research on the cross-border M&A by TCL Corporation Xu, X (2007) 
16 From TCL M&A to see the cultural integration of Overseas M&A Feng, P and Ma (2010) 
17 Comparative Research on the Cross-border M&A of Lenovo and TCL Luo, Yang (2007) 
18 The Synergy Effect about TCL's Cross-Border M&A Wang, X (2007) 
19 Analysis of key factors for Chinese corporations' overseas takeovers Zhang, L (2007) 
20 Research on Impact of TCL's "the princes culture" on the post-merger integration Li, W and Chen (2011) 
21 Ausnutria Merges with Hyproca and Expands R&D Base to Europe Ausnutria (2012) 
22 Manufacturing enterprises in cross-border M&A Human Resource Integration Cui, X, Wang and Li (2010) 
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23 
To create China's aviation industry into a new model in the world - in the aircraft industry XAC Exploring the 
acquisition of Austrian FACC 
Li, Xiang (2010) 
24 Research on the cross-border M&A and integration of Lenovo Gao, W (2007) 
25 On the impact of China-US cultural values' differences upon Lenovo group's integration with IBM PCD Yi (2010) 
26 Lenovo acquisition of IBM's global PC business case analysis Li, Jing (2007) 
27 Integrate Lenovo Group's acquisition Liu, C (2007) 
28 Cultural Integration after the cross-border mergers and acquisitions of multinational enterprises Wen, J (2011) 
29 Cultural integration model of cross-border mergers and acquisitions of Chinese enterprises Wang, D (2007) 
30 Post-merger integration (PMI) in the process of evaluation research - based on Lenovo's Jin, R (2008) 
31 
The Research of Cross-Border M&As- post merger culture integration: Using Lenovo Group acquiring IBM PC 
as an 
Wang, J (2012) 
32 Lenovo Group's acquisition of the integration of case studies Li, Xiaoqin (2010) 
33 Lenovo's acquisition of the integration of documentary Li, G and Xu (2010) 
34 Case study: Three stories to spread Ausnutria acquisition PR. (2012) 
35 Integration analysis: Geely M&As Volvo Zhang, Jing and Zhang (2012) 
36 Volvo- Geely M&A risk and post-merger integration strategy analysis Li, L (2011) 
37 The expected synergy analysis: Geely and Volvo, M&A Liu, Xiaohong (2010) 
38 Geely buying Volvo cases of cross-cultural management analysis Zhang, Yanyan and Zhou (2012) 
39 Study on the Cultural Conflict in the Transnational Acquisition of Geely Group Tian, H (2011) 
40 The Research of China Automotive Industry Enterprise M&A Strategy Zhang, Xiaoming (2011) 
41 A Study of Differentiation Strategy of "New Geely" Auto Company Based on Cost Control Guan (2011) 
42 Analysis on the Performance of Cross-border M&A of BOE Liu, X (2011) 
43 Analysis on BOE Transnational Mergers and Acquisitions Shao (2005) 
44 The Enlightenment of BOE Acquisition Wang, Yingjie (2004) 
45 BOE cross-border acquisitions case study Zhao, J, Liu and Mao (2009) 
46 After the merger, whether we who? - BOE merger integration, human resources practice Li, Q (2006) 
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47 The Influences of Overseas M&A on Proprietary Innovation of Chinese Company Yu, K (2007) 
48 
Independent innovation of enterprises based on open innovation of the mergers and acquisitions - the NAC's 
acquisition of Rover experience and general revelation 
Yu, K and Wang (2008) 
49 NAC's M&A case study of the British Rover Company Zhang, G and Wang (2007) 
50 SAIC acquisition of Ssangyong Motor Case Analysis Han (2007) 
51 SAIC Causes of the Failure of Overseas Acquisitions Hao (2010) 
52 The Integration Management Mode on the Cross-Border A&M of Chinese Enterprises Tian, Z (2009) 
53 The international market entry: M&A investment patterns: SAIC as an example Mao and Wang (2009) 
54 Cultural integration in the cross-border mergers and acquisitions - SAIC, Ssangyong merger case Zhuang, E and Tang (2007) 
55 Resource Integration- The successful tool of SAIC Wang, D (2008) 
56 Value chain innovation path and post-merger integration Wang, Yu et al. (2007) 
57 
A Study on the Impact of Organizational Confidence in M&A and the Acquirers Countermeasures: Lessons from 
the Case of Beijing No.1Machine Tool Acquiring Waldrich Coburg 
Li, D, Li and Wang (2009) 
58 
Beijing No.1 Machine Tool Plant: after the example of the national technology to catch up with cross-border 
mergers and acquisitions 
Xu, C (2008) 
59 
Beijing No.1 Machine Tool Plant M & A Germany Coburg: based on case study analysis-multinational growth 
strategy based on organizational learning perspective 
Fan, L and Wang (2011) 
60 CNOOC company cross-border M & A integration strategy research Zhao, H (2005) 
61 The BenQ cross-border mergers and acquisitions and integration of research Wei (2006) 
62 Study on Causes for Failure in BenQ’s Integration of Siemens Mobile Business Gao, W (2007) 
63 The Lessons in the Case of BenQ-Siemens Cross-Border Merger and Acquisition Zhuang, E and Tang (2008) 
64 Study on Overseas M&A of China's Automotive Industry- Based on Geely's Acquisition of Volvo Liu, Xiuhui (2010) 
65 Research on Overseas M&A Strategy for Yancon Group Kong (2011) 
66 Research on Integration Management for Overseas Acquisitions of Huayang Cable Group Hu, D (2011) 
67 
The Research on Soft and Hard Constraints of Human Resource Integration of Cross-border Merger and 
Acquisition: A Case of China s Huaneng Power International Corporation Merges Singapore’s Tuas Power 
Lu, D and Huang (2010) 
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Company 
68 Cross-border M&A: empirical research on the China Construction Bank Wang, H (2010) 
69 The Integration after the cross-border M&A- A case study of CNPC mergers PK company Bo (2008) 
70 
Study on Human Resource Integration Performance after Chinese Enterprises Cross-border Merger and 
Acquisition 
Zhao, L (2011) 
71 SWOT analysis of CNPC purchased PK Company Cai, Q (2007) 
72 China National Chemical Corporation overseas mergers and acquisitions:  "Three Classic Characteristics" Liu, B (2008) 
73 Study on FIOC Petroleum Merger and Acquisition Project’s Integration Tian, Yanli (2008) 
74 The Rationality of Premium on Sinopec’s Acquisition of Addax Petroleum Corporation Wang, Z and Zhou (2009) 
75 The Case Study on Zoomlion Acquiring CIFA of Italy Su (2011) 
76 Overseas M&A: Zoomlion international road Dong (2010) 
77 Internationalisation, vertical integration and performance: a case study of BOE (Manli, Xu & Shi) 
78 Experience of Canadian and Chinese acquisitions in Kazakhstan 
Minbaeva and Muratbekova-Touron 
(2011) 
79 Strategic Analysis of Synergistic Effect on M&A of Volvo Car Corporation by Geely Automobile Zhou, X and Zhang, X (2011) 
80 Speed Race: Benelli and QJ Compete in the International Motorbike Arena Spigarelli, Alon and Wei (2010) 
81 Wanxiang Group: Exploring the International Market Wang, J and Jinsi (2006) 
82 One company's headache, another company's prize: Beijing No. 1's acquisition of Waldrich Coburg Huiping and Lynton (2011) 
83 The Globalization of Supply Chain after Lenovo Acquisition of IBM PCD Yang, TW (2010) 
84 An Empirical Exploration into the Chinese Corporations Acquisition and Integration of Multinational Business Shi, D (2007) 
85 Upgrading the Technological Capabilities by Cross－border M&A: The Case of DMTG's Cross－Border M&A Liu, Xuelin and Xu (2011) 
86 The knowledge integration strategy analysis after Geely acquisition of Volvo Zhang, J (2011a) 
87 Research on enterprise's technological integrated innovation mechanism: A case study of Geely's deal for Volvo Gu, Yu and Chen (2011) 
88 Innovation in product architecture-A study of the Chinese automobile industry Wang, H (2008) 
89 How the Chinese government promoted a global automobile industry Chu, W (2011) 
90 Can international acquisition be an effective way to boost innovation in developing countries?: Evidences from Liu, X. (2010) 
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China's TFT-LCD industry 
91 
The post-M&A cultural integration-The case study based on the China Minmetals Corporation cross-border 
M&A 
Yao and Shi (2010) 
92 China Chemical overseas mergers and acquisitions "Merger but different ways" Chen, Yifeng (2009) 
93 
The Strategic Risks Research on Cross-border Mergers and Acquisitions in China Aviation Manufacturing 
Enterprise 
Zhuang, X (2011) 
94 Chinese electricity prices: go out of the country worldwide Liu, J and Xu (2010) 
95 A decision model of corporate expansion via M&A Xiong, GM (2010) 
96 
Technical seeking integration of cross-border mergers and acquisitions – In the case of Nanjing Automotive 
acquired Rover 
Li, Liangcheng and Chen (2012) 
97 Chinese enterprises overseas M&A strategy risk - cases of TCL and NAC Zhou, G (2009) 
98 Zoomlion corporate report 2010-Hong Kong Offer Shares Zoomlion (2010) 
99 
Research on strategy of cross-border mergers and acquisitions of Chinese enterprises: select and manage the 
integration - for case of Zoomlion CIFA acquisitions 
Anonymous (2010) 
100 After TCL acquired Schneider Electric Huang, W (2003) 
101 Multinational Merger and Acquisition of China Company Ni (2007) 
102 Xuebin Wang: Almighty CFO Lv (2008) 
103 The Research on Developing Strategy of Hong Kong Li & Fung Group Company Luo, Q (2011) 
104 Centuries Li & Fung: from the traditional firm to modern multinational corporations Feng, B (2006) 
105 The International Operations and Future Governance of China Development Bank Sekine (2010) 
106 
International mergers and acquisitions in the multi-level interactive culture fusion paradigm - Sinochem and 
France Adisseo 
Li, Lei and Li (2010) 
107 Report on China's Enterprises Investment (2007) Li, Y et al. (2007) 
108 Case study on the risk of technology integration in China's overseas M&A Liu, M (2013) 
109 M&A in United States Chen, B (2012) 
110 On culture integration in cross-border mergers & acquisitions of Chinese enterprises: theoretical model and Tang, Y (2012) 
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empirical research 
111 The China M&A: Top 10 Deals & Dealmakers in New Century Wang, W (2011) 
112 Cross-Border Mergers and Acquisitions by Chinese Companies Li, J. (2013) 
113 2012 Chinese Transnational Corporations Wnag (2012) 
114 Evergreen rule, Lu Guanqiu and enduring password Wanxiang Group Li, S and Zhou (2010) 
115 Be strong, be big and be long:  large gene analysis on Lu Guanqiu and Wanxiang Group Xia, B (2005) 
116 Lu Guanqiu: the mystery of 40 years does not fall, grassroots heroes to create transnational business empire Yuan (2012) 
117 Wanxiang Group: A Chinese Company's Global Strategy (A) McFarlan et al. (2008) 
118 Wanxiang Group: A Chinese Company's Global Strategy (B) Kirby, Dai and Zendell (2013) 
119 Outward foreign direct investment strategy and technological capabilities accumulation: A case study Wu, X, Ding and Shi (2009) 
120 Dancing on the Stage of a Multi-Polar World: The Path to Globalization for Chinese Enterprises Accenture (2010) 
121 A Case Study of the Acquisition of Swedish Volvo by Chinese Geely Wang, L. (2011) 
122 Storm record: Full record of Geely acquires Volvo Wang, Ziliang (2011) 
123 Acquired Volvo: the legen of Mr. Shufu Li Xiong, J (2012) 
124 After Lenovo Mergers and Acquisitions Li, Guogang (2010) 
125 'Going Global' strategy and the rise of Chinese multinationals Lu, J (2012) 
126 The culture integration and acculturation of acquired firms Wang, J (2013) 
127 Report on the development of 'Going out' of China's enterprises 2013 Liu, J (2013) 
128 The efficiency of Chinese commercial banks mergers and acquisitions in Hong Kong SAR Qiu (2012) 
129 The empirical analysis of Chinese commercial banks' Merger and Acquisition Sun, Y (2013) 
130 Cross-border banking mergers and acquisitions: CCB acquired from Bank of America (Asia) Guo (2007) 
131 The strategic acquisition: China Construction Bank and Bank of America Yu, T (2007) 
132 Impact on China Construction Bank M&A: Economic Analysis Sun, Q (2008) 
133 
Chinese commercial banks and foreign strategic investors: the case of China Construction Bank and Bank of 
America 
Kou and Wang (2009) 
134 Research on the Financing of Huangneng's Merger and Acquisition of the Tuas Power Ltd Wu, Y (2011) 
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135 A research on reason, way and financial performance of Huangneng Power International Inc.'s M&A Zhou, J (2007) 
136 
Analysis of overseas M&A risk for Chinese mining enterprise- based on a case study of China Minmentals 
Corporation and OZ Minerals merger 
Du (2012) 
137 
Research on influence factors for corss-border M&A of Chinese Enterprises- with the example of M&A between 
China Minmentals Corporation and Australia OZ Minerals 
Wang, B (2012) 
138 CNOOC's acquisition of special competitive Zhu and Liang (2008) 
139 The research on the motivation of Chinese corporate cross-border Mergers and Acquisitions Ge, X (2010) 
140 
Financial risk control of Chinese oil companies' overseas M&A - based on Sinopec's acquisition of Tanganyika 
oil company of Canada 
Ge, Y (2013) 
141 The case study of Sinopec $ 1.5 billion acquisition of Canadian TYK Wang, X (2010) 
142 Strategic significance as the top priority: Sinopec acquired FIOC Buer (2005) 
143 The role of investment role in mergers and acquisitions - the case of Sinosteel acquired Midwest Steel Yang, Y (2009) 
144 
The challenges and countermeasures of Chinese state-owned cross-border M&A – case analysis of Sinosteel 
acquisition of Australian Midwest 
Xu, W. (2008) 
145 Challenges and countermeasures in SOE transitional M&A- study on 'Sino Stell M&A Australian Midwest Steel Xu, Weijia (2008) 
146 The selected cases of State Owned Enterprises M&A Bai (2013) 
147 Products export strategy by Zoomlion Group Zhuang, L (2004) 
148 Decipher "Zoomlion" password Wen, Y and Wang (2002) 
149 The research on enterprise culture integration in M&A Wen, Y and Wang (2002) 
150 Zoomlion: equation of solving enterprise Fan, Q and Luo (2002) 
151 
What Effects Do the Overseas Mergers and Acquisitions of Energy Companies Bring?:Based on the Merger 
between Yanzhou and Felix 
Xie, M et al. (2012) 
152 TCL Alcatel integration problems encountered Gao, D (2005) 
153 Post-merger integration of enterprise knowledge- in the case of TCL merger Zhang, J (2011b) 
154 Wang Wenbing, the success of integration Qu (2012) 
155 "Going out", boost and upgrade Qianjiang Motor Xu, R and Zhang (2012) 
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156 The research on market development strategy of Qianjiang Motor Yu, H (2012) 
157 Research on Chinese cross-border mergers and acquisitions to Japan Xiang, B. (2012) 
158 Buy Japan: Chinese companies’ new strategy towards Japan M&A Huang, Y (2012) 
159 Research on the FDI model of technology seeking to Japan Zhou, W (2005) 
160 Machine tool industry set off a wave of integration, Shanghai Machine Tool with a dream to surf? Ma, W (2006) 
161 Success factors analysis of Suntech's international growth Zhao, X (2009) 
162 China Dongxiang integration Phenix (Case B) Xiang, Bing and Zhou (2011) 
163 Correction of an agreement on gambling and Transnational mergers and acquisitions valuation Feng, L, Bian and Tang (2012) 
164 Dalian Machine Tool Group transnational M&A: Case Study Xu, C (2013) 
165 
The research for overseas acquisition strategy of resource company- The case study on Shenzhen Zhongjin 
Lingnan Nonfement Company acquiring PEM 
Li, A (2012) 
166 
Research on China’s overseas mergers and acquisitions under the background of the financial crisis - Case of 
Lingnan Nonfemet Company acquired Perilya 
Wang, Yunyun and Zhao (2011) 
167 
Study of the financial crisis the economic consequences of the Overseas M&A- Case study of Lingnan acquired 
PEM 
Wang, Lixin (2011) 
168 
Impact on cross-border mergers and acquisitions business performance - in the case of Sinochem International 
acquired GMG 
Liu, Y. and Chen (2012) 
169 Case study on the cultural integration in International M&A of Chinese Enterprises Luo, F (2012) 
170 Haier transnational cross-cultural reflection Li, Y (2013) 
171 Haier Asian-made exclusive panoramic disclose how to integrate Sanyo white? Sun, C, Yang and Liu (2013) 
172 
Research on China's commercial banks overseas acquisitions and wealth effect - based on the case of 
Commercial Bank of China's overseas M&A 
Hu, T, Li and Liu (2011) 
173 
Chinese banks under financial crisis transnational merger opportunities: in the case of Industrial and Commercial 
Bank of China acquired Bank of East Asia (Canada) 
Chen, J (2011) 
174 
M&A capabilities and value creation - empirical evidence from ICBC continuous acquisition of Bank of East 
Asia 
Hu, T and Lu (2013) 
175 Performance analysis of the post-crisis era of ICBC's overseas acquisitions Liu, X (2013) 
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176 Liugong acquired HSW (Poland): an understated case of overseas M&A Yan (2013) 
177 
Liugong overseas marketing layout: Interview Tan Yong, Deputy General Manager of Liugong International 
Marketing Division 
Gu, Yutan (2012) 
178 Steady integration of global resources: "Ausnutria model of integration Li, X (2011) 
179 A study of marketing strategy on Ausnutria's high-end infant formula Ye, Y (2013) 
180 
Cross-border M&A strategy in corporate financial risk control - based on the case of China Mobile's acquisition 
of Pakistan Paktel Company 
Wu, R (2013) 
181 Chinese Enterprises' Cross-border Mergers and Acquisitions-Case study from a cultural perspective Zhe (2013) 
182 The research of Ping An investment for Fortis Zhao, H (2009) 
183 Overseas Investment Strategy of Financial Enterprises - A Case Study in China Ping An Tang, X (2010) 
184 Bright Dairy's acquisition of Synlait Milk, Analysis and Implications Yang, S and Yang (2012) 
185 Internationalisation Strategy Choice - A Case Study in Bright overseas acquisition Zhan, Wenfeng (2012) 
186 Bright Dairy remodeling Synlait Wang, Z (2013) 
187 Research on Chinese Enterprise Overseas Mergers and Acquisitions Tian, Yi (2010) 
188 Service-oriented manufacturing in traditional manufacturing applications- Shanghai Electric Case Study Xie, W, Jiang and Chu (2012) 
189 Research on Chinese Enterprises' Cross-Border M&A Cases between 2001 and 2007 Ruan (2008) 
190 Research on cross culture integration in M&A Xu, B (2009) 
191 The "Romance" of Alibaba and Yahoo Wang, Zhenyue (2011) 
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Appendix 6 The summary of searching strategies and sources for collected eligible cases 
Searching 
strategies 
Collected Sources 
Research 
Journals 
Case 
studies 
Research 
Books 
Dissertation 
& Theses 
Conference 
Papers & 
Proceedings 
Teaching 
Cases 
Business 
magazines 
& Books 
Unpublished 
Papers 
Total 
Total 
percentage 
Computer 
database search 
(BCP, EBSCO, 
Wanfang, CNKI) 
41 - 4 32 5 - 25 - 107 56% 
Leading Case 
database search 
(HBR, IBCP, 
ECCH and others) 
- 43 - 2 - 1 2 - 48 25% 
Manual search 
(Printed books 
and reserved 
articles) 
- 2 25 2 - 1 1 5 36 19% 
Total 41 45 29 36 5 2 28 5 191  
Total percentage 21% 24% 15% 19% 3% 1% 15% 3%   
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Appendix 7 Coding scheme 
 
1. INTRODUCTION: 
This coding scheme is prepared in accordance with the guidelines and instructions 
provided by Larsson et, al. and leading M&A researchers (Larsson 1989; Larsson & 
Finkelstein 1999; Larsson & Lubatkin 2001; Stahl et al. 2011; Straub 2007), and most 
of the coding items are adopted from original coding schemes of prior M&A case-
survey studies and doctoral thesis suggested by Larsson. Moreover, to evaluate Chinese 
CBMA performance by considering the moderated embedded factors, additional 
variables were adopted, such as relative size, experiences and ownerships. More details 
for total 55 coding items and related theoretical and practical definitions adopted in this 
case-survey research have been summarised in the later table. Moreover, the overall 
coding scheme has been pilot tested by M&A researchers and coders and the overall 
validity has been ensured.  
 
2. INSTRUCTIONS FOR CODING 
2.1 Theoretical coding procedure  
Generally, the theoretical case coding procedures consist of the following steps: 
1. Raters read the whole text of each case study or provided coding book.  
2. Select relevant statements from assigned materials, which is according to or relative 
to proposed variables and coding items. 
3. Logically translate, judge and mark the selected statements into given positions of 
variable dimension. 
 
Therefore, the main practices of coding procedure are: (a) to select the relevant 
statement from the text of case studies; and (b) to translate the selected statement into 
given positions of variables to (Larsson 1989). 
 
Statement selection  
Through understanding the coding variables’ name, definition and description, raters 
can choose statements directly relevant to them. It can be one statement which 
explicitly captures the relevant pieces of information about target variable, or a set of 
statements with multiple pieces of information which implicitly configure relevant 
information to target variable. Larsson (1989; 1999) indicate that, there is a ‘trade-off’ 
problem need to be handle between the enough number of selected statements and time 
consumption of raters. On one hand, the more statements selected the more information 
will be captured by raters, and thus the higher expectations of getting accurate coding. 
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However, on the other hand, the more statements selected the more complexity will be 
exposed to raters when judging the item, and thus more time consumed. Therefore, it is 
necessary to find a way of selecting enough statements to ensure adequate accuracy of 
codings within the limited time of raters. Moreover, statement selections are also 
constrained by (1) rater’s knowledge of variables, problems and research content; (2) 
familiarity with the instruments; (3) diligence in reading cases. Additionally, some 
paragraphs of case studies may contain non-case-description, such as literature review, 
methodology and limitations, although raters can save time by paying less detailed 
attention to them. The skipped paragraphs may also contain some important case-
relevant information (Larsson 1989; Stahl et al. 2011). 
To fill these gaps exposed in statement selection and to decrease reading time, the 
researcher spent much time highlighting any relevant statements from the entire case 
studies and formed a summarised coding book that contained all relevant coding 
information for further reference. Raters could directly judge the highlighted statements 
from the assigned coding book. This method not only avoided time consuming 
statement selection, but also enabled raters to extract adequate information to increase 
the accuracy of codings.  
 
Judgment and translation of selected statements  
In the translation step, raters translate the selected statement into the given positions of 
variables, assigning the most relevant magnitude of captured information into variables. 
With the aid of guidelines, position numbers, definitions and conditional suggestions 
given in the coding scheme, raters need to (a) distinguish and judge the positions of 
variables and magnitudes of information, (b) relevantly match between them. 
In summary, the theoretical case coding procedure involved three steps, namely read 
case studies (coding book), select relevant statements and translate the statement into 
positions of variables. To avoid the loss of rich information and save time in selecting 
statements from case studies, the designer has provided a detailed coding book 
contained all relevant information for all case-survey samples. Moreover, to enrich the 
degree of accurately translating the captured information into position of each item, a 
detailed coding instrument and guidelines was developed. Finally, the designer created 
a flexible environment for all raters and allowed them to independently judge the 
information and assign the magnitudes into positions of coding items. 
 
2.2 Practical coding procedure  
The practical coding procedure is in line with Larsson’s (1989) thesis which 
demonstrated the detailed information for case coding. The following sample coding 
instruments was provided to each rater.  
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CODING INSTRUMENT (Sample) 
 
Strategic combination benefits (SCB) 
SCB describe how much strategic benefit will potentially be gained through completing 
CBMA. In related CBMA, those SCB are normally described as various synergies, which are 
kinds of potential benefits from interaction between joint parties in terms of optimal 
integration. Larsson (1989; 1999) described the SCB as (1) the less geographical/ physical 
distance between the units; (2) the more strategic similarity and complementarity of 
joining firms’ operations; (3) the more consolidated the other functions. The overall SCB 
variables describe the predicted potential benefits that have not been realised, which do 
not impact by how good integration will be conducted. In operationalisation, the 
similarity and complementary of joining parties’ market and productions are normally 
measured to estimate the how much SCB have exposed. SCB is measured by following 
items (all 5-point scales from low=1 to high=5 and insufficient information=9). 
 
Synergy sources 
Est. potential amount 
of benefits 
Est. realised amount of 
benefits 
1,2. Consolidated Purchase 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
3,4. Consolidated Production  
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
5,6. Consolidated Marketing  
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
7,8. Consolidated Competitor  
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
9,10. Consolidated Administration  
1-□ Very low 
2-□ Low 
3-□ Medium 
1-□ Very low 
2-□ Low 
3-□ Medium 
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4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
11,12. Consolidated of Supplier or 
customer  
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
13,14. Access to new geographic markets  
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
15,16. Cross-selling of complementary 
products to joint customers 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
17,18. Transfer of existing knowhow  
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
19,20. Creation of new knowhow  
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
20,21. Other explicit synergetic benefits  
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
1-□ Very low 
2-□ Low 
3-□ Medium 
4-□ High 
5-□ Very high 
 
9-□ Insufficient Info. 
22. Estimate the degree of customer 
similarity between joining parties 
1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
9-□ Insufficient Info. 
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23. Estimate the degree of competitor 
similarity between joining parties 
1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
9-□ Insufficient Info. 
24. Estimate the degree of geographical 
market similarity between joining parties 
1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
9-□ Insufficient Info. 
25. Estimate the degree of complementary 
in marketing capabilities of joining parties 
1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
9-□ Insufficient Info. 
26. Estimate the degree of production 
similarity and complementary of joining 
parties  
1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
9-□ Insufficient Info. 
27. Estimate the degree of production 
similarity and complementary of joining 
parties  
1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
9-□ Insufficient Info. 
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Organisational integration (OI) 
OI is the way of ‘technically’ and ‘functionally’ implementing a series of operational 
activities to combine the joining parties after CBMA deals close. It is also described as a 
way of ‘rationally’ realizing various potentials set in SCB, and achieving strategic 
potentials economically. Normally, the degree of OI is measured by the operational 
interaction between joining firms and coordinative effort which adjust the operational 
interaction to achieve synergies (Larsson & Finkelstein 1999). OI equal to the sum of the 
following items (all 5-point scales from low=1 to high=5 and insufficient information=9). 
 
Items Coding 
28. Estimate extent of established initial 
integration plan  
   1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info. 
29. Estimate the amount of operational 
interactions between joining firms 
  1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info. 
30. Estimate the degree of coordinative 
efforts between joining firms 
   1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info. 
31. Estimate the speed of the integration 
process 
  1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info. 
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Cultural Resistances (CR) 
CR concern the ‘social’ factors and issues exposed in implementing integration, such as 
cultural distance, cultural clash and human side issues. Cartwright, Cooper & Jordan 
(1995) point out that the perceived cultural compatibility, resistance to acceptance of new 
organisational culture and management style differentiations are all particular contextual 
parameters in ‘social’ context which impact on CBMA performance in the long run 
(Kessapidou & Varsakelis 2002). 
Cultural distance is described as the national cultural difference between MNCs’ home and 
target firms’ countries (Brouthers, KD & Brouthers 2000; Kessapidou & Varsakelis 2002). 
These comparable differences will influence managerial effectiveness in using MNCs’ 
specific advantages when operating in other locations (Brouthers, KD & Brouthers 2000; 
Kogut & Singh 1988; Li, Ji, Lam & Qian 2001). On the other hand, cultural clash focused on 
the organisational cultural differentiations may lead to cultural clash between joining 
parties, which reduces the effectiveness of co-operations and thus CBMA performance. It 
normally happened due to the perceived cultural disagreement, misunderstandings or 
arguments on how a business should be done between joining parties (Carleton & Stevens 
2004). Finally, as in the ‘social’ context, the issues rising from human resource, such as 
management style differentiations and employee resistance, have been argued as the 
main factors that impact CBMA performance (Datta 1991; Larsson & Finkelstein 1999). 
Therefore, the higher CR, the more difficult to achieve acculturation, and thus the overall 
CBMA performance might impact by them (Larsson & Lubatkin 2001). CR equal to the 
sum of the following items (all 5-point scales from low=1 to high=5 and insufficient 
information=9):  
 
Items Coding 
32. Estimate the degree of perceived 
cultural distance between China and 
target firm’s country 
   1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info.  
33. Estimate the degree of perceived 
cultural clash between joining 
parties 
   1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info. 
34. Estimate the degree of management 
style differentiations between the 
joining firms 
   1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info. 
35. Estimate average resistance before 
acquisition 
   1-□ Very low 
 2-□ Low  
 3-□ Medium  
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 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info. 
36. Estimate the degree of overall 
employee resistance between the 
joining firms after legal finalization, 
which measures the degree of 
employee’s opposition to the 
integration. 
   1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
   9-□ Insufficient Info. 
37. Estimate the level of archived 
acculturation  
   1-□ Very low 
 2-□ Low  
 3-□ Medium  
 4-□ High  
 5-□ Very high 
 
    9-□ Insufficient Info. 
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Organisational resources and competences & Ownerships  
Based on the resource based view, this aspect measures the MNCs’ own resources and 
competence moderating the relationships between antecedents and CBMA performance. 
In operationalization, the measurements of MNCs’ resources and competence are 
represented by its own size (Geoffrey Love & Nohria 2005; George 2005), age (Ju & Zhao 
2009) and CBMA experiences (Brouthers, KD 2002). For example, the larger MNCs’ size, 
their greater internationalisation and past CBMA experience are all crucial factors that 
impact on their learning and decision-making processes which may further impact on 
CBMA performance (Lin et al. 2009). The ownerships are classified into SOEs and POEs 
based on the firms registered with government agencies, the dummy variables will 
represent them (Ju & Zhao 2009). Firms’ resources and competence equal to the sum of 
the following items (all 5-point scales from low=1 to high=5 and insufficient information=9): 
 
Items Coding 
38. Estimate prior combination 
experiences of the acquiring firm. 
The estimate number of prior 
CBMA in last five year is: 
 1-□ Very low (below 1) 
 2-□ Low (around 1-3) 
 3-□ Medium (around 3-6) 
 4-□ High (around 6-8) 
 5-□ Very high (above 8) 
 
   9-□ Insufficient Info. 
39. Estimate the firm age in 
internationalisation. The 
estimate the total years of 
internationalisation is: 
 1-□ Very low (below 3) 
 2-□ Low (around 3-5) 
 3-□ Medium (around 5-7) 
 4-□ High (around 7-10) 
 5-□ Very high (above 10) 
 
   9-□ Insufficient Info. 
40. Estimate the relative size of 
acquirer. The estimate the 
approximate number of acquires 
‘employees 
   1-□ Very low (below 1000) 
 2-□ Low (around 1000-1500) 
 3-□ Medium (around 1500-2000) 
 4-□ High (around 2000-2500) 
 5-□ Very high (above 2500) 
   
   9-□ Insufficient Info. 
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Chinese CBMA performance 
CBMA performance describes the result of synergy realisations which are set in SCB and 
implemented in OI (Brouthers, KD 2002). This research subjectively measured the CBMA 
performance to estimate the amount of realised benefits, together with financial and 
operational performance items (Larsson 1989; Larsson et al. 1998; Larsson & Finkelstein 
1999). The synergy realisation is defined as the actual benefits that have been realised 
based on various synergy sources, such as purchases, production, marketing, market 
share, reputation, new market access, administration, transfer current know-how and 
learning new how-how. Therefore, consolidations of all realisation items (items 
2,4,6,8,10,12,14,16,18,20,22), along with the following subjective measurements could 
accurately position the Chinese CBMA performance (all 5-point scales from low=1 to 
high=5 and insufficient information=9): 
 
Items Coding 
41. Estimate financial performance at the 
end of the interaction period  
 1-□ Strong Failure 
 2-□ Failure  
 3-□ About the same as before  
 4-□ Success  
 5-□ Strong success 
 
  9-□ Insufficient Info. 
42. Estimate the operational performance 
of the joint firm affected by the 
combination 
 1-□ Strong decrease 
 2-□ Decrease  
 3-□ About the same as before  
 4-□ Increase  
 5-□ Strong increase 
 
  9-□ Insufficient Info. 
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Other coding items 
To ensure absorb the maximised information from case studies, the following items were 
included in this coding instrument (Larsson 1989; Larsson & Finkelstein 1999).   
 
Items Coding 
43. Estimate the actually sold off share of 
the acquired firm during the studied 
integration period 
   1-□  Very low 
   2-□  Low  
   3-□  Medium  
   4-□  High  
   5-□  Very high 
 
                           9-□ Insufficient Info. 
44. Estimate the leading motive for the 
future of the remaining(i.e. not sold 
off) parts of the acquired firm 
1- □ Sell off most of the reaming 
parts 
2- □  Keep most of the reaming 
parts as investments for their 
own return with no significant 
interaction with other units s of 
the acquirer 
3- □ Keep most of the remaining 
part in order to create 
synergies through interaction 
with other units of the 
acquiring firm  
4- □ A balanced mix of two or 
three of the motives above 
5- □ Others (none due to sell-off, 
close down or bankrupt) 
 
9-   □ Insufficient Info. 
45. Industry of Chinese CBMA  
   1-□ Primary industry 
 2-□ Manufacturing industry 
 3-□ Other industry (e.g. Bank and 
                finance) 
46. Location/country of Chinese CBMA  
   1-□ Emerging country 
 2-□ Developed country 
47. Time of complete Chinese CBMA. 
Financial crisis (09/2008-12/2009) 
   1-□ Before financial crisis 
 2-□ After financial crisis 
48. Estimate the leading motive of the 
acquiring firm for the future 
1- □ Primarily to sell most of it off 
(as a whole or dismantled 
parts) 
2- □Primarily keep as an 
investment for its own return 
without any significant 
interaction with other 
organisational units like a 
holding company 
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3- □ Primarily to create synergies 
(benefits)from interaction with 
other organisational units of 
the acquiring firm  
4- □ Balanced mix of two or 3 of 
the motives above  
 
49. Ownership type of acquirer 
                            1-□ Chinese SOEs 
    2-□ Chinese POEs 
50. Integration Approach 
                            1-□ Preservation 
                            2-□ Symbiosis  
                            3-□ Absorption  
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Appendix 8 Invitation letter and information distributed to 
interviewees (in English and Chinese) 
 
INVITATION TO PARTICIPATE IN A RESEARCH PROJECT 
(This invitation letter has been translated into mandarin and deliver to Chinese 
participants) 
 
PARTICIPANT INFORMATION 
Project Title:  
Cross-Border Mergers & Acquisitions by Chinese Multinational Corporations: 
Performance, Determinants and Moderating Factors 
 
Investigators:  
Mr. Shijia (Adam) Zhou  
(Ph.D. candidate, Scholl of Management, RMIT University, Shijia.zhou@rmit.edu.au, 
99251656)  
 
Dr Charlie Huang  
(Senior Lecturer, School of Management, College of Business, RMIT University, 
Charlie.huang@rmit.edu.au, 99251648)  
 
Dear participants,  
You are invited to participate in a research project being conducted by Shijia (Adam) 
Zhou from RMIT University. This information sheet describes the project in plain 
language. Please read this sheet carefully and be confident that you understand its 
contents before deciding whether to participate. If you have any questions about the 
project, please ask one of the investigators.  
 
This project is being undertaken by Shijia (Adam) Zhou, as a part of his Ph.D. program 
in Management. This research project is supervised by Dr. Xueli Huang, senior 
lecturer, through the School of Management, RMIT University. The project has been 
approved by RMIT Business College Human Ethics Advisory Network (BCHEAN). The 
aim of this research project is to evaluate the performance of Cross-Border Mergers 
and Acquisitions (CBMA) by Chinese Multinational Corporations (MNCs), and explore 
the important determinants and identify the crucial managerial issues.  
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You have been approached because your participation is important for this study. As a 
senior manager in the Chinese MNC controlled firm, we believe that your experience 
and valuable knowledge in CBMA area are critical to our research project. Therefore, 
we invite you to participate in the project. Your voluntary participation will make a 
significant contribution to the success of this project.  
This research project aims to evaluate Chinese CBMA performance. It will investigate 
the crucial influencing factors, identify and examine the relationships between various 
antecedents with Chinese CBMA performance, and explore how such relationships are 
moderated by contextual factors, such as China’s institutions and MNCs’ resources 
and competences.  
 
Specifically, it research project will address the following questions:  
1. What are the major determinants (e.g., potential combination benefits, post-
transaction integration, cultural resistances and others) of Chinese CBMA performance?  
2. To what degree, do these determinants influence the performance of Chinese 
CBMA?  
3. How do China’s unique institutions influence the relationships between these 
determinants and CBMA performance?  
4. How do Chinese MNC’s size and prior CBMA experience influence the relationships 
between these determinants and CBMA performance?  
5. What is the current status of Chinese CBMA performance?  
6. What important management problems have exposed in Chinese CBMA?  
 
If you are willing to participate in this project, we will conduct an individual interview 
with you which will take approximately 60 minutes. During the interview, we will ask 
your experience and opinions on the above issues. To improve and ensure the 
accuracy of information transcription, the interview will be digitally recorded if you 
agree. During the interview, you have the rights to terminate the recording at any time 
if you want.  
There are no apparent or hidden risks in participating in this research project, as this 
project only involves a discussion of your own experience and opinion. You will not be 
asked to provide any personal information. If any question causes you concern or you 
do not want to answer the question, you are free not to answer. Moreover, you can 
terminate the interview at any time.  
 
Your participation in this research project will enable us to explore the current status of 
Chinese CBMA performance, thereby enhancing our understanding of pre- and post-
transaction management by Chinese MNCs. The outcomes of this research project will 
also help business executives and policy-makers to understand the performance of 
Chinese CBMA, the fitness between these firms and the host country’s public and local 
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communities, and the crucial considerations these companies should take into account 
when making relevant decisions and policies.  
 
All soft and hard data (records and transcripts) will be securely stored at RMIT 
University for five years after the completion of this project. At all stages of this 
research project, the confidentiality will be strictly maintained, and all the data will be 
destroyed after five years. Moreover, in this research project, no personal information 
or records will be published in any reports or articles. The findings or outcomes of this 
research will be analysed and summarised in the thesis, and might be published in the 
international conferences and journal papers. If you request, we would like to provide 
you a copy of publications. 
 
What are your rights as a participant?  
As a participant, your involvement is completely voluntary. You can withdraw your 
participation at any time. If you choose to withdraw, all obtained data and information 
from you will be destroyed. Moreover, you are free not to answer any questions you 
feel unpleased or distressing, and you can ask to terminate the record at any stage 
during the interview.  
 
If you have any queries regarding this research project please contact one of the 
investigators:  
 
Mr. Shijia (Adam) Zhou  
(Ph.D. candidate, School of Management, RMIT University, Shijia.zhou@rmit.edu.au, 
99251656)  
 
Dr. Charlie Huang  
(Senior Lecturer, School of Management, College of Business, RMIT University, 
Charlie.huang@rmit.edu.au, 99251648)  
 
Yours sincerely, 
 
Mr Shijia (Adam) ZHOU  
PhD candidate  
RMIT University  
School of Management 
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研究项目邀请函  
 
项目信息声明 
 
项目名称： 
中国跨国企业海外兼并和收购研究：绩效，决定因素和调节效应  
 
研究员：  
Shijia ZHOU 先 生  ( 博 士 生 ， 管 理 学 院 ， 墨 尔 本 皇 家 理 工 大 学 ， 
Shijia.zhou@rmit.edu.au, 99251656)  
 
Charlie Huang 博 士 （ 高 级 讲 师 ， 管 理 学 院 ， 墨 尔 本 皇 家 理 工 大 学 ，
Charlie.huang@rmit.edu.au，99251648）  
 
尊敬的参与者，  
我们至此，诚挚邀请您参与墨尔本皇家理工大学的研究项目。请您仔细阅读此邀请函，
并在确认明白其全部内容后，再决定是否参加。关于该项目，如果你有的任何疑问，请
与任何一位研究员联系。  
 
谁参与这一研究项目？为什么要进行呢？  
该项目是墨尔本皇家理工大学管理学院博士生Shijia (Adam) Zhou 先生的博士研究课
题。该研究项目其导师墨尔本皇家理工大学管理学院高级讲师Charlie Huang博士监督。
该项目已获得皇家墨尔本理工大学商学院人力道德咨询网（Human Ethics Advisory 
Network）的批准。  
 
本研究项目的目的是评估中国跨国公司（MNCs）的海外兼并和收购（CBMA）的绩效，探
讨重要的决定性因素，并确定主要的管理问题。  
 
为什么邀请您参与？  
作为一名中国的跨国公司工作的高级管理人员，我们相信，您在中国境外并购方面的宝
贵经验和知识，对我们的研究项目是至关重要的。因此，我们诚挚的邀请您参与该项目，
您的自愿参与将会为这一项目的成功作出重大的贡献。  
 
这个项目是关于什么？期待解决问题是什么？  
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本研究项目的主要目的是对中国海外并购的绩效进行评估。其中包括确定影响绩效的的
关键因素，探讨众多关键因素与绩效之间的关系（如战略组合的好处，并购后的整合和
跨文化阻力等因素，与中国海外并购的绩效之间的关系），以及这些关系是如何被其他
因素调节的 （如中国特有的制度和跨国公司的资源和能力）。  
 
具体来说，本项目将会解决以下问题：  
1. 对于中国海外并购来说，影响其绩效的决定因素是什么？  
2. 这些决定性因素对中国海外并购绩效的影响程度是如何的？  
3. 这些决定性因素和中国海外并购绩效的之间的关系 是如何被中国特有的制度所调节
的（影响的）?  
4. 这些决定性因素和中国海外并购绩效的之间的关系 是如何被中国跨国公司自身的因
素（如资源和经验）所调节的（影响的）?  
5. 对于中国海外并购来说，现状是如何的？  
 
6. 对于中国海外并购来说，有哪些重大的管理问题已经暴露出来？  
 
本项研究项目拟对12名中国跨国公司的高级管理人员进行访谈。  
 
如果我同意参加此项目，我都需要做些什么？  
在您方便的时间和地点，我们愿意与您进行个别访谈。访谈将持续约60分钟。在接受访
谈时，我们会就上述问题询问您的意见和经验。为了确保转录的准确性，如果您同意，
采访将会被数字录音。并且在接受采访时，你可以随时要求终止录音。  
 
您的参与将会做出什么样的贡献呢？  
您的参与可以帮助我们探索的当前中国海外并购的绩效，从而提高对中国跨国公司在并
购前后的管理方式的认识，并提供实际性的指导方案来提高其海外附属公司的效益。同
时，该研究项目的成果也可以帮助跨国企业的管理人员、政府的政策制定者和中外双方，
更深入的了解中国跨国企业是如何进行海外并购的， 他们是如何与东道国的人民和当
地社区相关联的，在制定政策和战略决定时什么样的重要因素是需要考虑的。  
 
我提供的信息将会如何处理？  
在与您进行访谈之前，研究者会向您征得同意。在访谈进行中，为确保准确的转录受访
者的意见，研究者将会采用数字化方式来收集相关信息。在完成此研究项目后的五年内，
相关的记录和手稿将会安全的保存在墨尔本皇家理工大学。该项目的所有阶段将会被严
格保密，五年后，所有数据将会被销毁。  
 
在本研究项目中，您的匿名性和保密性将会被严格保持。任何参与者的信息资料将会严
格保密，并不会再在任何形式的报告中公布或文章中公布。本研究成果将会在博士论文
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中总结出来，并会在选定的国际会议和学术刊物上进行发表。同时，如果您要求，当报
告定稿和论文发表时，我们将很高兴提供给您一份副本。  
 
 
作为一个参与者，我有什么权利吗？  
作为参与者，您的参与是完全自愿的。您可以在任何时候撤回您的参与。如果你选择退
出，你的所有数据和获得的信息将会被销毁。此外，您有权要求在采访的中随时终止录
音，或在在采访时不使用录音设备你不回答任何问题。如果您觉得不舒服或不想继续下
去，您可以随时终止的访谈。  
 
如果我有任何问题，我应该和谁联系？  
 
如果关于这个项目，如果您有任何的疑问，请联络其中一位研究者：  
 
Shijia ZHOU 先 生  ( 博 士 生 ， 管 理 学 院 ， 墨 尔 本 皇 家 理 工 大 学 ， 
Shijia.zhou@rmit.edu.au, 99251656)  
 
Charlie Huang 博 士 （ 高 级 讲 师 ， 管 理 学 院 ， 墨 尔 本 皇 家 理 工 大 学 ，
Charlie.huang@rmit.edu.au，99251648）  
 
此致  
 
Shijia Zhou先生  
 
管理学院  
墨尔本皇家理工大学 
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Appendix 9 Interview protocol   
 
INTERVIEW PROTOCOL 
 
Cross-Border Mergers & Acquisitions by Chinese Multinational Corporations: 
Performance, Determinants and Moderating Factors 
 
This research will adopt in-depth semi-structural interview method to gain the 
respondents’ facts, opinions and insights within the following proposed questions:  
 
Background Questions: 
1. Could you briefly describe your organisation and the background of CBMA that 
you have participated in?  
 
2. Could you briefly introduce your role in this acquisition?  
 
Pre-transaction Questions (SCB) 
1. Could you briefly explain why the parent company acquired the target company? 
 
2. In your opinion, what potential benefits the parent company intended to get 
through conducting this acquisition? 
 
3. In your opinion, do you think these potential benefits have been eventually realised? 
How about the degree of such realization? Are there any potential benefits have not 
been realised and why?  
 
4. Do you think these potential benefits can be treated as an important factor that has 
influenced the overall success of CBMA? If not, why? 
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Post-transaction Questions (OI) 
1. Could you briefly explain how did these two firms integrate together in the post-
transaction stage based on your experience,? 
 
2. Could you briefly explain the integration approach and process that have been 
implemented?  
 
3. Could you evaluate the degree of operational interactions between joining firms? 
For example, degree of transfer products, facilities and resources between joining 
parties, and etc. 
 
4. Could you briefly explain what coordination mechanisms have been adopted to 
improve the post-transaction integration management?   
 
5. Could you evaluate the effectiveness of adopting these mechanisms? And why? 
 
6. Do you think the post-transaction integration management can be treated as an 
important factor that can influence the overall success of CBMA? And why? 
 
Cultural Resistances Questions (CR) 
1. In your CBMA case, what cultural problems you have perceived?  
For example, the perceived cultural compatibility, the resistance of accepting new 
organisational culture, management style differentiation, and etc. 
 
2. Could you evaluate the degree of perceived culture resistances?  
For example, the degree of culture clash, employee resistances, and other human 
side issues.   
 
3. Could you evaluate the effectiveness of handling cultural problems by the joining 
parties?  
 
4. Do you think the cultural resistances can be treated as an important factor that can 
influence the overall success of CBMA? And why? 
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Ownership and firm-specific resources and competences considerations  
1. In your CBMA case, what institutional issues that has exposed?  
 
2. Do you think the POEs and SOEs may perform differently in conducting CBMA? 
For example, influence SCB, OI and CR. 
 
3. In your CBMA case, do you think firm-specific resources and competences may influence 
CBMA performance? If yes, how they influence?  
 
4. Do you think the firm with different level of resources and competences may perform 
differently? 
 
5. In your CBMA case, how do they reflect and influence? 
 
CBMA performance Questions  
1. Do you think the acquisition that you have participated is successful? And why? 
 
2. In your opinion, what kind of successes has been achieved in this acquisition?  
For example, reduce purchase price input, production cost, marketing cost, 
administration overhead, access to new geographic markets, transfer and create 
existing know-how, and etc.  
 
 
Thank you for your assistance through participating in this interview 
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访谈计划 
（Translate into Chinese） 
 
 
中国跨国企业海外兼并和收购研究：绩效，决定因素和调节效应 
 
 
 
本研究采用半结、深入访谈的方式来获得受访者的真实意见和见解。此访谈将涵
盖以下问题： 
 
 
背景问题： 
1. 您能否简要介绍一下您的企业？  
2. 您能否简单介绍一下被并购的企业？ 
3. 您能否简单介绍一下，在此项并购中，您所参与的任务？ 
 
并购前期的问题 
1．您能否简要的解释一下此次并购的动机？ 
2．在您看来，通过开展此次并购，母公司会得到什么样的潜在利益？ 
3．在您看来，这些潜在的利益最终实现了吗？其实现的程度如何？是否还存在
一些未实现的利益，为什么？ 
4．您认为这些并购前的潜在利益，是否能够成为影响整体并购成功的重要因素
么？为什么？ 
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5. 在并购前，您的企业有没有聘用第三方机构来为 被并购方 进行评估和指导？ 
6. 能否分享一下，在并购前，双方是如何磋商的？ 中间过程如何？ 
 
并购后续的问题 
1．根据您的经验，能否简单介绍一下这两家公司是如何进行并购后续的整合的？
（人事安排，产业链整合，技术整合，运营和管理方面的整合） 
2．总体来讲，在此次并购中，母公司采取了什么样的协调机制，以提高交易后
的整合管理呢？ 
3．您认为这些已采用的整合机制是有效的么？为什么？有什么缺陷？ 
4．您认为这些并购后的整合管理，是否能够成为影响整体并购成功的重要因素
么？为什么？ 
 
文化抗性问题 
1．在您所参与的并购案例中，显现出什么样的跨文化问题？例如，文化的兼容
性，接受新的组织文化，管理风格分化，等等。 
2．您所感受到文化阻力的程度如何？例如，文化冲突，员工抗拒，和其他文化
上面的问题的程度 
3．在您看来，此次并购中，您的企业有采取相应的有效措施来处理跨文化问题
么？请为其有效性进行评估？ 
4．您认为这些文化差异或是文化抗性问题，是否能够成为影响整体并购成功的
重要因素么？为什么？ 
 
制度和资源能力问题 
1. 在您所参与的并购案例中，显现出什么样的制度问题么？ 
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2. 在您看来，私企和国企在进行跨国并购的时候有什么不同点？例如，在并购前，
整合，文化等方面的问题？  
3. 在您所参与的并购案例中，您认为拥有不同资源的企业会影响到跨国并购的绩
效么？如果是的话，资源的高低是如何影响的呢？例如，在并购前，整合，文化
等方面？  
4. 在您看来，拥有不同级别资源和能力的企业在进行跨国并购时候会有不同么？ 
5. 在您所参与的并购案例中，资源和能力是如何反应和影响的？ 
 
并购绩效及其他问题 
1．您认为，总体来说此次并购已取得最终的成功的吗？为什么呢？ 
2．回忆一下并购前的问题，您认为，那些在 并购前所感觉的潜在利益都已经实
现了么？例如，减少购入成本，生产成本，销售费用，管理费用，进入新的市场，
转让和创造现有的技术，等等。 
3. 宏观来看，面对同样的，您认为企业拥有更好的资源和经验在并购中会取得更
好的成绩么？例如企业企业拥有雄厚的资金，或曾经经历过多次并购的经验。 
4. 在可持续发展的角度来看，你认为企业未来应该注意什么？  
 
 
感谢您参加此次访谈 
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Appendix 10 Geographic distribution of Chinese OFDI stock, 
case samples and Chinese CBMA deals  
 
Geographic distribution across Chinese OFDI stock, case samples and Chinese 
CBMA deals (2000-2011) 
Country 
Chinese OFDI stock 2011 
a 
(Millions of dollars) 
Case sample 
Chinese 
CBMA deals 
(Population) 
Total 531,940.58 55 205 
Asia 364407.06 15 50 
Hong Kong 306,372.45 2 14 
India 1,169.10 - 1 
Indonesia 3,098.04 - 4 
Iran 2,070.46 - 1 
Israel 38.46 - 1 
Japan 1,619.91 5 9 
Kazakhstan 6,251.39 1 1 
Korea 3,081.90 2 4 
Kyrgyzstan 662.19 - 1 
Macau 2,929.27 - 1 
Pakistan 2,233.61 1 1 
Singapore 12,383.33 2 8 
Thailand 2,126.93 2 3 
Uzbekistan 146.18 - 1 
Africa 21729.71 - 6 
Cameroon 79.50 - 1 
Chad 194.12 - 1 
Ghana 505.27 - 1 
Madagascar 274.55 - 1 
Mauritius 700.80 - 1 
South Africa 4,775.07 - 1 
Europe 36975.12 22 67 
Austria 79.46 1 1 
Belgium 230.69 1 1 
Czech Republic 202.45 - 0 
France 3,950.77 4 13 
Germany 3,104.35 4 16 
Hungary 507.41 - 1 
Italy 573.93 2 6 
Netherlands 1,107.92 1 3 
Norway 188.13 1 4 
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Poland 208.11 1 1 
Russian Federation 4,888.49 - 2 
Spain 437.25 1 2 
Sweden 2,408.17 1 2 
Switzerland 101.32 1 1 
Ukraine 33.14 - - 
United Kingdom 8,934.27 4 14 
Latin America 68211.63 - 18 
Argentina 5.44 - 2 
Belize -- - 2 
Cayman Islands 30,072.00 - 3 
Chile 126.28 - 1 
Colombia 346.15 - 2 
Costa Rica 2.09 - 1 
Peru 752.87 - 1 
Virgin Islands, 
British 
30,850.95 - 6 
North America 25502.99 12 40 
Canada 5,050.72 1 12 
United States 17,079.77 11 28 
Oceania 15114.07 7 24 
Australia 13,873.05 6 23 
New Zealand 273.85 1 1 
Note:  
a. statistics from Chinese OFDI bulletin 2013 (MOFCOM 2013) 
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Appendix 11 Historical distributions of case samples and 
Chinese CBMA deals  
 
 
Year 
Case samples Chinese CBMA deals 
Deals Percentage Deals Percentage 
2000 1 2% 3 1% 
2001 1 2% 4 2% 
2002 1 2% 2 1% 
2003 3 5% 7 3% 
2004 3 5% 15 8% 
2005 12 22% 21 10% 
2006 4 7% 13 6% 
2007 2 4% 17 8% 
2008 8 15% 28 14% 
2009 10 18% 28 14% 
2010 4 7% 27 13% 
2011 6 11% 40 19% 
Total 55 100% 205 100% 
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Appendix 12 Industry distributions of case samples and 
Chinese CBMA deals  
 
Industries 
Case samples Chinese CBMA deals 
Deals Percentage Deals Percentage 
Agriculture 0 0% 1 0% 
Food & Beverage 1 2% 9 5% 
Resources 5 9% 7 3% 
Energy 6 11% 43 21% 
Metals 4 7% 20 10% 
Primary industry 16 29% 81 39% 
Manufacture  25 45% 62 30% 
Manufacture (Technology)  5 9% 17 8% 
Manufacturing industry 30 55% 79 38% 
Bank & Finance 5 9% 12 6% 
Others 4 7% 34 17% 
Other Industries 9 16% 46 22% 
Total 55 100% 205 100% 
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Appendix 13 Case One: background of Lenovo’s acquisition of 
IBM PCD 
The news of a Chinese company acquiring a Western large-sized, long history, and 
world-famous company shocked the world at the time the acquisition was completed. 
Overall, the two companies were unbalanced not only in their market values, but also in 
many other aspects, such as brand recognition, corporate culture, organisational 
structure, and welfare. The following table presents the characteristics between Lenovo 
and IBM PCD. 
 
Characteristic Lenovo IBM PCD 
Country and year of 
incorporation
1
 
China 
1984 
USA 
1911 
Operational age before 
acquisition 
20 93 
Market value at DoA
2
 46,009,788* 513,279,155** 
Employees Appx.9,600 Appx.10,000 (PCD) 
Rank of Fortune at 
DoA
3
 
NA 19
th
 
Rank of worldwide PC 
seller 
4
 
9 (2% market share) 3 (5.2% market share) 
Key Characteristics 
5
 
 Top and most recognized 
IT brand in China 
 Major customers are 
Chinese personal 
consumer and SMEs 
 Products: Desktop (82%) 
and notebook (18%) 
 Efficient operational 
platform and extensive 
retail network 
 Premium Global PC 
Brand 
 Major customers are 
worldwide large and 
medium enterprises 
 Products: Desktop (40%) 
and notebook (60%) 
 Global network in sales, 
financing, and service 
support 
* Calculation: HK $2.58 x138,564,500 (shares) x 0.1287 (Exchange rate) = US 
$ 46,009,787.967 
** Calculation: $96.65 x 5,310,700 (shares) = US $ 513,279,155 
 
Notes:  
1&5. Annual reports and websites of the two companies 
2. Date of announcement (DoA) of acquisition on 8/12/2004 
3. Data from Fortune Global 500 of year 2004 
4. Reference: (Spooner & Kanellos 2004) 
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Several gaps between the newly joined companies have been identified. First, before 
the acquisition, Lenovo was inexperienced in globalization, but had done a good job in 
the Chinese PC market. Compared to IBM’s over one-century global operational 
experience, Lenovo only had a twenty-year development history. However, relying on 
the huge volume of Chinese consumers, Lenovo had been positioned on the top 9th of 
global PC vendors and had earned the exclusive recognition in the Chinese PC market. 
Second, Lenovo was neither more famous nor wealthier than IBM in the international 
PC market. Before the deal announcement, Lenovo had never been listed on the 
Fortune global 500, and its capital was only one-tenth compared to IBM’s. Third, they 
were very different in businesses and operations. The major customers of Lenovo were 
Chinese individual consumers and SMEs.  A total of 82% of its revenue in 2004 was 
from its desktop sales. In contrast, IBM had paid much attention to providing services 
and IT solutions to international large and medium-sized enterprises, while its PC 
business was only an attached part and non-strategic business segment.  
 
Cultural differences 
The cultural difference at the national level reflects the initial values of human beings 
in diverse countries, ‘such as feelings of right and wrong, good and evil, beautiful and 
ugly, rational and irrational’ (Sarala & Vaara 2010, p. 1369). It can impede cooperation 
with different national identities (Olie 1994; Vaara, Eero 2003), and thus create 
fundamental problems for integration and knowledge transfer. According to Hofstede’s 
cultural model (Hofstede, G, Hofstede & Minkov 2010), Lenovo (China) and IBM 
(USA) were two companies with different national cultures. For example, China was a 
more centralized, disciplined and hierarchical society than the US (Tang, Y 2012); 
Chinese society was traditional and long-term orientated, while US culture was more 
likely to change and preferred short-term values. Moreover, the two firms’ 
organisational cultures were also different. Therefore, the huge different national 
cultures, coupled with the large dissimilar organisational cultures between Lenovo and 
IBM, would provide a challengeable task in managing their post-transaction cultural 
integration. 
 
Synergetic potentials 
The synergetic potentials of this acquisition were genuinely high due to the nature of 
their operations and assets (Zhou, S 2013). For example, IBM PCD owned the leading 
technology of notebook, and its PC brand was also a most recognized technology brand 
around the world. Consequently, Lenovo could rely on the matured market, 
technologies and brand of IBM and enjoy fast expansion in the international market. 
Moreover, Lenovo had lower cost infrastructure and larger manufacturing scale that 
IBM, while IBM’s advanced global operational system and its premium brand were 
exactly what Lenovo desired to acquire.  
 
From a traditional Chinese perspective, this kind of acquisition could be described as ‘a 
snake swallowing an elephant’ (Liu, CZ 2007). However, the limited cross-cultural 
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management experiences, coupled with the high requirement and difficulty in 
implementing post-transaction integration set many barriers in front of Lenovo. 
Therefore, many people believed this acquisition may eventually fail, because it 
involved huge difficulties and challenges. Ten years have passed so far and Lenovo is 
still standing in the top position of the PC industry worldwide. Thus, this acquisition 
seems to be very successful.  This study provides details behind this acquisition.  
 
National and organisational cultural differences 
National cultural differences reflect the initial values of human beings in diverse 
countries, ‘such as feelings of right and wrong, good and evil, beautiful and ugly, 
rational and irrational’ (Sarala & Vaara 2010, p. 1369). It can impede cooperation with 
different national identities (Olie 1994; Vaara, Eero 2003), and thus create the 
fundamental problems for integration and knowledge transfer. The comparison between 
national cultures of Lenovo (China) and IBM (USA) has been presented in the below 
table based on the Hofstede’s culture model (Hofstede, G, Hofstede & Minkov 2010):  
 
Culture comparison between the host countries (Lenovo and IBM) under 
Hofstede’s SIX dimensions 
Demotions  Score Key features 
 China USA 
Power Distance 
(PDI) 
80 40 
Describe the equality between people in the societies. The 
higher score indicates people accept a hierarchical order. 
Individualism 
versus Collectivism 
(IDV) 
20 91 
Describe the degree that the individuals are integrated into 
groups. The higher score the people are more individualism, 
while in contrast, the lower score the more collectivism. 
Masculinity versus 
Femininity (MAS) 
66 62 
Measure the degree of emotional roles. The higher score the 
more trends to Masculine culture that is assertiveness, 
competitive and material reward. While the lower score the 
more prefer to cooperation and modesty. 
Uncertainty 
Avoidance (UAI) 
30 46 
Describe the degree of tolerance for uncertainty and 
ambiguity. The higher score, the people are more emotional. 
Long-Term 
Orientation (LTO) 
87 26 
Describe the degree of society embraces and respect for the 
tradition. The higher score indicates the society prefer long-
term commitments and respect to tradition. 
Indulgence versus 
Restraint (IVR) 
24 68 
Describe how people approach life. The higher score, the 
people more enjoying life and ease inhibitions, while the 
lower score, the people are moderate and suppressing 
gratifications of needs. 
Sources: Data from (Hofstede, G, Hofstede & Minkov 2010) and http://geert-hofstede.com 
 
According to the national cultural dimensions suggested by Hofstede and his colleagues 
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(Hofstede, G, Hofstede & Minkov 2010; Hofstede, GH 1984), the national cultural 
differences and value can be measured in six dimensions, namely Power Distance 
(PDI), Individualism versus Collectivism (IDV), Masculinity versus Femininity (MAS), 
uncertainty Avoidance (UAI) Long-Term Orientation (LTO) and Indulgence versus 
Restraint (IVR). Apparently, the national cultural dissimilarities between Lenovo and 
IBM are hugely distinctive in four dimensions based on the simple comparison: 
 PDI: China is a more centralized, discipline and hierarchical society than US 
(Tang, Y 2012). 
 IDV: The Chinese people more prefer Collectivist, while the American trends to 
Individualist. That implies Chinese employees prefer collective interests prevail 
over individual interests in daily work.  
 LTO: Chinese society is traditional and long-term orientation, while US culture are 
more likely to change and prefer quick value.  
 UAI: Chinese people strict follow the social norm and are more restraint their 
happiness than US people.  
 
Besides the above national cultural differences, the two companies’ organisational 
culture differences are also varied in somehow. Table below summarised the key 
organisational cultural differences between Lenovo and IBM.  
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Organisational cultural differences between Lenovo and IBM 
Sources: (Cai, W 2006; Jin, R 2008; Li, Guifang 2010b; Li, G & Xu 2010; Liang 2011; Liu, C 
2007; Shi, D 2007; Wang, D 2007; Wang, J 2007; Wang, J 2012; Wen, J 2011; Yi 2010) 
 
From the view of traditional Chinese perspective, this kind of acquisition could be 
described as ‘a snake swallowing an elephant’ (Liu, CZ 2007). However, the limited 
cross-cultural management experiences, coupled with the high requirement and 
difficulty in implementing post-transaction integration have set many barriers in front 
of Lenovo. Therefore, people believed these two acquisitions may eventually fail, 
because this acquisition involved in huge difficulties and challenges. Ten years have 
passed and these two enterprises are still standing in the top position of world PC 
industry. This acquisition seems like success, but what is the true story behind this 
case? And how a Chinese snake swallowing the big Elephant is still a mystery.  
 
Pattern Items Lenovo IBM 
Value pattern 
Core Value 
 Customer first 
 Realistic 
 Integrity 
 Entrepreneurship 
 Innovation 
 Customer first, 
 Respect for the individual 
 Integrity and responsibility 
 Pursuing excellence 
 Innovation and keep young 
Core Vision 
 High technology 
 Excellent services 
 Quality 
 Internationalisation 
 Services 
 Strategic expansion 
 Quality 
 Abandon the hardware 
market &develop software 
market 
Mission 
 Innovation based on 
customers’ benefit 
 Promote human progress 
step by step 
Behaviour 
pattern 
Leadership & 
Management 
style 
 Authoritarian 
 Hierarchical 
 Democratic 
 Sharing and participation 
Employee 
behaviour 
 Strictly follow the order 
 High degree of cultural 
identity 
 Flexible and willing to 
change 
 High degree of cultural 
identity 
Remuneration 
pattern 
Compensation  Flexible 
 Adopt the U.S. mature 
compensation system 
Incentive 
 Inherent bureaucratic 
thinking, promotion is 
difficult 
 Promote as what you have 
done 
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Appendix 14 Case One: summary of the interview record  
Mechanisms Items Evidences from interviewees 
SCB 
Combination benefits 
‘International market expansion, 
Increase market power and sales, 
Improve the supply chain, 
Transfer technology, 
Complementary in marketing capabilities’ 
Effect on performance ‘Definitely affect performance and success’ 
OI 
Initial integration plan ‘Yes, short and long plan’ 
Operational integration 
‘They were high integrated’ 
‘Transfer knowledge, R&D’ 
‘Combine and develop new supply chain’ 
‘Building new market and regional market’ 
Coordinative efforts 
‘Truly good, based on the new organisation 
structure, we performed very effective ’ 
Integration speed ‘Very slow, nearly 5 years’ 
Effect on performance 
‘Absolutely, the successful in integration 
directly affect ultimate performance’ 
CR 
Cultural clash 
‘Both side have faced very big cultural 
clash ’ 
Cultural differences 
‘Extremely huge difference, majorly in three 
areas 1. Language, 2. National cultural 
differences. 3.Coporate differences’ 
Management style 
differentiations 
‘Very high, in many areas’ 
Employee resistances ‘Very high for IBM’s staffs’ 
Effect on performance 
‘Negative effect, although the cultural 
clashes has been managed effectively, there 
are still distance in the communication and 
language’ 
Performance 
Combined performance 
‘From the financial side, it is successful. Its 
revenue has turned over a few times’ 
‘From the management side, it is also 
successful in takeover IBM’s PCD and many 
synergies have been achieved’ 
Sales performance 
‘Increased and became the top PC vender of 
the world ’ 
Sources: Interview record 
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Appendix 15 Case Two: background of Geely’s acquisition of 
Volvo 
‘The car is an aggregate of all kinds of precision technology that human being 
developed so far, therefore it is more complex compared with the other 
productions.’ 
Source: interviewer B‘s description 
 
Chinese car manufacturers are latecomers in world automobile industry. Since China’s 
industrialisation in 1970s, Chinese manufacturers started to imitate and remodel the 
advanced auto generic components from foreign companies (Wang, H 2008). Relying 
on the low-cost advantages, Chinese producers not only assembled the components, 
bust also supplied their products across the world at the competitive price. Through 
century’s imitations, Chinese manufactures started to develop their own brand cars. 
After China joined WTO in 2002, China’s automobile industry boomed dynamically 
with the annual growth rate of 20% (Ying 2003). Hundreds of indigenous car makers 
became the massive producers, and their cars started to export. However, China’s 
automobile industry was still relatively weak in the international market. Low-cost, 
low-price, low-technology and low-quality were four symbols that marked on Chinese 
cars. 
 
Along with China’s impressive GDP growth in the recent decade, China’s automotive 
industry was rapidly promoted. China’s auto market has been marked as the most 
growth potential in the world with the annual growth rate of 21% (APCO 2010; Xiong, 
J 2012). In recent decades, the rising income of Chinese people, coupled with the 
increasing urban population has dramatically boomed China’s auto market. There was a 
growing number of Chinese drivers pursuing high-quality cars and superior driving 
experiences. Moreover, Chinese people always concern about their ‘face’ that 
represents the wealth status could be identified through the purchased product (Wang, 
L. 2011).  
 
Hence it is a growing trend that Chinese people prefer to buy the luxury products even 
they could not afford. Mr Shen, the senior vice president of Volvo, measured the 
Chinese auto consumer and market:  ‘Increased affordability, along with the willingness to 
pay, will maintain growth momentum of market’ (Shen 2011). 
 
Geely and its internationalisation 
Geely has earned the successful stories in the internationalisation that is dislike the 
other inexperienced Chinese POEs. The table below summarised the major activities of 
historical overseas investment that Geely has involved.  
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Major CBMA conducted by Geely 
Time Trading parties Types of overseas 
investment 
Controlled share 
October, 2006 Manganese JVs 51% 
a 
March, 2009 DSI Acquisition 100% 
December, 2009 Volvo Acquisition 100% 
February, 2013 Manganese Acquisition 100% 
Notes: a. Geely controlled 51% of LTI  
 
JV with Manganese 
In 2006, Geely established the Shanghai LTI Automobile Components Co Ltd 
(hereinafter to be referred as LTI) by a joint venture with Manganese Bronze Holdings 
(hereinafter to be referred as Manganese). Manganese is an old UK automotive 
engineering company, and it designs and produces taxicabs for UK market. In this JV, 
Geely assisted Manganese leverage 48% shares of LTI, and thereby controlled 23% of 
Manganese (Wang, Ziliang 2011). The chairman of Geely, Mr. Shufu Li measured this 
JV: ‘…through this joint venture, we absorbed Manganese’s mature technology and 
experience in automobile manufacture…and that can improve our ability of self-
innovation’ (Wang, Ziliang 2011, p. 66).  
 
After this JV, Geely also became the largest creditor of Manganese. During the time of 
GFC and European debt crisis, Manganese did not perform very well and even stopped 
generating profits since 2008. In February, 2013, Manganese sold its approximate six-
decade company to Geely with £11m. After this acquisition, Geely would use 
Manganese’s operational channel and worldwide dealer network to sell its cars into 
European market and push its internationalisation (Waldmeir & Brown 2013).  
 
Acquire DSI 
Besides joint venture, Geely was also active in the overseas acquisitions to speed up its 
technology development and the process of internationalisation. In 2009, Geely 
acquired the world second largest independent automatic transmission and drivetrain 
constructor with AU$58 million, the Drivetrain Systems International Pty Ltd 
(hereinafter to be referred as DSI). DSI is an Australian company owns more than 
eighty-year history of designing, developing and manufacturing transmission. It 
supplies transmissions for the world car producers who include Ford, Chrysler, Geely, 
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SsangYong and etc.  
 
At that time, DSI’s technology in automatic transmission was advanced to the majority 
of Chinese auto producers. As a strategic-asset seeker, Geely desired its mature 
technology and intended to transfer its capability to improve itself. Mr. Li mentioned: 
‘the productions between Geely and DSI have a great complementary…we quickly 
bought DSI, because its technology was the shortage of Geely’s entire 
[internationalisation] strategy ’ (Wang, Ziliang 2011, pp. 68-70). After this acquisition, 
Geely not only became the first indigenous automobile company that can produce six-
speed automatic transmission, but also gained sound experiences in managing abroad 
subsidiary (Wang, L. 2011).  
 
These two successful overseas investments not only enriched Geely’s ambitions in 
building itself as a true MNC, but also paved the way of the subsequent big acquisition. 
After three-year difficult negotiations and with the supports from the multi-party, such 
as governments, financial institutes and investment consulting firms, Geely officially 
announced the acquisition of world-famous luxury automobile manufacturer, Sweden’s 
Volvo Car Corporation (hereinafter to be referred as Volvo) from Ford Motor Company 
(hereinafter to be referred as Ford) in December 2009. Here needs to specify that the 
Volvo in this thesis is only referred to Volvo Cars for simplification, because of the 
trademark Volvo is shared with AB Volvo Group (for buses, trucks and other 
equipment) and Volvo Car (major cars). 
 
Huge differences between Geely and Volvo 
This acquisition has been marked as the ‘unbelievable acquisition’ from both domestic 
and overseas media. The major speculations arise from Geely would be inexperience in 
managing the luxury and long-history Volvo. For instance, Chinese media commented 
that ‘Geely is a very small car maker in the world, and it did not have the ability to 
digest and absorb Volvo’ (Wang, Ziliang 2011, p. 8). Actually, Geely and Volvo were 
hugely different in many aspects, the table below summarised the comparison between 
them.   
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 Comparison of key patterns between Geely and acquired firms 
Patterns Geely Volvo 
Country and the 
year of formation
1
 
China 
1986 
Swedish 
1927 
Age of operation 
before acquisition 
27 
(13 years in automobile manufacture) 
86 
Market Chinese based market: Worldwide market 
Brand and Segment 
Chinese well know brand with low-cost 
and -quality 
Worldwide famous brand 
with high-cost and 
premium quality 
Consumer 
characteristics 
Chinese mainland customers with 
competitive prices and quality 
World-wide customers 
desire 
driving safety and luxury 
feelings 
Technological 
innovation and 
R&D 
Very limited innovation and less R&D Very innovative and 
pioneer of driving safety 
technology 
Employees Appx. 12,000 Appx. 20,000 
Rank of Fortune at 
DoA
3
 
Nil, but listed in 2013 
Yes 
(Ranked 163) 
Notes:  
1&5. Annual reports and websites of the two companies;  
2. Date of announcement (DoA) of acquisition on 23/12/2009,  
3. Data from Fortune Global 500 of year 2004,  
4. Reference: Wang, L. (2011) 
 
Apparently, Geely and Volvo are two extreme players with different patterns in the 
automobile industry. Compared with Volvo’s nearly one-century auto manufacturing 
experience, Geely was a ‘newbie’ that only has thirty-year development. Moreover, 
they are largely different in market, brand, consumer base and etc. First, Geely 
primarily competed in the low-end automobile market with characters of low-cost and 
reasonable quality. In 2009, 95% of Geely’s production was sold in the Chinese market, 
while only export 5% (Wang, L. 2011). In contrast, Volvo has been positioned in the 
high-end international auto market and accessed into more than 100 nationals. Second, 
Volvo is also a world-famous luxury auto brand with the symbols of noble, high-quality 
and high-cost. The driving safety and luxury feelings are the key feathers of Volvo’s 
products. However, Geely’s product has been positioned as the affordable and 
economical, and it was unknown to the worldwide customers.  
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Cultural differences  
 
Cultural differences between Geely and Volvo 
Sources: Geely and Volvo websites, and Tang, Y (2012)  
 
The table above summarised the key cultural differences between Geely and Volvo. 
More details, they are hugely different in corporate cultural identity, management style 
and employee behaviour. First, Geely’s business philosophy is maximising its profit in 
a short-term, while Volvo prefers robust and long-term development. Second, the 
imbedded national cultures are also largely different between them. Geely is a Chinese 
company with the cultural characters of collectivist, hierarchical and people strict 
follow social norm. Volvo is a Swedish company and people prefer individualist, 
flexible, equal and respect to others. Third, the joining parties also involved in the 
different language system. All of these cultural differences have placed the huge 
challenges in managing culture integration.  
 
Besides the identified differences, Geely also exposed the huge financial pressures in 
acquiring and surviving Volvo. More specifically, except $1.8 billion transaction price, 
Geely still needed extra $1.4 billion to revive the Volvo brand for a long run, and thus 
all of these identifiable factors composed the big challenges to this ‘unbelievable’ 
Pattern Items Geely
1
 Volvo
2
 
Value 
pattern 
Core Value  Happy life, Geely drive 
 Quality, Safety and 
Environmental Care 
Core Vision  Geely across the world 
 Become the world leader in 
sustainable transport solutions 
Mission 
 Making the safest, most 
environmentally friendly, 
and most energy efficient 
cars for the whole world 
 Creating value for customers  
 Pioneering products and 
services  
 Driving quality, safety and 
environmental care 
 Working with energy, passion 
and respect for the individual 
Behavior 
pattern 
Leadership & 
Management 
style 
 Hierarchical 
 Focus on profit 
 Development with risk-style 
version  
 Democratic 
 Focus on quality and 
employee growth 
 Development with long-term 
robust version 
Employee 
behaviour 
 Low cultural identity  High cultural identity 
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acquisition (Fangfang 2010). Moreover, how to manage the two extreme varied 
companies and how to deal with post-transaction integration are the key questions 
posited to Geely. Particularly, how to strategically managing Geely’s lower-end image 
with the Volvo’s high-end and luxury brand together, and achieve ultimately co-
prosperity were very challengeable. 
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Appendix 16 Case Two: cost control and benefit in JVs 
 
In post-transaction integration, Chinese MNCs prefer reducing cost of acquired firms. 
In this case, Volvo has a low profit margin due to high costs in employment, purchase 
and product. In the integration implementation, Geely adopted series actions to control 
and further decrease Volvo’s costs.  
 
For example, establishing plants in China through JVs, and employing Chinese staffs 
was the straight way to conduct cost control. Interviewee C evidenced: 
Everything relative to Volvo is expensive, we cannot afford this in long 
run…as our strategy, Volvo needed to establish its own Chinese plants and 
recruit Chinese staff to reduce costs, because labour and materials are much 
cheaper in China …Therefore, we undertook JVs with them and further 
controlled costs. 
 
Moreover, purchasing in China and reducing procurement cost is a good strategy to 
conduct cost control. Specifically, Chinese MNCs are good at finding the good-quality 
components with competitive price in China market. Therefore, the procurement cost 
could be reduced in such way. Interviewee D said: 
We are on the way to improve Volvo’s global sourcing and purchasing from 
Chinese suppliers…but not all components… for example, the supplier of 
tyres can be shared…image that, if the tyre price between China and Europe is 
RMB$100, Geely and Volvo jointly order 10 million from the same supplier, 
then we can save RMB$1 billion per year… therefore, the cost control is 
reflected through economic scale… 
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Appendix 17 Case Three: background of Wanxiang Group and 
its CBMA 
 
We’ve done everything from buying individual (privately owned) companies 
to buying a division of a really large company – deals ranging from $30–$40 
million to $300 million (Zhang, Y 2011). 
Paul Cumberland, Wanxiang America’s investment director 
 
Three stages of Wanxiang’s internationalisation 
Process of 
internationalisation 
Time 
frame 
Key activities 
Export to America 1984-1993 
 Set factory and plant to produce universal joints 
 Supplied products to Zeller (American) 
 Received official permit to import and export 
Compete in America 1993- Now 
 Build up an Wanxiang American and conduct 
localisation  
Acquire in America 2000- Now 
 Acquired a series of American automakers, 
such as Zeller, UAI, AI, Neapco, and Ford’s 
driveshaft business etc. 
 
There are three stages three stages of internationalisation that Wanxiang has conducted 
in America. At beginning, as a supplier of universal joints, Wanxiang received 
exporting permit from the Chinese government and started to export its products to 
American companies, such as American Zeller Corporation (Zeller). In 1993, 
Wanxiang established Wanxiang America Corporation (Wanxiang America) with 
proposes of entering into American market, receiving first-hand information and being 
a bridge between Wanxiang China and American companies. As a matchmaker and 
strategic performer, Wanxiang American not only localised itself and built up good 
relationships with American producers and governments, but also strategically acquired 
American companies, such as Zeller, UAI, AI, Neapco and Ford’s driveshaft business. 
More information about this three stages of internationalisation can be found below: 
 
Export to America 
Mr Lu, the chairman of Wanxiang, described its development during 1970s to 1980s ‘at 
that time, we were surviving in the cracks’ (Xia, B 2005, p. 7). Before 1980s, Wanxiang 
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was developed very slowly under China’s ‘planned economic system’, due to the tightly 
government control in accessing raw materials and even selling the product to the local 
market. During the struggling development, Wanxiang established its plant and factory, 
strengthened its relationship with government and paid much attention on producing the 
high-quality universal joints with competitive price. In the early 1984, Wanxiang has 
got its biggest turning point that the world third largest auto parts supplier and also the 
largest universal joints supplier in US, Zeller Corporation (hereinafter to be referred as 
Zeller), has placed an order of 3000 sets of universal joints to Wanxiang (Wang, J & 
Jinsi 2006). This big opportunity not only encouraged Wanxiang selling its products to 
overseas, but also brought sufficient capitals to support Wanxiang’s further 
development. In 1986, Wanxiang officially received its permit of import and export 
product from state government.  
 
Compete in America 
In 1993, Wanxiang established its first overseas subsidiary in the USA, Wanxiang 
America Corporation (hereinafter to be referred as Wanxiang America) with the initial 
propose of ‘sale products to America’ (Li, S & Zhou 2010; Wu, Lifang et al. 2010). 
Wanxiang America was formed as a Kentucky corporation with the initial funding of 
only US$20,000 due to the limited capital flow controlled by Chinese government. 
President of Wanxiang America, also Mr Lu’s son-in-law, Mr Pin Ni said ‘we were very 
hard at the beginning…we were in the different institutional country, and we even 
didn’t know the basic tax rules… ’(Yuan 2012, p. 88). Mr Lu set three goals to 
Wanxiang America in its opening ceremony: 
We should achieve three targets in the future: first, establish Wanxiang’s new 
image in America and enter fist-class market segmentation, such as GM, 
Chrysler, Ford and etc.; second, gather information and feedback to Wanxiang 
to explore new areas; third, optimisation of international resources, 
particularly in use these resources to develop ourselves (Yuan 2012, p. 84) . 
 
Wanxiang America did not manufacture products in America, while it played as a 
bridge between Wanxiang China and overseas trading parties across North America, 
South America and Europe. It also acted as a matchmaker with the job of linking 
different resources together. With the extreme hardships in exploring market and 
expending network, Wanxiang America has dedicated in building up the business 
relationships with American auto manufacturers, particular the large ones. In 1997, 
Wanxiang America has signed the long-term supply contract with first-class General 
Motors. After a few years’ efforts, Wanxiang received its proud achievements. Its yearly 
revenue has jumped ten times from $3.5million in 1995 to $33.1 million in 1999 (DBIC 
2011; Wanxiang 2013a; Xia, B 2005). The chart below summarised Wanxiang 
America’s annual revenue during 1995-2012.  
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The annual revenue of Wanxiang America during 1995-2012 
Sources: DBIC (2011), Fehrenbacher (2012), Wanxiang (2013a) 
 
By the end of 2012, Wanxiang America had generated revenue of over US$2.5 billion 
contributed to approximate18% of the total revenue of Wanxiang Group. The proud 
results of 714 times of the annual sales increase since 1995, coupled with the strong 
continuous growth rate of 174% demonstrated that Wanxiang America has been 
operated very well in the past decade. Today, Wanxiang America has become one of the 
most competitive auto component suppliers in America. It not only created more than 
5000 jobs in North America, but also owned 28 manufacturing facilities across fourteen 
US States. In 2002, to prize Wanxiang’s contributions in local economic, the state of 
Illinois proclaimed Aug 12 as ‘Wanxiang Day’ (He & Ke 2010).  
 
Localised Wanxiang America 
Wanxiang America has been built up as a true American local company and its 
localisation strategy is the key to its success. Four areas of localisation could be 
identified: 
 
I. Local human resources 
Local staffs have parked more than 95% of total employees of Wanxiang America. In 
1999, Wanxiang America merely has three Chinese executives who were assigned from 
Wanxiang China, whiles the rests were all recruited locally including general managers, 
COO, and CFO (McFarlan et al. 2008; Xia, B 2005). In 2012, Wanxiang America only 
remained 15 Chinese despite its total employee number has reached to 5000. However, 
the five people played the important roles between Wanxiang America and its Chinese 
parent. Mr Ni said:  
Each of our Chinese staff (total five Chinese people, one is Mr Ni) plays a 
3.5 17.8 33.1 93.4 
363.2 
510.5 
1300 
2000 
2500 
1995 1997 1999 2001 2004 2006 2008 2010 2012
Wanxiang America Revenue during 1995-2012 
 (in US$million) 
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very important role - not from the standpoint of job title - but they are the 
bridge. Most have transferred from Wanxiang’s technology centre, which 
relates to the automotive business. (McFarlan et al. 2008)  
 
II. Local production standards  
Wanxiang America focused on adhering to local production standards in responds to 
American market demands. In 1998, Wanxiang was one of the first companies 
receiving QS 9000 certificate and that represented its products have achieved the high 
procurement standards to meet the requirement of big three American auto producers.  
 
III. Local partnerships & capitals 
To speed up its speed of localisation, Wanxiang America recruited the local law firms 
and accounting firms to supervise and ensure its corporate governance and operational 
practices meet legal and institutional requirements (He & Ke 2010). It also has strong 
relationships with American banks and finance institutions due to its soupier 
performance such as Citibank and Merrill Lynch. For example, Wanxiang America’s 
long-term strategic financial partner Citibank has increased its credit limites for many 
times limits to finance its investments.  
 
The successful implementation of localisation coupled with the maintained local and 
health corporate image have ensured Wanxiang America developed very fast in the 
USA. In 2010, Wanxiang’s auto components have been used in one-third of American 
manufactured cars. The president Mr Ni said  
Today’s market is a global market, not only you have to sell products in the 
global market, but you had to compete in the global environment. So 
Wanxiang’s value is that not only be here as an America company, but also we 
coming from China, as a Chinese company. When you combine these two 
[companies], you would benefit from the resources from both sides. Then 
immediately you have a unique position that allows you to compete on the 
truly global bases. (DBIC 2011) 
 
Acquiring in America 
The majority of Chinese CBMA were conducted and managed by Chinese indigenous 
MNCs, while Wanxiang’s series acquisitions were fully completed by its overseas 
subsidiary, Wanxiang America (He & Ke 2010). More specifically, Wanxiang America 
not only acted as an explorer in charging Wanxiang’s overall abroad development, such 
as entering into new markets and hunting new business partners, but also done as a 
serious buyer in acquiring America companies.  
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A series of CBMA has been made by Wanxiang America since 1997. Some studies 
mentioned that Wanxiang America had acquired more than 30 companies until 2012 
(Wu, X, Ding & Shi 2009). However, most studies are inadequate in summarising these 
acquisitions due to the limited information. For example, Wu et al. (2011) summarised 
seven acquisitions and Chinese scholars He and Ke (2010) described six deals 
completed by Wanxiang America. Therefore, to provide a sound overall picture of 
Wanxiang American’s CBMA, a most comprehensive review has been conducted, such 
as the information from case studies from Harvard Business Review, leading journals, 
company website and news. Table 5 summarised the major acquisitions that Wanxiang 
America has participated, based on the author’s research on available publications, and 
the deals with acquired more than 50% shares has been highlighted: 
  
 
3
9
5
 
Major CBMA conducted by Wanxiang America in the USA 
 
Year Target Shares 
Position on 
the board 
Key notes References 
2000 Zeller Corporation 100% Fully control  Acquired Zeller’s brands, patents, facilities and global network 
(Kang 2009) 
(Wang, J & Jinsi 2006) 
(McFarlan et al. 2008) 
2000 LT Company 35% 
Largest 
shareholder 
 Obtain LT’s assembly and manufacturing base, and became the 
largest supplier of hub units in USA
1
 
(Wang, J & Jinsi 2006) 
(Alon, Fetscherin & 
Gugler 2011) 
2000 ID Company 51% 
Largest 
Shareholder 
N/A (Wang, J & Jinsi 2006) 
2001 QAI Company 10% 
Third largest 
shareholder 
 Approximate $2 million stock purchase 
(Rowley & Warner 2013) 
(Lubinski, Fear & Pérez 
2013) 
2001 UAI Company 21% 
Largest 
Shareholder 
 UAI is the first acquired Nasdaq listed company by Chinese 
MNCs. 
 Wanxiang hold 55.8% voting rights, and absorbed UAI’s 
technology and use its international network 
 UAI bankrupted in 2005 
(Alon, Fetscherin & 
Gugler 2011) 
(Wang, J & Jinsi 2006) 
(Xing 2011) 
2003 
Rockford Powertrain 
Company 
33.5% 
Majority 
stakeholder 
 Largest supplier of Wing-type drive shafts 
 Sold Rockford in 2005 to GKN and earn 30 times profits 
(Yeung et al. 2011) 
(Shein 2011) 
2003 GBC Company 100% N/A 
 The oldest bearing production company in USA 
 Absorb the integrity of sales network 
(Wu, X, Ding & Shi 
2009) 
 
2005 PS Corporation 60%  
 PS is the major supplier of Ford, Chrysler and GM. 
 Get access to supply channel to top three American automakers 
(He & Ke 2010) 
(Wu, X, Ding & Shi 
2009) 
  
 
3
9
6
 
2006 Neapco Holdings 
Above 
50%
 
Majority 
Control 
 Century history company and major supplier of Ford 
 JVs with Neapco after acquisition and establish China office 
(Chappell 2011) 
(Xia, B 2005) 
2007 
DANA Company 
(coupled business) 
100% N/A 
 Coupled Products LLC (a subsidiary of Wanxiang America) 
acquired Dana’s North America coupled products business and 
market 
(Kolm & Tillman 2012) 
2007 AI Company 30% 
Largest 
shareholder 
 The largest CBMA of Wanxiang 
 Acquired its Dynamic systems and market 
 Absolute control over the external procurement 
(Li, S & Zhou 2010) 
(He & Ke 2010) 
2008 
Ford Motor Co.'s 
ACH’s driveshaft 
manufacturing 
business 
100% Wholly-owned 
 Acquired by Neapco Holdings 
 One third of ACH’s asset from Ford Motor 
 Driveshaft product line and manufacturing plant moved to Neapco 
company 
(Neapco 2013) 
(Lu, H 2008) (Chappell 
2011) 
(Daily 2007) 
2011 D&R Technology 51% 
Largest 
shareholder 
 13 years history automobile sensor manufacture also a previous 
supplier of Wanxiang 
 Sold at December, 2012 for $63.5 million 
(Zhang, Y 2011) 
(Haley 2012) 
(Partners 2013) 
2012 A123 Systems 100% Wholly-owned 
 Acquire A123's all assets: automotive, grid and commercial 
business assets, and all technology, products, customer contracts 
and US facilities 
(Warburton 2012) 
Source: Authors’ research 
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As a serious acquirer, Wanxiang has been diligently in acquiring overseas assets since 
the late of 1990s. Its first acquisition was happened in the UK market. In 1997, 
Wanxiang acquired 60% shares of AS Company and successful established Wanxiang 
Europe Bearing Company to charge and market its sales in the entire European market. 
On the other side of the world, Wanxiang America also ambitiously purchased a series 
of American auto manufacturing companies and laid a solid foundation in the USA 
market and society.  
 
 In April 2000, Wanxiang America acquired its business partner Zeller. As a key 
strategic partner, Zeller has played an important role in Wanxiang’s 
internationalisation. Zeller is an America auto part manufacturer officially formed 
in 1958 and has become one of the top three producers of universal joints in early 
1980s. Since 1984, Zeller placed its first order of 30,000 unites of universal joints 
to survive Wanxiang, their business relationship has begun. However, Wanxiang 
stopped their partnership in 1986 and rejected Zeller’s proposal of requesting the 
exclusive distribution rights of all Wanxiang’s products (McFarlan et al. 2008). 
Two years later, they renegotiated together and signed a new contract that 
Wanxiang would continuously provide universal joints to Zeller but without 
condition. In late 1990s, Zeller faced huge financial loss and difficult to survive. It 
issued a proposal to sell itself to Wanxiang. In 2000, together with the capital from 
LSB Company, Wanxiang acquired Zeller and took over its entire brands, patents, 
facilities and global network for only $0.4 million, (McFarlan et al. 2008). One 
year later, Wanxiang America’s revenue has immediately increased $5 million due 
to Zeller’s contribution. Wanxiang also has replaced Zeller’s previous position in 
owning the most patents of universal joints around the world.  
 
 In late 2000, Wanxiang America acquired 35% shares of LT Company, the 
American largest supplier of hub units, and became the major shareholder in its 
board. In this acquisition, Wanxiang America obtained LT’s assembly and 
manufacturing base, and therefore owned its productive capabilities in the USA.   
 
 In 2001, Wanxiang America purchased 21% shares of a NASDAQ listed company, 
Universal Automotive Industries (UAI) Company, for $2.8million. UAI Company 
was an American leading distributor and top producer of brake components with 
the plants across America, Canada and Hungary. After acquisition, Wanxiang 
America has been authorized to exercise approximate 59% voting rights and 
control over the board (Wang, J & Jinsi 2006). This acquisition has been marked as 
the first case of Chinese POEs acquiring an overseas listed company and created a 
sensation at that time. In this acquisition, Wanxiang not only transferred UAI’s 
technology into its China brake system line, but also extended its global market 
though UAI’s distribution network. However, UAI flopped and entered into 
bankruptcy liquidation at the end of 2005. 
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 In late 2003, Wanxiang America purchased 33% shares of century-old Rockford 
Powertrain Corporation and held its majority voting rights. Rockford was the 
largest supplier of win-type drive shafts and parked more than 70% market share in 
USA. Through this acquisition, Wanxiang’s entire technology, brand image and the 
market of drive shafts have been improved. In 2005, Wanxiang America sold 
Rockford to GKN Company and gained 30 times profits compared with the initial 
transaction price.  
 
 In 2005, Wanxiang America acquired 60% of another century-old PS Company. PS 
Company was the Q1 (top) supplier of Ford, and also named as the Golden 
Supplier of Chrysler. This acquisition built up the supply channels between 
Wanxiang to three major American auto companies, particular the OEM-supplier 
type partnership with GM.  
 
 In early 2006, Wanxiang America acquired the majority interest (Above 50%) of 
Neapco Holdings, LLC and turned it as its very important subsidiary in 
implementing its overseas expansion. Neapco was a historical American private 
company and also the major supplier of Ford. It operated two main segments with 
different products: Neapco Components propshafts, driveshafts, and sideshafts, and 
Neapco Drivelines manufactures driveshaft, suspension springs, propeller shafts 
and etc. Neapco has 10 plants and distribution centres across the world, such as 
Canada, Germany, Mexico, Michigan and etc. After acquisition, Neapco’s revenue 
has jumped to $600million in 2011 compared with which less than $100 million in 
2006. 
 
 In 2007, Coupled products LLC (a subsidiary of Wanxiang American) acquired 
100% shares of DANA Company’s North American coupled business which was in 
bankruptcy protection. This acquisition allowed Wanxiang America transfer 
DANA’s entire coupled-products plants, assets and market to itself.  
 
  In 2008, Wanxiang America acquired the driveshaft business from Ford/ACH by 
Neapco. After acquisition, ACH’s entire driveshaft operation, product line and 
plant have been moved to Neapco and established the new Neapco Drivelines with 
the purposed of complementing Neapco’s existing operations(Neapco 2013).  
 
 In 2012, Wanxiang America acquired 51% shares of D&R Technology, the 
automobile sensor and switches producer in America and also Wanxiang’s supplier. 
After acquisition, Wanxiang assisted D&R established its China plant. At the end 
of 2012, Wanxiang America sold D&R to CTS Corporation for $63.5 million.  
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 In December 2012, Wanxiang America bought out A123 Systems for $257 million. 
Its productions across rechargeable lithium-ion battery and storage systems. After 
acquisition, Wanxiang not only acquired its advanced technology in producing 
lithium-ion batteries, but also increased the market share of new energy auto 
component.  
 
The above serious acquisitions demonstrate that Wanxiang has not only become a 
leader of Chinese MNC in the internationalisation race, but also become a pioneer of 
Chinese POEs in conducting overseas acquisitions. Now, Wanxiang has been China’s 
largest auto component producer and exporter with more than $13 billion revenue and 
45,000 employees across its global businesses (Chu, A 2012). Moreover, Wanxiang also 
successfully turned itself from an automotive parts producer to a large international 
player with diversified business, such as financial services, clean energy, real estate and 
etc.  
 
Patterns of Wanxiang’s targets 
Wanxiang has done a detailed procedure and clear objectives in selecting the target 
firms before conducting acquisitions. Interviewee G said:  
Wanxiang is always pursuing stabilised development, and our purposes of 
acquisition are very clear. If the target firms cannot be digested, such as 
technology and market, and those cannot be managed due to complex business 
condition, then we are definitely not going to acquire. 
 
More specifically, evidences have shown that the target firms acquired by 
Wanxiang have the following common feathers: 
 
Long operational history and strong network 
Chinese MNCs prefer acquiring long historical firms. Almost all the firms acquired 
by Wanxiang have track history in operation. For example, Zeller was founded in 
1923, Rockford has more than one century history before acquisition, PS was 
established in 1933 and etc. Moreover, these companies have strong marketing 
network and have strategic partnerships with large and top automobile producers, 
such as GM, Chrysler and Ford. Interviewee F evidenced:  
Most of our acquired companies are very old, and some even one century old. 
They not only have the broad marketing network in the global auto industry, 
but also have strong relationship with big auto makers.  
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Related productions and long-term partnerships 
Chinese MNCs in manufacturing industry prefer conducting vertical M&A and 
acquiring the companies with long-term business relationship. Evidence has shown 
that approximate all the acquired firms were Wanxiang’s key suppliers or procurers 
with century’s business relationships. For example, Zeller was a procurer of 
Wanxiang’s universal joint since 1980s, while it has been acquired by Wanxiang 
America in 2000. Interviewee G said: 
 
Acquired a firm usually need two to three years in due diligent and understand 
what’s advantages of acquisitions. But we prefer acquiring the company with 
the inter-relationship between upstream and downstream of our business. 
That’s because we have the frequent business with them, and we are also 
familiar with each other, such as operations, technological level and 
customers.  
 
Timing of acquisition 
Chinese MNCs prefer acquiring the firms in financial trouble. The president of 
Wanxiang America, Mr Ni said: ‘the companies we bought in the USA were sort of 
trouble companies [whether] they are bankruptcy, they were in liquidation, or the 
shareholders are closing them down’ (DBIC 2011). Additionally, interviewee F 
backed:  
Financial crisis was a disaster to most companies, but it actually a big 
opportunity to us. Many of our competitors have fallen, then we took these 
change to buy them over. All of the target firms we acquired were in financial 
trouble. For example, started from Zeller, to ACH’s driveshaft manufacturing 
business, and A123 system, they were all in bankruptcy.  
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Appendix 18 Case Three: cultural resistances and cost control 
strategy 
 
Cultural resistances  
Wanxiang strictly obeyed Western-style management practice in managing the acquired 
firms. It was familiar with American law and the regulations of labour unions from its 
earlier acquisitions of American firms. Take the salary scale of acquired firms as an 
example: Wanxiang maintained the salary scale of acquired firms with local standard 
instead of cutting it down. For instance, a manager in the acquired entity would earn 
more than $200,000 per annum, which is twice the salary for the same position in 
Wanxiang China (Jin, Z 2009).  
 
Prior to take this acquisition, the rumour of job-cutting and moving the manufacturing 
activities to Wanxiang’s China plant have depressed the staffs from Ford’s driveshaft 
plant. Therefore, the negative resistances has happened. After good negotiation, 
Wanxiang kept the majority of existing staffs and offered good welfare about relocating 
them to a new factory. Therefore, the employee resistances have been reduced and 
controlled throughout the acquisition. Interviewee G said: 
We understand the social responsibility and we are experienced in dealing 
with labour unions… We fully trusted them (existing staffs of Ford) and were 
glad to recruit them…so the resistances have been controlled because we not 
only kept their jobs, but also offered promotion to them. 
 
Moreover, Wanxiang was crowned as a ‘saviour’ in saving jobs of acquired firms, and 
thus earned a good reputation across America. Jim Geisendorfer, the president of 
Neapco, said: ‘Wanxiang and Neapco have saved more than 2200 people’s jobs 
worldwide and created more than 1500 employment opportunities in Europe’ (DBIC 
2011). Therefore, Wanxiang believed that recruiting local employees could effectively 
reduce cultural issues. Interviewee G commented on the advantages of recruiting local 
employees:    
We trusted and used local employees, because we were competing in America 
and we needed their cultural advantages. For example, in the negotiation to 
acquire an American firm, our local employees and the counter players share 
the same cultural background. Therefore, the cultural suspicions and 
differences would be effectively prevented. 
 
Maintaining a consistent corporate image between parent and acquired companies, and 
conduct cultural exchange is a good strategy of reducing cross-cultural issues. In this 
case, Wanxiang regularly assigned American staffs to China to exchange technologies 
and experience Chinese culture. Therefore, Interviewee H said: 
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Cross-cultural issues existed in this acquisition, but they were controlled by 
us. For example, we only requested American staff to wear Wanxiang’s 
uniform… we sent them to the plant in China to experience different 
cultures… we conducted specific cultural programs to exchange their culture 
and ways of thinking. 
 
Cost control strategy  
President and CEO of Neapco, Mr Robert Hawkey said: 
Resources from the Wanxiang Group, a top 100 company in China and one of 
the world's strongest and fastest growing suppliers to the automotive industry, 
provide us with a unique advantage (Anonymous 2008) 
 
Resource sharing and internalisation is another remarkable characteristic in this case. 
As China’s largest auto parts producer, Wanxiang is experienced in leveraging it cost 
advantages through internal sales and supply of its auto products, which were made in 
China, to the acquired entities. Therefore, both transactional and procurement cost were 
reduced. Interviewee G mentioned how the costs have been reduced in this case: ‘In the 
acquired driveshaft factory, more than 35% percent of components that are used to 
produce driveshaft production were purchased from Wanxiang China… that means we 
have saved approximately 20% of costs…’ 
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